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State of the Nation’s Economy: 
Up 

Bank Reserves — During week 
ended Nov. 18, member bank re- 
gerves increased $414 million, ac- 
cording to Federal Reserve Board. 
Credits went up $376 million, while 
deposits decreased $136 million. 


Srore Sates—Department store 
sales in week ended Nov. 14 were 
2 percent above sales in the 
corresponding period of last year. 

Factory Pay—Weekly earnings in 
mid-October averaged $71.73, ac- 
cordi to Bureau of Labor, or 71 
Beats hore than in September and 
$1.35 more than in October, 1952. 
| Crupe On Stocks — Totaled 284,- | 
982,000 barrels in week ended Nov. | 
'14, up 1,117,000 barrels from the 
preceding week. 

Brass Suipments—Totaled 22,- 
280 tons in October, the highest 
| since April but about 14 percent 
' below October, 1952. 

Lire INsuraANcE — Dividend p 
ments by life insurance firms/in 
the first nine months exceeded 
million, or double what they 





hd 



























ments are expe@ted to ru 
million. 





Business INp—Ex—Deflined to 107.4 
‘in week ended Nov. 14 from 107.6 
in the previous week, according to 
Barron’s. A year earlier it stood at 
116.5. 

ConstTrucTION AwarRps — Were 
$244,704,000 in week ended Nov. 
16, compared with $257,725,000 the 
preceding week. 

Freight Loapincs—Totaled 727,058 
ears in week ended Nov. 14, or 2.8 
percent fewer than the preceding 
week. 

Sree, Propucts — Shipments of 
steel products by mills in Sep- 

tember totaled 6,400,757 tons, or 
' 141,000 less than a year earlier, 
according to American Iron & 
Steel Institute. 

LumsBer OutputT—Was 2.2 percent 
Delow 1952 in week ended Nov. 14. 
Shipments were 10.1 percent below 
the corresponding week last year. 

Sree. Output — Was 87.6 percent 
of capacity last week, compared 
‘with 90.7 percent the preceding 
week. 

Macuine Too.s—Orders in Octo- 
“ber totaled $59 million, a decline of 
11 percent from September. 






























Top Cars 


New-car registrations for nine 
months, plus 35 states for Oc- 
tober: 




































































1953 Pos. Make 1952 Pos. 
1—1,107,564 Chew 660,460— 1 
2— 863,610 Ford 549,466— 2 
3— 486,708 Plym. 344,376— 3 
4— 379,713 Buick  246,294— 4 
5— 322,380 Pontiac 209,734— 5 
6— 259,582 Olds. 172,062— 7 
I— 248,108 Dodge 197,153— 6 
| S— 218,567 Merc. 138,964— 8 
| 9— 185,592 Stude. 124,563— 9 
| 10— 127,162 Chrys. 91,242—11 
|} 1l— 121,034 Nash 113,593—10 
"| 12— 100,342 DeSoto 72,127—12 
13— 380,679 Cad. 71,947—13 
14— 63,370 Pack. 54,618—15 
15— 56,311 Hudson 65,910—14 
16— 37,540 Willys 32,309—17 
H l1j— 34,331 Linc, 22,754—19 
| 18— 20,968 Kaiser 32,506—16 
19— 9,991 HenryJ 24,495—18 
20— 5,737 MG 6,000—20 
[ 21— 2,636 Austin 4,122—21 
ry 22— 653 Allstate 1,297—22 
Total All Makes 
4,695,239 3,252,275 


For further details, see page 
27, today’s issue. 
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oma Dealer Officers Named— 


a 1954 officers of the Oklahoma Automobile Dealers Assn. are (from left), Mead 
NADA director; J. C. Cravens, Oklahoma City, 





Fish Raises Sales Sights 
For ’54 Car Market 


By Pete Wembhoff 


Editor, Automotive News 


| Ag more optimistic than two 
months ago, Chevrolet Sales 
Manager W. E. Fish told newsmen 
in Detroit 
week that he ex- 
pects between 5,- 
300,000 and 5,500,- 
000 new cars will 
be sold in the 
U. S. domestic 
market during 
1954. In  record- 
breaking 1950, 
there were 6,326,- 
438 cars regis- 
tered. 

In September, 
Fish predicted that 1954 output 
might decline 15 percent from 
1953. 

At a preview of Chevrolet’s 1954 


W. E. Fish 


last} 


1 


| 





cars, Fish declined to speculate on | 





Refined Engine, 

Styling Changes 

Mark °54 Lincoln 
What's New: 


Changes in engine . . . Larger brakes 
- . . Redesigned trim . . . Upholstery 
fabrics . . . More rigid front end. 

* Oe * 
ECHANICAL improvements 
and styling refinements have 

been made in the 1954 Lincolns, 
which will be introduced in dealer 
showrooms Thursday (Dec. 3). 

Spokesmen said there would be 
a $51 reduction in the suggested 
factory retail price of the new 
Capri four-door sedan, with the 
prices of other models holding at 
the 1953 level. The factory retail 
price of power steering will be 
trimmed $20, it was disclosed. 
The new Lincoln and Lincoln 
Capri models are powered by a 205- 
horsepower overhead valve V-8 en- 
gine that contains many changes, 
including’ a “larger; more flexible 
single-diaphragm vacuum distribu- 
tor control, a new venting action 
for the vacuum-controlled four-bar- 
rel carburetor, redesigned hydraulic 
tappets, a new filter element in the 
fuel pump and a self-cleaning filter 
for the fuel tank. 

Lincoln’s styling has been en- 
hanced by the introduction of a 
new theme on the front and sides. 
(Continued on Page 31, Col. 1) 
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1954-model prices but pointed out 


ithat prices on his company’s new 


trucks announced last week (see 
story on page 16) were unchanged. 
He also: 


* * * 


Denounced “blitz sales” as 
© “poor merchandising practices 
because they destroy confidence 
and breed dishonesty.” He de- 
clared that “fire sales” of the past 
few months are “burning out,” but 
“I won’t say they won’t return, be- 
cause some dealers and some 
factories seem to like them.” 


2. Declared that “resolutions by 
dealer associations will not cure 
a lazy dealer nor a lazy factory 
operation, if there is one.” Nor, he 
added, “will local legislation do 
the job.” 

3. Revealed that Chevrolet’s 
output schedules for the first 
quarter of 1954 call for a larger 
number of new cars than in the 
same 1953 period. He expects the 
Bel Air models will comprise 
from 40 to 45 percent of next 
year’s output, compared with 37 
percent this year. 

4. Said cleanup on 1953-model 
cars will be no problem, since 
dealers “have less than a 20-day 
supply which includes about 20,000 


| demonstrators.” 


5. Declared that from now until 


|1954 models are publicly shown on 


Dec. 18, both the factory and 

dealers will concentrate on moving 

a “potentially troublesome” stock 
(Continued on Page 10, Col. 1) 


By Tom Hewitt 
Staff Writer 





production total of approxi- 
mately 357,500 cars and 76,500 
trucks, a drop from October of 33 





Car Output Drops Off 
do Pet. for November; 
Rise Due in December 


Model Changeovers, Holiday Reduce Month’s Total; 
403,000 Cars, 97,000 Trucks Seen in Dec.; 
Ford Schedules Brief Shutdown 


lowest point of the year. The esti- 
mated 52,414 cars turned out 


OVEMBER will wind up with a|2mounted to only 44 percent of the 


weekly average of 118,000 for the 
year, 
Truck production, according to 


percent for cars and 14 percent for|AUTOMoTive News’ estimates, was 


trucks. 
December output should rise to 
403,000 cars and 97,000 trucks, a 
| gain of 11 percent and 21 percent, 
| respectively, over November, it is 
estimated by Automotive News. 
| November’s car output will be the 
lowest since August, 1952, when op- 
|erations were hampered by a steel 
| strike, while truck production will 
be the lowest since last June. 
* ed 


{lynne startling drop this month 
was due to changeover opera- 
tions and the closing of plants on 
Thanksgiving Day. Among auto 
makers with lower output, because 
of model changeovers, were Chev- 
rolet, Buick, Pontiac, Lincoln-Mer- 
cury, Packard and Willys. 

Output is slated to rise in De- 
cember despite the Christmas hol- 
idays and model changeovers at 
Ford, Oldsmobile, Cadillac and 
Kaiser, the only auto makers yet 
to change to 1954 output. Ford 
will complete its switch in less 
than a week in the latter part of 
the month. 

Thanksgiving Day _ shutdowns, 
plus continuing changeover work 
at Chevrolet, Buick and Pontiac, 
dropped car output last week to the 


| 
| 
1 
| 
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Production 
|| Automotive News Estimates 
U. 8. Cars, Trucks 


110, 
104,207 ~s 


Last Prev. 
Week Week Week 


For complete production totals 
by makes, see table, page 33. 


Dealers to Show 1954 Lincoins Thursday— 


This Lincoln Capri convertible shows the changes in exterior trim, including the grille, side moldings and gravel shield. The 
205-horsepower V-8 engine has many mechanical improvements. Models offered are the Lincoln four-door sedan and hard- 





| 


top coupe, and the Lincoln Capri four-door, hardtop and convertible. (See other photos on Page 31.) 






17,107, compared with 24,497 in the 
preceding week. Car output of the 
previous week amounted to 79,710. 
ae * 
LL firms were closed on Thanks- 
giving Day, but only the 
Chrysler Corp. divisions, Nash, 
Studebaker and Packard remained 
shut down last Friday. 
Output in the Thanksgiving 
(Continued cn Page 33, Col. 1) 


Used-Car Index 
Dips $5; Cleanup 
Tapering Off 
By Bob Lienert 
Staff Writer 
SS average wholesale used-car 
price fell back $5 last week 
after making one of its rare ad- 


vances of 1953 a week earlier, ac- 
cording to Automotive News’ index. 


The overall average figure 
stood at $755, some $48 less than 
it had been a month earlier. 

Reports from wholesale auctions 
reaching Automotive News _ indi- 
cated a brisk market in general, 
with “new” price lines getting fair- 
ly well established. While price de- 
clines are continuing, they are of 
a more limited nature and are oc- 
curring in a less erratic pattern. 

* * *x 
ITH the used-car market 
settling down, sanity appears 
to be returning to the new-car 
market, too. With the first half of 
November setting a fast clip, many 
cleanups have “passed the hump.” 

New-car dealers have their 
stocks whittled down to a low 
figure and have begun to shorten 
deals while waiting to introduce 
54 models, 

Adjustments on the wholesale 

(Continued on Page 33, Col. 3) 
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Sends Bid to 6,400... 





Assn. of Ford Dealers | 


Sought by Ex-Dealer 


RTHAGE, Ill. — What appar- 
. ently is a three-man effort to 
organize the nation’s 6,400 Ford 
dealers was launched here last 
week under the name of the United 
Ford Dealers Assn. of America. 
No one connected with the as- 
sociation was identified in the 
organizational letter, which said 
that the association would seek 
to equalize the bargaining power 
of dealers in relation to the Ford 
Motor Co. 

However, inquiries by AUToMoTIvE 
News indicate that the association 
is headed by John Laws, who re- 
signed his Ford franchise in 
Hamilton, Ill., Oct. 31. Hamilton is 
a few miles from Carthage, the 
address (524 Wabash Ave.) of the 
law firm, Angell & Garretson, rep- 
resenting the association. 

* + + 

HE letter said that the associa- 

tion would not seek to under- 


U.C. Sales Drive 
Puts Inventories 


Below °52 Level 


DETROIT. — An allout last- 
quarter sales program to reduce 
inventories, according to the 
National Used Car Dealers Assn., 
resulted in a 2 percent decline in 
used-car stocks for October, as 
against the same period a year ago. 

R. W. Workman, NUCDA presi- 
dent, reported that used-car sales 
dropped 13 percent in September, 
compared with September, 1952. 
Workman said the sales decline, 
reflecting strong competitive trends, 
was influenced by several factors, 
including anticipation by prospec- 
tive buyers that the introduction 
of new models would bring price 
declines. 


“As a result,” Workman said, 
“many on-the-scene buyers with- 
held making a final choice during 
the month of September. 


“Independent dealers,” he said, 
“operating with lower overhead and 
advertising expenses, were 
weathering the rough - and - tumble 
market.” Workman also said that 
“tough financing policies” were 
holding back used-car sales. 

Several optimistic notes were dis- 
closed in the survey, according to 
Workman. He cited a “pickup of 
used-car interest in the southwest” 
now that the drouth has been 
broken, plus increased sales over 
August in the Pacific Coast and 
midwest regions. 

The September breakdown by the 
four regions in the national survey 
is as follows: 


New England (10 states): Com- 
pared to a year ago, sales down 
20.1 percent; inventory down 3 per- 
cent. 

Midwest (12 states): Sales down 
11.2 percent. Inventory down 3.4 
percent. 

South (15 states): Sales down 13.8 
percent; inventory unchanged. 

West (11 states): Sales down 6.8 
percent; inventory down 6.4 per- 
cent. 











mine the Ford company, but spoke | 


of dealers having been “compelled 
to buy cars and take steps against 
your better judgment.” 

“We are certain,” the letter 
said, “the pressure will not be 
relaxed unless some energetic, 
definite, strong action is immedi- 
ately taken by you and other 
dealers, so that you will be placed 
in a bargaining position equal to 
that of the manufacturer...” 
The letter said that the cost of 


ti 
the association was estimated at/ i coins mareesals AND GUNANCE AVARADIE POR USE AT OTWeR SCHOOLS OUNIND YEAR 


$100 a year for each dealer, and 

asked dealers to send in $25 for the 

first three months. 
* * + 

yy RESPONSE to a wire from 

Automotive News as to who was 
behind the association, a reply was 
received that a letter of explana- 
tion would be sent to dealers in a 
few days. 

A query to the Metropolitan Chi- 
cago Ford Dealers Assn. indicated 
that Chicago Ford dealers were 
skeptical of the association. 

The Utah Automobile Dealers 
Assn. also indicated skepticism, 
asserting: “There is no indication 
that membership is in excess of 
the ‘three individuals’.” 

UADA added: “The Ford dealer 
who referred the letter to us at- 
tached a note, saying: ‘I wonder if 
these people have heard about 
NADA. $100 vs. $18 is some differ- 
ential.’” 

Ford officials had no comment on 
the association, although they con- 

(Continued on Page 30, Col. 1) 





Nash Selecting Dealers 


For Advisory Council 


DETROIT.—Nash is forming a 
Nash Dealers Advisory Council, 
consisting of one representative 
dealer from each of its 24 zone 
sales areas, H. C. Doss, sales vice- 
president, announced last week. 
The first meeting is tentatively 
scheduled for January. 

Members of the council will be 
selected by the factory from a 
list of three dealers to be sub- 
mitted by each of the 24 zone 
offices. Factory officials said they 
would make a point of not select- 
ing the largest dealers in the 
area. 

Studebaker and Pontiac are the 
only other auto makers which 
do not have dealer councils in 
operation at present, although 
spokesmen for both firms indi- 
cated that dealer groups would 
be formed in the near future. 
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COUEGES PARTICIPATING IN MOTOR FLEET MAINTENANCE PROGRAM 





White Aids Maintenance Training— 


Backed by a grant from White Motor 


Co., the National Advisory Committee for 


Motor Fleet Supervisor Training will set up fleet maintenance management courses in 
15 colleges starting next January. This map shows the colleges participating in the 


program. 


Studebaker Prices Go Up 


$22 to $128, Delivered 


By Bob Sheldon 
Associate Editor 


DVERTISED-DELIVERED 

prices of Studebaker’s 1954 cars 
show increases ranging from $22.95 
to $128.07 over comparable models 
of last season. 

The boosts in each instance re- 
flect a higher Federal tax pro- 
vision and factory delivery and 
handling charge, as well as a gain 
of $10 to $105 in the suggested 
retail price of the car (reported 
Nov. 16 in Automotive News). 

The smallest increases were made 
in Studebaker’s price-leader Cham- 
pion Custom series, The four-door 
sedan now is $1,801.11, up $33.71, 
and the two-door sedan is $1,758.07, 
up $22.95. 
* oe * 

OUPES came in for the largest 

boosts, with both the Starlight 
five - passenger and the Starliner 
hardtop in the Commander Regal 
group rising $128.07. 

Studebaker announced moder- 
ate reductions, however, in its 
Automatic Drive prices. In 
Champion models, the trans- 
mission unit is optional at $216, 
down $15.64 from the 1953 price, 
and in Commanders, it is $236.50, 
down $16.58. 

Overdrive in the Champions is 
$105.35, compared with $104.99 last 
season, and in the Commanders, 

$118.25, - compared with $117.97. 


|Power steering for all models is 

;}unchanged at $177.38. 
* * eS 

iS yee factory delivery and 

handling charge, it was dis- 

| closed, has been raised to $24 from 

| $16 on the Champion series, and to 


|$30 from $19.75 on the Commander. | 


| Although each car delivered at 
| the factory thus will be corres- 
| pondingly higher in price, the 
| move will have little effect on 
| dealers, who are free to fix new- 
| car makeready fees at whatever 
| they believe is a reasonable level. 


Studebaker last summer discon- | 


| tinued a policy of recommending a 
uniform preparation and handling 
| charge, explaining it had found 
that dealers’ costs for such work 
|varied considerably from area to 
| area. 
* * * 

Tos adjustment in Studebaker 

prices is the second since the 
company introduced its “conti- 
nental” body styling last January. 
At that time, the Champion and 
Commander hardtops were re- 
duced by $104.55 and $113.36, re- 
spectively, while the four five- 
passenger coupes were raised 
$11.24 to $13.77. 

The Land Cruiser four-door se- 
dan for 1953 was priced at §$2,- 
315.64 after a cutback of $49.27 
from the 1952 price. The 1954 
price tag reads $2,438.28, repre- 
senting an increase of $122.64, 
Harold S. Vance, Studebaker 





(See STUDEBAKER, Page 8, Col. 5) 








DETROIT.—Citing a strong 
financial position, A. E. Barit, pres- 
ident of Hudson, asserted last week 
that his firm sees no need for pre- 
cipitate merger action. 

In what he termed an answer to 
continuing rumors of mergers in- 
volving Hudson and other inde- 
pendent makers, Barit said: 

“Discussions have been held to ex- 
plore the possibilities of some form 
of consolidation or cooperation, but 


Burgess, Mooney Join Ford Dealer Council— 


The central region Ford dealer council, meeting in Detroit, has elected William 
Burgess, Lansing, and Earl Moomey, Spencer, Iad., as new members. Regional mem- 
bers shown here with Paul Larson (seated, right), central region sales manager of the 
Ford division, include (seated, from left), Ernest Myers, Middletown, O.; C. A. Cronin, 
Cincinnati; Burgess and Mooney. Standing: Lovis Harpole, Evansville, Ind.; Jimmie 
Henderson, Cleveland; Hugh Williams jr., Mayfield, Ky.; R. W. Craig, New Albany, 


Marshall, Fostoria, O. 


. R. Hicks, Covington, Ky.; Ray H. Waters, Big Rapids, Mich., and Glenn 


have not proceeded far enough for 
anyone to predict : 
their eventual 
outcome.” 

George Mason, 
president of 
Nash, previous- 
ly had revealed 
that he has 
been discussing 
some form of 
cooperation 
with Hudson. 
In addition it 
is known that 
all of the inde- 
pendents have been approached 
recently on the subject of 
mergers. 

Barit said that Hudson has par- 
ticipated in discussions with others 
“because we are always ready to 
consider proposals that might bene- 
fit our dealers, employes and stock- 
holders. But we are weighing all 
factors deliberately. Nothing in our 
economic picture calls for hasty 
decisions.” 

“So far as Hudson is concerned,” 
he said, “the facts are: 

“The Hudson Motor Car Co. 





A. E. Barit 





Early to Press 


Because of Thanksgiving, this 
issue of Automotive News went 
to press on Wednesday, Nov. 25, 
a day earlier than usual. 





- Barit Debunks ‘Hasty-Wedding’ Talk 


has been making cars since 1909 
and is going to keep right on 





|handle sales promotion and public 
| relations activities for Nash. 


| @ proposal to study legislation 
| with regard to relationships be- 


making them, Furthermore, we | 
are today making the best cars | 


we have ever built and seldom in 
our long history have we been | 
so strong financially. 

“The book value of its stock has | 
increased from $22.27 at the close 
of World War II to $37.13 today. 
The company’s assets total $125,- | 
000,000 and its dealers have a capi- 
tal investment of approximately | 

(See HUDSON, Page 10, Col. 5) 





| mitted by Rep. Fred L. Goodwin. 











Dealer Absolves 
Factory of Fault 
In High Output 


CHICAGO.—Charges of overpro 
duction of autos were scoffed at hb 
John H. Lander, president of La 
der Motors, Inc. (Dodge-Plymouth) 
Atlanta, Ga., at the American Fi 
nance Conference convention here 

As long as dealers will buy ca 
and finance companies will under 
write the purchases, he said; 
factories can’t be blamed for build 
ing cars. 

Dealers and finance companie; 
together can control production 
and should set about doing so, he 
said, taking only those cars and 
trucks they can profitably= 
merchandise. 

“There’s nothing wrong with ou 
industry,” Lander said, “that hard 
work, hard selling and sound) 
business methods can’t overcome.” 

Much of the industry confusion 
which has been labeled as chaos 
actually is a perfectly natural ad- 
justment to normal conditions, he 
said. 

Out of this adjustment, he said, 
will come a group of practical, 
well operated dealerships which 
will be satisfied with smaller or 
“normal” profits and which will 
concentrate on profitable oper- 
ations instead of “looking for an 
act of God to save them.” : 


Nash of Canada 
Fills 2 Posts 


TORONT O.—Nash Motors of © 
Canada, Ltd., has appointed Wil- ~ 
liam E. Barfoot as assistant gen-~ 
eral sales manager and John G. 
McNally as advertising manager, © 
it was announced last week by | 
T. S. Adams, general manager. ; 

Barfoot, formerly advertising 
manager, now assumes responsibil- 




























































W. E. Barfoot J. G. MeNally 


ity for setting up the firm’s sales 
training programs and organizing 
dealer development activities. 3 
In addition to his duties as ad- 
vertising manager, McNally will 





Illinois Scans Proposal 


On Maker-Dealer Ties 
SPRINGFIELD, tlL—tThe 

linois State Legislative Council 

has referred to its research staff 


tween motor vehicle manufactur- 
ers and their distributors. The 
interim study proposal was sub- 


Also referred to the research 
staff was a proposal by Senator — 
George E. Drach and Rep. Clyde — 
L. Choate for a study of the re- 
lationships in the registration of 
motor vehicles between title and 
origin certificates. 

































































Dodge Dealers at Chrysler Conference— 


Among those attending the 40th dealer personnel conference at the Chrysler con 
ference of business management in Detroit were (from left) Morris O. Kahn jr., Newton 
la.; Arthur B. Fitzgibbons, Thompsonville, Conn.; David A. Baker, Battle Creek, Mich. 
| Chuck Holmes, instructor; Len Kemper, distributor, Leopoldville, Belgian Congo; Ro 
Magee, distributor, Goderich, Ont. and George H. Merrill, Thompsonville, Conn. 

































WAS some satisfaction a few 
weeks ago to notice from a 
gurvey in North Carolina that 698 
dealers oppose high-pressure sell- 
ing, while only seven favor the 
practice. 

Opinions expressed to this 
columnist, by mail and in person, 
have been about equally divided on 
this column’s effort to discourage 
unethical, tricky and bait sales 
techniques. 

The majority who agree have 
no reason to express themselves. 
The few dealers who engage in 
such practices have an issue to 
defend and are vociferous, 

In the first place price cuts are 
an effective sales tool only when 
other dealers in the territory are 
maintaining prices. If all dealers 
went the price-cut route, cut price, 
as a technique, would fail miser- 
ably. The sad part of the whole 
operation is that cut prices sell no 
more cars. They simply snag exist- 
ing sales away from competing 
dealers and borrow sales from the 
future. In fact, such sales do great 
harm to any market. When new 
ears are being discounted $300 and 
$400, the sale of late model used 


cars is stopped. 
. * 


Price-Cutting Not New 
HESE “fire-sale,” “giveaway” 
operators accuse those who 

criticize them of being old foggies 

living in the past. They claim their 
techniques are the development of 

a@ new era; that we are now living 

in a different world; that we need 

to be modern in our approach, 

I am sure the evidence is all 
against such claims. No one who is 
living in the present times—even 
the cut-price artists, if they would 
but stop and think — can believe 
that the sales methods about which 
we complain meet modern con- 
ditions. They are but ramifications 
of techniques employed in the 
market places of Egypt 4000 years 
ago. 

All members of this trade are 
perfectly familiar with the 
changed America. We are con- 
stantly informed by authoritative 
articles on this subject in- the 
business press. Every one of 
these articles outlines in detail 
the structural changes of Ameri- 
can economy. They all converge 
to one central theme—that the 
vast consumer’s market has 
grown and is growing faster than 
the increase of population. 

These changes prove that these 
vast new markets are based upon 
the greater than proportional in- 
creases in incomes of the low- 
middle and high-middle income 
groups, compared with top-income 
groups. 

They also reveal that the growth 
in population, and the removal of 
large parts of metropolitan popu- 
lation to surrounding suburbs, has 
further contributed to this vast 
movement in which the sale and 
use of automobiles is greatly en- 
hanced. These reports also point 
out that income from services and 
Salaries has increased steadily, 
whereas owners of property who 
receive their income in the form 
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Dealers tell me 


By John O. Munn 


of dividends, rents and interest, 
has decreased from 20.9 percent in 
1929 to 8.8 percent in 1952. 

+ * x 


Rapid Growth Cited 

O ONE needs to be a trained 

economist to realize that we 
are in a new, not fully compre- 
hended economy. Evident, of 
course, to everybody is the rapid 
growth in population. The rapid 
rate of invention and commercial 
exploitation, the rapid increase in 
home and car ownership and the 
availability of new and _ better 
things for more people is also plain 
to see. 

Ours, truly, is a super tech- 
nology. Sumner Schlicter, pro- 
fessor of economics at Harvard 
University, who has a gift for 
popularizing economic probabili- 
ties, has frequently directed at- 
tention to these findings in recent 
years. Among the factors that 
loom large in producing these 
changes is the rising productivity 
of workers through the utiliza- 
tion of high-energy machinery; 
of improving manufacturing 
efficiency and thereby increasing 
real buying power. 

Another factor, of course, of the 
new America is maintenance of full 
employment. Another thing which 
we must never forget is the redis- 
tribution of income through gradu- 
ated income tax, which has 
progressively improved the position 
of the low and middle-income 
earners as against a_ relatively 
small number earning in excess of 
$10,000. 

Neither can we forget the steady 
growth of worker’s dollar income 
and the social legislation which 
has tended to erect built-in stabi- 
lizers, such as the wage and hour 
laws, unemployment insurance, old 
age and survivors insurance, veter- 
an benefits, farm price supports 


and federal deposit insurance. 
+ ” + 


Gloom Prophets Fail 


SOMETIMES fail to re- 
member, for example, that 50 
percent of the family units today 
have an income of from $3,000 to 
$10,000 a year, against only 29 per- 
cent in 1929. 

It is hard to realize the extent by 
which the population has relocated 
since 1929. In that year, 60 percent 
of Americans lived in big cities or 
on farms. Today, nearly 60 percent 
live in suburbs or small towns. 

It is true that the depression of 
the early ’30s still is vividly 
etched in the memories of most 
people now living. We have 
therefore remained perhaps too 
self-conscious about a postwar 
depression. 

Virtually every year since 1943 
some economist or group of econ- 
omists have predicted a deflation, 
but such prophesies have not 
worked out very successfully. No 
one is willing to predict that such 
a thing as a business cycle can be 


written off as folklore of the past. 
* x * 


Demand Is Solid 


RU there is every reason to be- 
lieve—many of which have been 
repeated above—that these swings 
will be moderated in the future and 
their length shortened. 

In our particular industry the 
present demand is solid. The only 
thing harming our industry is the 
current orgy of cut-price sales 
caused by overproduction right in 
the midst of the year-end clean 
out, 

The recent Crowell-Collier auto- 
motive survey indicates that 5,637,- 
000 people will buy new cars in 
1954 and, of the more than 11 
million new-car prospects for the 
next 2% years, 930,000 of them do 
not now own new Cars. 

So, the answer is: Don’t sell 
America or the automobile industry 
short. By energetically selling and 
serving people an individual dealer 
can make his long-term prospects 
bright, irrespective of the current 
upsetting market conditions. 
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Armacost Decries Griping in Oklahoma... 





Plea for Dealer Faith 


TULSA, Okla.— Oklahoma auto- 


mobile dealers were sobered last 
week by a statement from Robert 
S. Armacost, president of NADA, 


that “I’ve heard more griping in 


over the rest of the country all 


year.” 


Armacost, principal speaker at 
the annual convention of the 
Oklahoma Automobile Dealers 


Be 


oe 


Detroit Dealers Push Show Plans— 


Assn., told the nearly 500 dealers 
“if you believe your business is 
on the skids, it will be.” 

“Our own thinking and talking 
brought about this unhealthy situ- 


| Oklahoma in two days than I have | ation of too many cars, not enough 
buyers,” Armacost said. 

“If you believe your automobile 
is the best yet ... that the price 
\is fair and equal, then yeu can sell 
lit,” he added. “But as long as you 





Presidents of dealer “‘line’’ groups examine sketches made in preparation for 
Detroit's first major auto show since 1940. All available exhibit space was sold 
within a matter of minutes to 19 car and truck makers at a meeting last week. The 
show, sponsored by the Detroit Auto Dealers Assn., will be held Feb. 20-28 in four 
buildings at the State Fairgrounds. From left are Hugh Gorey (Buick); Jack Rose 
(DeSoto); Al Roger (Dodge); Jim Grace (Lincoln-Mercury); Bill Hermann (Hudson); Saul 
Rose (Chevrolet); Lew Brown (Ford); Joe Scudiere (Studebaker); Ben Zimner (Chrysler); 
Cass Slubowski (Packard); Omer W. Stotts, Studebaker dealer and president of 
DADA; M. T. Patterson, Chevrolet dealer and show chairman; Art Quantrell (Oldsmo- 
bile); C. E. Paulin, of Cadillac; Paul T. Graves, executive vice-president of DADA, 


and Dave Barnett (Plymouth). 


Unions Renew Campaigns 
To Sign Up Salesmen 


pwr vo drives to organize auto 
salesmen were in the news in 
various parts of the country last 
week. 
In New York, J. W. Farlow, 
executive vice-president of the 
Automobile Merchants Assn. of 
New York, said that despite 
abortive attempts in the past 
there was renewed activity. 
Meantime, the National Labor 
Relations Board certified an 
election of salesmen of members of 
the Richmond (Calif.) Motor Car 
Dealers Assn. In that election, 24 
voted for Local 1095 of the AFL 
Retail Clerks Union, seven for 
Local 315 of the Teamsters and 34 
for neither union. 
* 7 + 

N ELECTION was ordered on 

Local 775 of the AFL Retail 
Clerks union by salesmen of 
members of the Peninsula Auto 
Dealers Assn. of the California 
Assn. of Employers. 

Farlow reported that in the 
past few weeks the salesmen of 
a number of dealerships have 
been approached by organizers, 
either personally or by letter. 
Salesmen are promised good pay- 
ing jobs if they help organize 





Chicago Dailies to Halt 


New-Car Classifieds 


CHICAGO. — Steve Barrett, 
president of the Chicago Auto- 
mobile Trade Assn., announced 
last week that the four Chicago 
metropolitan newspapers have 
assured CATA that they will no 
longer accept 1954 new-car ad- 
vertising in their classified used- 
car columns. 

This action came as a result of 
a series of meetings between 
Barrett and CATA _ General 
Manager Edward L. Cleary and 
the classified ad managers of the 
dailies. 

“It has been the sentiment of 
the association and a vast ma- 
jority of Chicago area dealers,” 
Barrett said, “that the practice 
of advertising new cars in the 
classified columns is a threat to 
the future of the industry.” 








|dealership personnel in the terri- 
|tory, or are even told they would 
be put on the union payroll. 

* * * 


HE letters tell the salesmen that 
it has become known they were 
not happy with their employers 
and would like to join the union, 
so would they please fill out the 
enclosed membership applications. 

“To date,” Farlow said, “we do 
not know of any place in this 
territory where the unions are 
making progress with salesmen, 
but where there is so much 
smoke, there is bound to be a 
little fire.” 

And Farlow asks the members of 
his group: “Are your salesmen 
happy?” 

” * 


EANTIME, the CIO convention 
wound up its business in 


Cleveland last week in a restrained 
mood. 

It appears that the hope of the 
steelworkers for a major break- 
| through in the annual-wage issue 
(Continued on Page 28, Col. 3) 








od es 
Farm Scholarship— 


George Winn (left), 18, receives the 
Henry R. King $500 scholarship from 
King, president of King Chevrolet Co., 
Tyler, Tex. The award, now in its second 
year, goes to the “outstanding rural boy 
in Smith County, Tex." as selected by a 
special Kiwanis Ciub committee. 


_|is desired by dealers. 


|feel that business is headed for 
the dumps, then you’d better get 
out before it does.” 

Later, at a press conference, 
Armacost said, “Motorists will 
never get a better buy than they 
now get in a new car.” Armacost 
expects the “distress” selling of the 
past 60 days to dry up early next 
year, and then, he said, “dealers, 
manufacturers and buyers will be 
better off.” 

Prior to Armacost’s speech, the 
Oklahoma Dealers named S. J. 
Doyle, of Wewoka, as president for 
1954, succeeding Cal Newport, of 
Hominy. 

Other officers elected were: 
Chick Norton, Tulsa, first vice- 
president; Jerry Cravens, Okla- 
homa City, re-elected secretary- 
treasurer, and Mead Norton, 
Oklahoma City, national director. 


Fred Boston, George Diddle, 
Chick Coker, John Byers, and Dean 
Phillips became district vice-presi- 
dents. 

The dealers also were apprised 
of efforts on the part of NADA to 
introduce legislation at the next 
session of Congress toward guaran- 
teeing “territorial protection,” if it 
(An early 
tabulation of an NADA poll showed 
dealers voting in a 60-40 ratio 
against territorial security.) 

Oklahoma City was selected as 
the 1954 convention site. 


Walter B. Cooper, NADA di- 
rector from Colorado, charged that 
the national emergency now is 
“adequate roads.” He declared, “it’s 
our responsibility not just to sell a 
car, but to guarantee the pleasant 
and profitable use of that car.” 

Theorizing about laws to put 
governors on cars or to ban cars 
that are capable of going faster 
than 60 miles per hour or to ban 
parking in downtown metropolitan 
areas, Cooper said: 

“These laws have all been in- 
troduced someplace in the 
country. Sure, they were turned 
down, but some day they will not 
be turned down, and we won’t 
be able to sell cars because they 
won’t be needed for convenience.” 


“We car dealers are concerned 
with every mile of highway and 
downtown street built in the U. S.,” 
Cooper declared. “Right now there 
are one and a half cars for every 
baby born, and yet we don’t have 
enough miles of highway to take 
|care of the cars we now have.” 


Most of the discussion at the 
|business session was concerned 
with explaining the new dealer- 
| factory licensing law passed by the 
|last Oklahoma Legislature. Dealers 
were almost unanimous in declar- 
|ing the law acceptable. 








‘Dues Cut 20 Pet. 
By Virginians; 
‘Benefits Hiked 


RICHMOND, Va.—The Automo- 
tive Trade Assn. of Virginia has 
reduced membership dues by 20 
percent, it was announced at the 
annual convention. 

Paul Lauritzen, outgoing presi- 
dent, said the reduction was made 
possible by strict adherence to the 
organization’s comprehensive 
budget. 

The net worth of the association, 
he said, had increased 15 percent 
and the surplus had been boosted 
25 percent during his tenure. Sur- 
plus funds, Lauritzen said, are in- 
vested in Government guaranteed 





investments, yielding $4,400 an- 
nually. 

Lauritzen also announced ad- 
ditional benefits on group _ in- 
surance plans at no increase in 
premiums. 


Dues are based on the volume 
of annual sales of each member. 
|They range from $24 a year for a 
dealer selling one to 50 cars, to 
$120 annually for dealers selling 
over 1,500 cars. Used-car and allied- 
line dealers pay $48, 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 

™ the dealers on every used vehicle accepted in partial payment for a new 
A car or truck. § 3. Every dollar of line tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 
i 4. The elimination of government and bureaucratic controls over this 
os 9 1 5. A return to oroeepls of independence and the rewards of 
lied energy and ability, wh made America and gave more of her 
the better things of life than anywhere else in the world. 
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Capsule C omment 


Rugged competition in auto showrooms will result in a 
four-prong squeeze on auto suppliers in 1954, these manufac- 
turers believe. 


No auto maker can afford to lose his good suppliers. 


A series of regional sales clinics, designed to guide dealers 
in techniques and management, is being planned for next 
spring by NADA officials. 


Sounds like a swell idea. 


* * * 


Despite sporadic hullabaloo these past few months, CIO 
President Walter Reuther devoted only two sentences to the 
annual-wage issue in his 1953 convention report. 


Are you trying to keep your strategy secret, Walter, or 
don’t you have any? 


The average American had more spendable income in the 
third quarter this year than ever before in history, accord- 
ing to the President’s Economic Advisers Council. 


All we gotta do is to get him to spend it. 


7 ” * 


At least nine persons were killed and many hurt during 
the Pan-American road race in Mexico, despite the fact that 
armed guards had been ordered to shoot to keep people and 
animals off the 1,900-mile course. 


What price what? 


Treasury Secretary Humphrey says auto dealers who 
blame the Administration’s “sound-money” policy for their 
business woes are resorting to “100 percent baloney.” 


Now, now, Mr. Humphrey, what do you know about 
dealer problems? 


Auto 
Forum 


Tax cuts, like eggs, aren't 
always exactly what they’re 
cracked up to be. — Wat 
Srreet JOURNAL. 


* * * 


No, No! 


Clothiers say shorts for men 
are likely to be next summer’s 
fad, to be worn to work and 
downtown. If there must be a 
revolution, it could well be 
toward the Roman toga. There’s 
a comfortable, sensible garment, 
with antique sanction and dig- 
nity. Fashion may bare the mas- 
culine knee, but can’t beautify 
it—Editorial in Monrovia 
(Calif.) News-Post. 


* * * 


Freedom 


Never since the days of the 
Alien and Sedition Laws of 1798 
has there been a time when 
freedom to think, freedom to 
inquire, and freedom to speak 
is in greater jeopardy. — Paul 
Hoffman, board chairman of 
Studebaker. 


* * * 


Price wars are different only 
in degree from normal adjust- 
ments which are constantly 
taking place from day to day 
in any market.—A. A. Stam-.. 
BAUGH, Standard Oil Co. (Ohio). 


Can Be Choosey 


Although a buyer’s market has 
arrived, this does not mean the 
end of good business. It simply 
means that the customer has a 
chance to be more choosey and 
has to be given more and better 
reasons to buy one brand in- 
stead of another.— Alex M. 
Lewyt, president Lewyt Corp. 


* * * 


What's Next? 


Charles E. Wilson, Defense 
Secretary, feels that the time is 
approaching when this country 
should start to pull its forces 
out of Western Europe unless 
the people of that area show 
more interest in defending 
themselves, or at least stop 
blocking all plans of the Ger- 
man nation to rearm.—uU. 8. 
News and World Digest. 


* * * 


Danger in Asia 


The truce has given the 
Communists a letup when the 
strain of the war had brought 
them almost to the breaking 
point. Before long, it will set 
free in Asia the powerful 
Communist forces now in 
Korea which no other Asian 
country can match. — Colum- 
nist Joseph Alsop. 


* * x 


That’s Write 


The wooden pencil is still the 
only writing instrument that 
enables the nickel to keep its 
feeling of self - respect. — Clyde 
Nissen, vice-president, Lead 
Pencil Manufacturers Assn. 

- * * 


Vital to Profits 


In our interest and in the 
dealer’s interest, his repair shop 
can make or break him in the 
public favor.—L. D. Crusoe, gen- 
eral manager, Ford division. 


10 Years Ago oe 


OGGIE LOOKS at _.% 









NOW [TS A JOB OF 


‘Dealer Oddity 


®THE DRAWBRIPGE HAS BEEN DOWN FOR YEARS. 
THE FOLKS TO OPEN L/P 


THE MONEY BAG" 


ea S 4 
RS 


ADVERTISING OX 
AND PROMITIX *\ 


PTO GET 


9 
o e o ° * e . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Dodge, but No Plymouth 


Just the other day I noticed in a 
near-by town that the local Dodge 
dealer did not sell Plymouth cars. 
What gives?—Curious REaApEr. 


Eprror’s Note: With Plymouth 


being a three-way deal for 
Dodge, Chrysler and DeSoto 
dealers, it sometimes happens 


that there are several Plymouth 
dealers in the same immediate 
area. So, in some cases, Dodge 
will sign up a dealer with the 
mutual understanding that he 
will get no Plymouths. 


* * * 


Foreign Cars 


Please send me, by return mail 
if possible, the name and address 
of a dealer in Austin cars. I would 
like to write for a folder. 


Also, I would like the name and 
address of a dealer in Canadian 
Fords. I’d like to have a folder on 
them.—Wittuam G. Watson, Hous- 
ton, Mississippi. 

Eprror’s Note: Write to Austin 


The Big Story 


NADA reported that membership applications received from June 


1 to Nov. 15 total 3,318. The goal is 10,000 new members . 


. . Failure 


to make maximum wartime use of highway transportation, through 
lack of necessary vehicles and maintenance, is “gross negligence,” it 


was charged by Rep. Calvin D. Johnson, of Illinois . 


.. A total of 


1,509 vehicles was released under the truck rationing program dur- 
ing the period Nov. 7-13, the War Production Board’s automotive 
division announced . . . The trailer coach industry is still without a 
home in any governmental agency, Hugh W. Parsons, executive di- 
rector of its association, stated following a hearing by a House sub- 
committee on small business . . . Detailed plans for rehabilitation and 
reemployment of former employes who have been physically disabled 
in the war were announced by General Motors. 


—From the Files of Automotive News. 








of England, 27-29 West 57th St., 
New York 19, N. Y., and Frank 
A. Healy, research and informa- 
tion manager, Ford of Canada, 
Windsor, Ontario, Canada. 


Books on Credit 

In an article on Page 70, column 
5 of your Nov. 16 issue, you state 
that a new book on credit has been 


ae by Commercial Credit 


This book “Installment Sales Fi- 
nancing: Its Service to the Dealer” 
is the second in a series of three 
books by Dr. Clyde William Phelps, 
head of the department of econom- 
ics at the University of Southern 
California. 


Will you please advise us where 
we can obtain copies of the two 
books mentioned above. — MicnHag. 
Marino, Yegen Associates, 691 Cedar 
Lane, Teaneck, N. J. 


Eprror’s Note: The Commercial 
ery Co., 14 Light St., Baltimore 
2, : 


e . oJ 


Letter to Salesmen 


May I take this opportunity to 
congratulate you on your series of 
selling articles appearing weekly in 
AUTOMOTIVE News. 


Would it be possible for me to 
get a complete set of your articles 
to date, as I am making a scrap 
book of them for continual use by 
our salesmen.—H. M. Rocco, treas- 
urer, Rocco Motor Sales Corp. (De- 
Soto-Plymouth), Tuckahoe, N. Y. 

* = e 


I want you to know how muct 
we all enjoy your series “Letters to 
Salesmen.” You certainly hit the 
nail on the head in each article.—- 
James E. CampsBe.., vice-president, 
Glen Campbell Chevrolet, Inc., Wil- 
liamsville, N. Y. 
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Lincoln, Chevrolet Get 
Mexican Race Honors 


JUAREZ, Mexico.—Lincoln swept 
the first four positions in the un- 
limited stock-car division of the 
fourth annual Pan-American road 
race for the second consecutive 
year when Chuck Stevenson, of 
Lynnwood, Calif., led three other 
Lincolns across the finish line last 
week. 

A Chevrolet, driven by C, D. 
Evans, of El Paso, Tex., finished 
first in the limited stock-car 
class. Evans drove a 210 equipped 
with Powerglide. 

Stevenson’s time for the 1,912- 
mile course, which extends the 
length of Mexico, was 20 hours 31 
minutes 32 seconds. 

Less than two minutes behind 





Factory Viewpoint 
On Dealers to Be 
Bell’s Utah Topic 


SALT LAKE CITY, Utah— 
“What Factory Top Officials Think 
About Dealers,” will be the title of 
an address given by Frederick J. 
Bell, NADA executive vice-presi- 
dent, at the 26th convention of the 
Utah Automobile Dealers Assn,, to 
be held Thursday (Dec. 3) at the 
Newhouse Hotel here. 

Bell, who recently spent a week 
visiting manufacturers in Detroit, 
will relate his conversations on 
production, sales methods, distri- 
bution and advertising. 

A dealer executive session will 
open the one-day convention. In 
the afternoon a session open to 
dealers, executive employes and 
industry associates will be held. 
Climaxing the convention will be a 
banquet and entertainment. 


Kyes to Address 
Detroit Meeting 


DETROIT.— A _ record - breaking 
crowd is expected to hear Roger 
M. Kyes, deputy 
secretary of de- 
fense, address the 
annual dinner of 
the Detroit Ad- 
craft Club here 
Friday, Dec. 4. 

Kyes, former 
general manager 
of General Motors 
Truck, left his 
’ as post to assist 

. E. Wilson, for- 
Reger M. Kyes mer GM presi- 
dent, as secretary of defense in 
Washington. 





The annual dinner, attended by} 


automotive leaders, will also honor 
oldtimers of the 48-year-old club. 


Charlottesville Dealers 
Elect Tremain, Wilhoit 

CHARLOTTESVILLE, Va.—The 
Charlottesville Auto & Truck 
Dealers Assn, has elected the fol- 
lowing new officers: 

President, Myron T. Tremain; 
vice-president, James N. Wilhoit 
sr.; secretary-treasurer, Ryland P. 
Davis, and directors, Dwight B. 
Coggins and Lee Hoff. 








Stevenson was Walt Faulkner, of 
Long Beach, Calif. Finishing third 
and fourth respectively were Jack 
McGrath, of Pasadena, Calif., and 
Johnny Mantz, of Los Angeles, both 
also driving Lincolns. 

Trailing Mantz across the finish 
line was Jim Rathman in an Olds- 
mobile 88. He was disqualified how- 
ever, when technical groups exam- 
ining the winning cars ruled that 
his engine had been illegally altered 
for the race. 


According to the Asociacion 
Nacional Automovilistica, race 
sponsor, the disqualification 
moved a Chrysler into fifth spot. 
Other top finishers were: Sixth, 
Chrysler; seventh, eighth and 
ninth, Lincoln; 10th, Packard; 
llth, Cadillac, and 12th Buick, 


Although Stevenson was not the 
fastest driver — six drivers in the 
unlimited sports-car division made 
better time—he did win top prize 
money by winning four lap prizes 
in addition to first place in the un- 
limited stock-car division. Steven- 
son won $19,302. 

Juan Manuel Fangio, of Argen- 
tina, earned $17,442 for winning 
the big sports-car class in a Lancia. 
His time was 18 hours 11 minutes, 
although he failed to win a lap. 

Jose Herrarte, of Guatemala, 
took the small sports-car title 
when he drove a Porsche over the 
course in 23 hours 54 minutes four 
seconds. 


Dodge Puts Petrie 
In Oklahoma City 


DETROIT.—Howard R. Petrie 
has been appointed manager of 
Dodge’s Oklahoma City region, it 

has been an- 

nounced by L. F. 

Desmond, Dodge 

general sales 

manager. 

Petrie formerly 
was Buffalo city 
manager and had 

‘been a district 
manager in the 

Syracuse region. 

Petrie also had 

been a sales 

agent and a sales 





H. R. Petrie 


representative for firms in Buffalo 
and Hamburg, N. Y. 





St. Louis Check Reveals 


Defects in 80% of Cars 


ST. LOUIS.—Of the 7,700 cars 
checked for mechanical defects 
in a 15-day safety campaign spon- 
sored by the St. Louis Globe- 
Democrat and Transit Casualty 
Co. in St. Louis parking lots, 80 
percent of all cars tested were 
found to have one or more me- 
chanical defects. 

Harry L. Martin, vice-president 
of the casualty company, said the 
commonest defects were faulty 
headlights, brakes and wheel 
alignment. 











Shreveport Dealer Wins Sales Award— 

Paul B. Johnston (left), Packard's Dallas zone manager, presents Tom McClellan,|}coming year. Members are asked 
owner of Packard Shreveport Co., Shreveport, La., with an award for outstanding sales|to send all suggestions to NADA 
in the luxury-car price class, while R. B. Price, assistant zone manager, looks on. 








Style Leader in Holden's New Series— 


After five years’ 


production, the General Motors-Holden's car has been brought 


out in four new models. Prices have been reduced by about $120. This new Special 
sedan, which is said to mark Holden's entry into the luxury field, sells in Australia 


for $2,397. 





D 


son, still auto-minded, last 


More Defense Horsepower 


Wilson Compares His Department with New Car; 
Cites Streamlining, Less Friction 


EFENSE Secretary C. E. Wil-|visory capacity. He said he doesn’t 






plan far enough ahead to know if 


week compared the Defense De-|he’ll serve a second “hitch” with 


new car. 

“The new 
model is snappy 
and stream- 
lined,” he de- 
clared. “It has 
more horse- 
power and bet- 
ter acceleration. 
The engine has 
a high-com- 
pression head 
and new spark 


C. E. Wilson 
plugs. It has better lubrication 


and less internal friction .. . it 
is designed to sell for a little less, 
even though it is superior.” 

At a press conference before he 
spoke at a dinner meeting of the 
Automotive Parts Manufacturers 
Assn, in Detroit, Wilson was asked 
if he liked his present job better 
than the presidency of General Mo- 
tors. He replied with a flat “no.” 

x - . 

N RESPONSE to another ques- 

tion, he said he does not intend 
to return to GM, even in an ad- 


Cook County No. 1 
In Sales; Wayne 
Gains Second 





DETROIT.—Wayne County (De- | 
in third place in total new-| 
jear sales_for the last three years, | 


troit), 


has moved up a notch to second. 
This was announced last week by 


Paul Graves, executive vice-presi- | 


dent of the Detroit Auto Dealers 
| Assn. 

In first place was Cook County 
(Chicago) and Los Angeles County 
was third. 

In 1950, Los Angeles County took 
over the No. 1 spot and held it 
through 1951 and 1952. Second for 


those three years was Cook County, | 


with Wayne third. 

On the basis of registration 
figures through September, Cook 
County had 167,124 new-car sales, 
Wayne County had 146,841 and Los 
Angeles had 103,535. 

Both Cook and Los Angeles coun- 
ties far outdistance Wayne County 
in population, according to 1950 
census figures, Cook counts 4,508,- 


| 


partment with a/the Defense Department. Wilson 


added that he has worked hard for 
40 years and looks forward to 
“taking it easy.” 

Wilson said one of his big 
problems is determining what 
arms should be purchased at a 
given time. If some items are 
bought and stored they may be- 
come obsolete before they are 
used. 

He pointed out that in 1951, when 
tremendous amounts were made 
available for the military, thou- 

sands of 1951 cars were purchased 
and placed in warehouses and in 
use. 

“Over 7,000 of these were still in 
the warehouses when we found out 
about it last spring,” he added. 


* + * 

‘T AM sure that great savings 

can be made in carefully de- 
termining what should be pur- 
chased at any given time, not try- 
ing to buy too far ahead and in 
keeping good track of the prop- 
erty,” Wilson said. 

“It is also necessary to recognize 
obsolescence and bring out and 
keep in production models of new 
| weapons which are more effective 
|for military purposes. We must 
| recognize that we are now living 
|in a technological and even an 
| atomic age.” 

Wilson said there are no plans 
at present to increase the num- 
ber of combat units, but there 
are plans to build up their effec- 
tiveness with better equipment, 
some new weapons and a better 
planning of reserve components. 

Discussing the Air Force, he said: 
“I believe we now have the most 
powerful and effective air force in 








|the world. We must continue to 


have airpower second to none.” 
* 7 * 
JUNE 30, the Air Force had 
106 wings. By next June 30 the 


|number should be at least 115, he 


said. 

Since the beginning of the year, 
civilian employment in the De- 
fense Department has been re- 
duced by more than 125,000 per- 
sons. This 10 percent reduction, 
Wilson said, was “made in an 
orderly manner and without re- 





792 residents, Los Angeles 4,151,687 | 


and Wayne, only 2,435,235. 


4 NADA Groups 


Meet in December 


WASHINGTON. —Four impor-| 
tant NADA committee meetings are | 


ducing the effectiveness of our 
defense effort. 

“We hope to continue to build 
up the nation’s military strength, 
| particularly air power and air de- 
fense, while at the same time mak- 
ing progress in reducing expendi- 
| tures,” Wilson said, adding: “We 
hope the expenditure rate for our 


to be held here in December. They | |total defense effort is at or near 


are the executive committee, NADA| 


President Robert Armacost presid-| 


ing; 


the employer-employe rela-| 


tions committee, George M. Berry, | 


chairman; 
headed by William L. Mallon and| 
the by-laws committee, James A.| 
Ayers, chairman. 

The executive committee will eal 
its regular year-end meeting to re- 
view plans and the »udget for the 


headquarters, Washington 6, D. C. 


the planning group,| 





| the peak.” 





Latest 
Auction Prices 


An earlier press deadline, due 
to the Thanksgiving Day holi- 
day, makes it necessary to omit 
the usual report on the Detroit 
Aptco auction prices this week. 
This regular feature will be back 
next week. 











Australia’s Holdex 


Reduces Prices 
For New Models 


MELBOURNE, Australia. 
average price reduction of 
pounds (about $120) has been ar- 
nounced for four new models of 
the Holden car. 

A panel van is scheduled for pro- 
duction within the next year, and 
further price reductions are anti- 
cipated for the future to put th: 
car on a competitive export level. 

The car is produced by Generai 
Motors-Holden’s. It is powered by 
a six-cylinder, 21-horsepower over- 
head valve engine and is said to 
run 30 miles on a gallon of fuel 
It seats six passengers. 

Holden’s new models—three se- 
dans and a utility—show a number 
of refinements. More chromium and 
stainless steel are used, both in- 
ternally and externally, and the 
new radiator grille provides a 
“Buick-Chevrolet look.” 

The three sedans are Standard, 
Business and Special. The latter is 
available in two-tone color. 

The Australian prices, including 
sales tax, now are as follows: 
Standard $2,281; Business, $2,346; 
Special, $2,397, and utility, $2,161. 


Colorado C of C 
Elects Cooper 


FORT COLLINS, Colo. — Walter 
B. Cooper, local Chevrolet dealer 
and civic leader, has been elected 
president of the 
Colorado State 
Chamber of Com- 
merce. 

Cooper is presi- 
dent of Poudre 
Chevrolet Co. and 
is Colorado NADA 
director. He also 
is a member of 
the national In- 
ter - Industry 
Highway Safety 
Committee and a 
member of the board of governors 
of the National Highway Users 
Conference. 

Cooper also is president of the 
Fort Collins Community Chest and 
a leader in Rotary, Elks, American 
Legion and Boy Scout activities. 


— An 


r 
uv 


W. B. Cooper 


No. | Salesman 
Marler Leads Ford Sales 


With 64 Units 

KANSAS CITY.—H. J. Marler, a 
salesman for Johnson Motor Co., 
Houston, earned 1,599 sales points 
in October to lead the nation’s 20,- 
000 Ford salesmen, according to 
C. H. Weigand, Houston district 
sales manager. 

Accumulating the greatest num- 
ber of points in the national Ford 
“500” club last month, Marler sold 
64 units, consisting of seven new 
cars, 19 new trucks, three used 
cars and 35 used trucks. He also 
sold $1,000 worth of parts and serv- 
ice. 

National runners-up were R. D. 
Williams, of Garten Motors, Inc., 
Hinton, W. Va, and Erwin 
Schmidt, of Sutton Motors, New 
York. 

Marler has been a Ford salesman 
for 14 years, joining Johnson Mo- 
tors in June, 1953. He is married 
and has three children. 


Buffalo Dealers Protest 


Bid to Raise Show Fee 

BUFFALO.—George Ostendorf, a 
director of the Buffalo Automobile 
Dealers Assn., protested at a City 
Council meeting a proposal to li- 
cense automobile shows at $50 a 
day instead of the existing $10 
permit. 

Ostendorf noted that no charge 
was made for such shows in 
Rochester or Syracuse. He said also 
that inasmuch as shows held in 
either a Federal or State armory 
here, the City eould not levy such 
a fee. 

A council subcommittee took the 
matter under advisement. 
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CLINCHES THE CASE FOR YOUR AD BUDGET IN 


DELAWARE VALLEY, U.S.A. 


THE GREATER PHILADELPHIA MARKET 
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Deere Tee eee ad 


3 billion dollars worth of industrial 
expansion puts big money into the 
pockets of 1% million Delaware 
Valley families. Big sales follow 
automatically in today’s prosperous 


Valley. Tomorrow ...even more sales 
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at less cost per sale, thanks to 
the ‘5th Dimension’’— the growth 
factor. Leading Valley growth and 
growing with the Valley, THE 
PHILADELPHIA INQUIRER boosts 
the sales-value of your ad budget. 








-+-and in 
DELAWARE VALLEY, 
The Philadelphia Inquirer 


is the first newspaper! 


4 The Philadelphia Inquirer 


The Voice of Delaware Valley, U.S. A. 










Capacity and potential for 
dynamic expansion 






West Coast Representatives: 


Exclusive Advertising Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
bn ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK & CHAMBERLIN FITZPATRICK & CHAMBERLIN 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 1127 Wilshire Boulevard 
Woodward 5-7260 Garfield 1-7946 Michigan 0259 


Murray Hill 2-5838 Andover 3-6270 
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Guide for Dealers . . . 





Tax Savings on Company Cars 


ASHINGTON. 
help dealers make use of a 
Bureau of Internal Revenue ruling 


concerning company-owned cars | 


has been worked out by NADA. 


The Government, NADA notes, 
has acquiesced in the case of 
Latimer -Looney Chevrolet’ vs. 
Commissioner of Internal Reve- 
nue, thereby agreeing that a 
dealer’s cars, when held primari- 
ly for use in the dealer’s business, 
are entitled to capital gains treat- 
ment and depreciation. 

Trouble arose about 1948 when 
many Bureau of Internal Revenue 
agents began disallowing depreci- 
ation and capital gains treatment 
of cars held for more than six 
months, on the grounds that such 


cars were held by dealers primarily | 


for sale to customers in the regu- 
lar course of business. 
o + * 


N 1950, the commissioner of in- 

ternal revenue solidified the 
situation by instructing that in- 
come from these company-owned 


nary income. Depreciation was also 
officially disallowed at this time. 

Dealers disagreed with this in- 
| terpretation and the question was 
presented to the U. S. Tax Court 
| by W. R. Stephens Co. 
| Deciding against the Stephens 
company, the court ruled that the 
cars were held primarily for the 
|sale to customers in the regular 
|course of business and therefore 
were not assets subject to depreci- 
|ation and capital gains treatment. 
| Subsequently the U. S. Court of 
Appeals affirmed the Tax Court’s 
decision. 

In May, 1952, Latimer-Looney Co., 
| backed by NADA and the Tenn. 
| Automotive Assn., presented the 
same question to the Tax Court. 

* > * 


HIS time, on Nov. 4, 1952, the 
court decided that Latimer- 
| Looney’s cars were held primarily 
|for use in business and were en- 
titled to capital gains treatment 
|and depreciation. 





Subsequently the Tax Court de- 


- A formula to | vehicles should be treated as ordi- | nied the Government’s request for 


a reconsideration of the decision. 


The Government then appealed 
| to the U. S. Court of Appeals, but 
before this court heard the case, 
| the commissioner of internal 
revenue agreed to “acquiesce” in 
the previous decision and the ap- 
peal was dismissed. 

And, on June 8, 1953, the Com- 
missioner published his official 
notice of acquiescence in Internal 
Revenue Bulletin No. 12. 

According to NADA, “Acqui- 
escence by the commissioner in a 
decision of the Tax Court, in effect, 
constitutes instructions to the 
| bureau’s field offices and revenue 
agents to use that decision as a 
precedent in deciding the same 
question in other cases having the 
same or similar facts.” 

* * * 

ADA adds: “The burden of 
proof is on you (the dealer) to 
ishow that your cars are in fact 
| used in company business. Latimer- 
Looney’s treatment of company 








Serve 169 Years with Conn. Dealer— 


Six men have a total of 169 years of service with A. C. Hine Co., Hartford, Conn., 
which held an Oakland franchise from 1914 to 1926, has handled Pontiac since then. 
From left are George W. Ficken (21 years), office manager; George B. Leighton (27 
years), service salesman; Thomas A. Fabrizio (36 years), service manager; Radcliffe H. 
Smith (37 years), parts manager; George H. Vanier (28 years), service salesman, and 


George H. Clark (20 years), top mechanic. 





cars may well be used as a guide 
by you.” 

NADA said that Latimer-Looney 
treated company cars in this man- 
ner: 

1. As soon as a car was placed 





- YOU CAN SELL 


UNDERSEAL 
TO 9 OUT OF 10 
CAR BUYERS 


3-step selling program shows you how 


3M “UNDERSEAL” Rubberized Coating is more than a product... it’s a complete 
selling program! In fact, 3M “UNDERSEAL” offers you the only program in the indus- 
try that’s designed specifically to increase your undercoating sales. Here’s the story: 





A 3M salesman will hold 
a sales meeting with your 


’ x lL. new car and service sales- 


men to show them how to se// “UNDERSEAL”. 
With a sound slide presentation he will show them 
in detail how “UNDERSEAL” is important to the 
dealer, the salesmen, and the car owner. And he'll 
explain the “UNDERSEAL” service floor plan—a 
tested business booster for your service department. 


i 






aut 


RUBBERIZED COATING 





? Then, 3M will supply 
@ you with a complete se- 
lection of direct mail pieces 
imprinted with your company 


“ee, 
SS 











MINNESOTA MINING & MFG. CO. 





name. Also you will get booklets, posters and dem- 
onstration easels on selling “UNDERSEAL” for your 
use in your show-room and service department. 


3 





And finally, 3M’s Service 
@ Program, right in your serv- 
ice department, will educate your 
undercoating applicators on care 


of equipment, better spraying techniques and the best 
car-masking methods—all helping you make more 
profit, keep the shop cleaner and build customer 


good will. 


Write today for more information. 


Geel I'd like more information about 3M's “UNDERSEAL" selling program. 


Dept. UAN 1, St. Paul 6, Minn. 











“UNDERSEAL”’. . . the undercoating product with a Selling Program 


ee ae ee ae se se a ee 


NAME 
COMPANY. 
Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, ADDRESS 
sonar ames oa ayet _eeenae Saneiiine Tapes, 
" ” Sound Recording Tape,‘‘Scotchlite” Reflective Sheeting, 
“Safety-Walk” Non-Slip Surfacing, "3M" Abrasives, carry. ZONE ___STATE________ 
“3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N. Y. In Canada: London, Ont., Can. Loauemananasanenes SUT SOK oes mm ae on oe oe os eed 


in company service, it was paid 
for in full and covered with in- 
surance for the exclusive benefit 
of the dealer. 


2. Dealer tags were not used on 
cars placed in company service. In- 
stead, the dealer purchased regu- 
lar Tennessee license plates for 
such cars. 


3. All cars placed in company 
service were held for more than 
six months and some for more than 
a year. 

4. The decision to sell company 
cars was made by the dealer prima- 
rily on the basis of usage. The cars 
were sold after they had been 
driven 8,000 to 12,000 miles because 
operation and reconditioning costs 
increased after this period of use. 

. : af 
5 THE cars were sold in the year 
® after they ceased being current 
models. 

6. Records on the treatment and 
use of these cars were kept by the 
dealer. 

Latimer-Looney used the compa- 
ny cars: 

1, To transport managers and 
company representatives while on 
company business. 

2. To facilitate collection of de- 
linquent accounts. 

3. To pick up, tow and deliver 
cars. 

4. For loan to customers when 
their cars were being repaired or 
serviced, 

5. To fill customers’ needs due to 
factory delay in delivery of new 


cars. 
a * s 


TO TRANSPORT salesmen 
® buying and selling used cars 
and trucks, and to transport sales- 
men employed in maintaining good- 
will, 
| %. For business errands, e.g., pick- 
ing up mail, making bank deposits, 
etc. 
8. For various civic functions 
(Continued on Page 34, Col. 1) 


Studebaker 


(Continued from Page 2) 


president, has said that the 1954 

price boosts mirror “the more high- 

ly deluxed treatment” of the new 

models in deference to public de- 

mand. 

| * 8 @ 

ae thees is a complete list 
of Studebaker’s new advertised- 

| delivered prices, compared with 

| those for 1953: 


CHAMPION CUSTOM 


Model 1954 19538 

4-door sedan $1,801.11 $1,767.40 
2-door sedan 1,758.07 1,735.12 
CHAMPION DELUXE 

|4-door sedan $1,918.18 $1,362.83 
| 2-door sedan 1,875.18 1,830.58 
5-pass. coupe 1,971.93 1,868.21 
| Station Wagon 2,187.23 None 


CHAMPION REGAL 


|4-door sedan $2,026.29 $1,949.17 
2-door sedan 1,983.29 1,916.92 
5-pass. coupe 2,080.04 1,954.55 
Hardtop coupe 2,241.29 2,115.80 
Station Wagon 2,295.33 None 


COMMANDER DELUXE 


4-door sedan $2,179.13 $2,121.15 
2-door sedan 2,136.13 2,088.90 
5-pass. coupe 2,232.88 2,126.52 
Station Wagon 2,447.88 None 


COMMANDER REGAL 





4-door sedan $2,287.28 $2,207.54 
5-pass. coupe 2,340.98 2,212.91 
Hardtop coupe 2,502.23 2,374.16 
Station Wagon 2,555.98 None 
Land Cruiser 2,438.28 2,815.64 
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Four million tons a year to supply 


the mighty automotive industry 


Now completed, in the heart of a 
vast industrial area, are facilities that 
increase Great Lakes Steel’s annual ca- 
pacity to four million ingot tons. That's 
about 25% of the automotive industry’s 
annual appetite for steel, and about 
40% of its appetite for the kinds of 
steel we make. 


So this growth of Great Lakes Steel— 
weeks ahead of schedule—means a 
great deal not only to us but to our 
principal customer, too. 


Our new facilities—new blast furnaces, 
the new bessemer converters, the new 
slabbing mill, and the rest—all fit into 
a program established long ago, when 
the company was founded. The program 
called for Great Lakes Steel to provide 
the automotive industry with a depend- 
able first source of sheet, strip and other 
shapes for this industry’s mammoth 
needs. And that’s just what we've 
been doing. 


We start with the ore, and work it 
through blast furnaces, bessemers and 
open hearths, blooming mills, hot and 
cold rolling mills and merchant mills, 
right down to the finished forms. This 
integration of control gives Great Lakes 
Steel the flexibility and availability that 
let us give real service. 


Not just another steel supplier, Great 
Lakes is also a developer of steels now 
important to industry—N-A-X HIGH- 
TENSILE steels, which combine extra 
strength, formability, and corrosion- 
resistance, enabling manufacturers to 
make improvements in many parts. 


You can expect more great things to 
happen at Great Lakes Steel. For we 
aim to serve well our many customers 
in many fields, while keeping pace with 
the increasing needs of the mighty 
automotive industry. Great Lakes Steel 
Corporation, Detroit 29, Michigan. 


Great Lakes Steel 


PII 






Illustration: New "'D”’ blast furnace, 


Great Lakes Steel. 


THINGS HAPPEN AT 


GREAT LAKES STEEL 
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Predicts 5.3 to 5.5 Million Cars R 


istered in U.S.... 





Fish Raises *54 Sales Sights 


(Continued from Page 1) 


of used cars. He pointed out that 
Chevrolet’s used-car stocks “are 
lower than the industry average,” 
but are the highest they have ever 
been at this time of the year. 

* * * 


6 Announced plans to add six 
® Chevrolet zone offices Jan. 1, 
increasing the total to 44 across 
the nation, but declared that he 
has no present plans to boost the 
number of Chevrolet dealers above 
the current 7,600 mark. He admit- 
ted, however, that there are several 
metropolitan areas where more 
dealers may be added in the 
future, but “not before present 
dealers have a chance to prove 
their ability to sell.” 

Fish expects the industry’s low- 
price makes to garner 58 to 60 per- 
cent of total new-car sales next 
year. That was the peak in prewar, 
but the figure has been around 54 
percent since World War II. In 
recent months, the percentage has 
been about 60 percent, he declared. 

His optimism about 1954, Fish 


Remington Rand Methods News 


said, is bolstered by the confi- 
dence shown by dealers, business 
forecasters and the general 
public’s attitude. 


declared. 


sized, 


people who bought new cars in 1950 | about 6 percent. 
would normally be back in the 
market in 1954, if we know how to 
sell them.” 


He said Chevrolet would probably 


them just lack direction and train- | state in the union.” 
* + * 


| 


sales” have had some stimu-'are postwar ones. 


| tained. 
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associated with such tactics,” he 


On the Ford versus Chevrolet 
sales battle, Fish emphasized that 
“But don’t forget,” he empha-/Chevrolet does not intend to give 
“people are buying more/up first place. He cited figures to 
carefully, and we in the auto in-| show that, since 1940, Chevrolet’s 
dustry must sharpen our selling | percentage of price class has varied 
abilities. The record number of | only one percent, while Ford’s rose 


“Evidently,” he said, “Ford is 
gaining at the expense of other 
makes below the top two.” 

He admitted that Chevrolet used 
spend more money for advertising |a “Beat Ford” slogan 25 years ago, 
in 1954 and is concentrating on/|but added: “Ford has been using 
training and directing salesmen. | its “Beat Chevrolet” slogan since 
“Our salesmen are not lazy or |1946 and, yet, so far in 1953 Chev- 
ignorant,” he stressed; “some of | rolet is still leading Ford in every 


ing.” Fish revealed that 68 percent of 
Chevrolet’s retail outlets are pre- 
ALTHOUGH admitting that “blitz| war dealers, the other 32 percent 


lating value this fall, Fish declared there is some turnover, as “age, 
| that “Chevrolet does not subscribe | health and wealth” catch up with | said. 

to measures that cannot be sus-|dealers, but declared that “1953 is Sl en ee 
a very satisfactory year, profitwise, 
“There are too many headaches 'for dealers and 1954 will be, too.” 





































































Feferman Honors Faithful Employes— 


At the 25th anniversary dinner of Feferman Motor Sales Corp. (Cadillac-Oldsmobile), 
South Bend, Henry Feferman (center), president, presents Matthias Anderson with an 
engraved wrist watch for 25 years of service. A 15-year pin went to John Harper 
(left), service manager; a 20-year pin to Max Feferman (second from right), used-car 
manager, and a 22-year pin to Charles Mitchell (right), salesman. August Schmalkuche, 
of the service department, was honored for 23 years of service. 





He said that Chevrolet’s dealer 
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How a VISIBLE method can simplify your 
bookkeeping load and protect your profits 


Here’s a system that takes 


out of handling accounts receivable, 
notes receivable and accounts payable, 
and gives you greater profit protection 
than you’ve known up to now. 


This system has proven 


it can save approximately 40% of ac- 
counting time spent in handling receiv- 


the drudgery Notes receivable: Under this system, 


a simple visual check each day shows 
which notes require the mailing of 
Reminder Notices or other necessary 
follow-up. There’s no chance of over- 
looking payments due, and no time 
wasted finding delinquent accounts. 


, in use, that 


ables and payables. Many dealers 


report that it virtually eliminates the 
peak workload on first of the month, 
because statements are created as 
ledger entries are made, all in one 


writing. 


Based on complete visibility, this 
method shows, at a glance, the entire 
credit picture and the status of each 


account ...no more time 
bling through bulky le 


Accounts payable: By setting aside a 
Kolect-A-Matic pocket for each sup- 
plier, with a sliding signal to show the 
date his first invoice should be paid, 
you can take full advantage of each 
supplier’s terms. A few seconds will 
tell you which checks should go out on 
that date. You need never miss a pay- 


fum- i 
wasted fu ment...or a discount. 


dgers. This 


Kolect-A-Matic system is really simple 


to use, requires no special knowledge, 
and is easily adapted to any car dealer- 
ship, anywhere, regardless of size, ac- 
counting practices or business methods. 

Another important plus is that 


records can be protected 
use” from all fire hazards 
the clock—in Safe-Ledger 


Ledger Desks or Safe-Files. 


Accounts receivable: This simplified 
credit control system uses Graph-A- 


Matic signals to tell you, 


the exact status of each account. This 
setup makes credit authorization de 
cisions practically automatic, because 
the visual check and ageing of each 


at “point-of- 
right around 
Trays, Safe- 


at a glance, 





account lets you spot delinquencies 


instantly. Quick periodic 


veals inactive accounts ripe for promo- 
tional follow-up, too. This system keeps 
business rolling in...guards against 
bad debt loss...yields greater profit 
protection with less time and effort. 


scanning re- 


GRAPH-A-MATIC SIGNALS can be 
used to show all important conditions 
on each account . . . its activity, its age, 
its collection status. These ingenious 
signals tell you instantly where to act 
and what to do. 





A simplified “washout” 
record gives you true 
profit picture by car 


Since no new car sale is really complete 
until the final used car trade-in on it is 
sold, an airtight new and used car in- 
ventory system is necessary to show 
gross profit on each new car sale and 
to hold down investment in used cars. 

A Kardex inventory system has been 
developed which gives you these two 
important results at minimum expense, 
time and trouble. A card, made out for 
each new car, shows complete details, 
taken from the factory invoice. 

With this completely visible method, 
you can quickly select specific car char- 
acteristics to suit specific prospects... 
spot cars which need special advertis- 
ing or promotional effort... keep your 
new car stock moving. When a new car 
is sold, its card is removed from its 
Kardex pocket, the trade-in noted, and 
the gross profit figured and carried 
forward to a used car inventory card 
covering the trade-in. When this car is 
sold, the selling price and any allow- 
ances for a trade-in are entered on the 
card, the gross profit figured, and the 
gross profit on the new car sale brought 
forward for review. 

This “washout” system gives you 
“follow through” on each new car sale 
to determine the final gross profit after 
all trade-ins have been sold. And the 
system facilitates rapid periodic re- 
view of used car inventory, so that 
“slow movers” may be improved up to 
asking price or reduced in price, to cut 
used car investment. 


Mechanical methods 
can also simplify work 


Many dealers find total mechanization 
of accounting procedures gives them 
business-building facts when they need 
them and further eliminates month-end 
peak load. The new Low-Cost Book- 
keeping Machine may be the right 
answer for your office. It can be applied 
to one task at a time, and will integrate 
perfectly with your present equipment. 


For more information on any 
method discussed above, just call 
your nearest Remington Rand 


Representative or write Reming- 
ton Rand, Room 1383, 315 
Fourth Ave., New York 10, N. Y. 





Remington. Frand. 


Profit-Building IDEAS For Business 
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He revealed that 92 percent of his; from a dealer over being forced to 
dealers “made money” during the /|take too many cars, Fish said that 
past three months of “blitz sales.” |“a few dealers have been yelling 
net | before they were hurt. 

worth is more than $1 billion, he 


“Neither we nor the dealers are 
| perfect,” he asserted, “and there- 
|fore we are willing and anxious to 


ECLARING that he has not di- | discuss problems as they come up, 
rectly received one complaint |in the hope of solving them.” 


On used cars, Fish declared that 
\“used cars are our blessings” and 
lhe expects 1954 to be a good sales 
iyear for them. “Our biggest 
| problem has been to get dealers to 
|liquidate their excess used-car 
|stocks fast enough,” he said. 

He then outlined what the 
| factory is doing to merchandise 
| used cars: (a) Increased advertis- 

ing and sales helps; (b) Trained 
| specialists on the road to show 

new ways to merchandise and 
new mechanical devices to use; 
| (ec) more display material on used 
| cars. (He revealed that Chevrolet 
dealers have spent about $5 
| million this year on used-car 
| merchandising material.) 
He said Chevrolet and General 
Motors officials decided in mid-Au- 
gust to cut back 1953-model output, 
|but wonders now if they cut back 
|too much, in view of the sales 
strength shown since then, 

Noting that dealers have decried 
|that “the factories get their full 
|price for new cars regardless of 
whether the dealer does,” Fish 
pointed out that when the factories 
shut down for model changeovers 
“our overhead goes on just the 


same.” 
Hudson 


| (Continued from Page 2) 
$125,000,000 and sold products 
througout the world having a value 
of approximately a quarter of a 
billion dollars last year. 

“Other assets include engineering 
and manufacturing know-how 
which have already produced more 
than 80 ‘firsts’ in automotive design, 
a strong national dealer organiza- 
tion, a corps of hundreds of thou- 
sands of exceptionally loyal Hudson 
owners and a market whose poten- 
tial has been doubled by the intro- 
duction of a new kind of car, the 
Hudson Jet. 

“Speculation as to whether an in- 
dependent automobile manufac- 
turer can compete with the ‘Big 
Three’ seems absurd in the face of 
the fact that the independents have 





pioneered far more than their share 
of the advances made in the indus- 
try.” 

Barit said the independents 
have competed successfully even 
through two depressions by con- 
stantly bringing up fresh con- 
cepts of car design, including 
new performance and safety fea- 
tures and by giving greater value 
for the dollar. 

“The independents,” he added, 
“more than double the choice of 
cars available to customers. With- 
out them there would be no more 
than three variations of design 
offered by the mass-styled and 
mass-engineered ‘Big Three.’” 

Barit said Hudson would make 
whatever adjustments sound man- 
agement requires and weigh care- 
fully any possibilities for improve- 
ments that will benefit employes, 
dealers, stockholders and car 
owners, 


Post for Guttermuth 
George Guttermuth, for eight 
years head of Guttermuth 
Co. (Packard-International), Eliz- 
abethtown, Ky., has joined Sum- 
mers-Herrmann Co. (Ford), Louis- 

ville, as truck sales manager. 
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IS GOING PLACES 


Wherever fine cars are seen Ds . Wherever discriminat- 

ing owners are proudly protecting their cars from the 
ravages of “road wear,” you'll find BLUE CORAL in 

the picture .. . lending that “Finishing Touch” of ele- 
gance . . . of enduring beauty to the car’s finish, for 
which BLUE CORAL TREATMENTS have become justly 


famous the world over! 


Yes, BLUE CORAL is going places .. . along with car owners, 
manufacturers and dealers who have an eye to the future, 


who judge quality by proven past performance! 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment 
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Limitations Are Many | 
In Use of Plastic Dies | 


U. TO the present, the use of glass cloth and resin for 
form dies has been handicapped by a tendency, ob- 
served in some applications, for the glass cloth to fail in 
shear. There have also been reports of separation of the 
built-up layers. 

It has been emphasized 








41,000 Sales Opportunities 
... All Year Long! 














Pick the One Yearbook That's 


Picked Up All yea long | 


You're in with the most important buyers 
in the automotive industry every time the 
AUTOMOTIVE NEWS ALMANAC is 
picked up. That's 41,000 times multiplied 
by almost every day of the year! 
(AUTOMOTIVE NEWS circulation). 


Why such year-round readership? 


It is relied upon by the DECISION MEN 
as the No. 1 authority for statistics, trend 
analysis, historical and other necessary 
data on production, manufacturing, 
merchandising, servicing. Many regard it 
as the BUYERS’ GUIDE of the industry. 


Who are its readers? 

The 41,000 regular paid subscribers to 
AUTOMOTIVE NEWS, the weekly 
newspaper of the industry, receive the 
1954 ALMANAC with their April 26th 
issue. These are the top executives in 
the manufacturing plants and the key 
men in the car and truck dealerships... 
the men who purchase and influence the 
purchase of products like yours 


* * * 


Make your space reservation NOW. Date 
of Publication: April 26, 1954. Advertis- 
ing Closing Date: March 12. 


THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 


PENOBSCOT BUILDING 





i) 


DETROIT 26, MICHIGAN 


REPRESENTATIVES 
New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Los Angeles—R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 


that the die design must be 


right and the die material 


should be carefully selected. En- 
couraging results have been re- 


ported, using cast apoxy-type dies. 


Sharp points should be avoided, 
particularly where the die is used 


as a punch. 


Physical properties of plastic 


Tool Producers 
Hear Program 
For Progress 


BOCA RATON, Fla. — A four- 


point program of aggressive re- 


search and replacement for the 


machine tool industry to follow in 


maintaining world leadership was 
outlined at the 52nd annual meet- 


ing of the National Machine Tool 
Builders Assn. here by Swan E. 
Bergstrom, president. 

Bergstrom, who also is vice-presi- 
dent of Cincinnati Milling Machine 
Co., described as “a step in the 
right direction” the present policy 
of the Office of Defense Mobiliza- 
tion and the Defense Department 
in refusing to lease Government- 
owned machine tools for purposes 
other than defense or defense-sup- 
porting industries except upon a 
temporary basis. 

“We must endeavor to work with 
ali our Government agencies, in 
order to provide them with the in- 
formation and knowledge that will 
enable them realistically to ap- 
praise the importance of our in- 
dustry to the national welfare,” he 
said. 


“Our industry must also do a job 
of engineering that will place it 
so far in the lead that the Ameri- 
can machine tool will command 
the premium in price that it will 
have to have in order to exist in 
the world markets.” 

As his third point, Bergstrom 
said, “Our industry must provide 
for a_ strong, alert, aggressive, 
hard-hitting, selling organization. 
Our salesmen, whether they are 
direct representatives of our 
factory or whether they are dealer 
salesmen, must train themselves 
and condition themselves to be able 
to sell more competitively than 
they have done in the past 13 
years.” 

As his fourth point, he warned 
that “we must be prepared to tap 
the biggest market for our in- 
dustry—the replacement market.” 

a e € 


Trailer-Borne 
Clark Equipment Introduces 


Mobile School 


DETROIT.—Clark Equipment 
Co., manufacturer of industrial 
trucks and material - handling 
equipment, has introduced its mo- 
bile service school, a trailer-borne 
classroom which will tour the U. S. 
to help truck users “stop equip- 
ment troubles before they start.” 

More than 400 mechanics and 
maintenance men from firms in 
the Detroit area attended the first 
week’s sessions here, which con- 
sisted of programs conducted by 
instructors from Clark’s service di- 
vision. 

The mobile school will bring ad- 
vanced training on the latest in 
industrial design “to the customer’s 
own doorstep,” Ivan E. Howard, 
service manager, said. Particular 
stress is placed on service and 
maintenance of new fork truck 
power drives developed by Clark— 
the Hydratork, the Dynatork and 
the electric drive. 

Cutaway assemblies of industrial 
truck components, together with 
sound films, slides and literature, 
are employed. All equipment for 
the school is transported in a spe- 
cial over-the-road trailer. 





dies are undoubtedly within the 
range required for most appli- 
cations. Compression strength of 
50,000 p.s.i. is available. 

Some types of plastic resist 
temperatures up to 250 degrees. A 
new apoxy, just being introduced, 
resists temperatures up to 500 de- 
grees, Experimental work with 
silicones has been reported that 
may someday make it possible for 
plastic tooling to operate success- 
fully up to 1,000 degrees. 

e * * 


Savings Demonstrated 


ee savings in time 
and money are available 
through the use of plastic fixtures. 
Both apoxy layup and phenolic 
types are being used. 

Starting with a rough casting, 
which may be metal, the finish 
dimensions are built up. No keller- 
ing or barbering is necessary. 

Plastic fixtures are being used by 
both the aircraft and auto in- 
dustries as master checking and 
assembly fixtures. Successful use of 
plastic fixtures for drilling and 
welding is also possible. Metal in- 
serts may be used, if necessary, to 
avoid the detrimental effects of 
welding heat, Fixtures must be de- 
signed, of course, to avoid the ill 
ettects of welding. 

In recent years, many auto 
producers have used compara- 
tively narrow metal checking 
fixtures. This cut the cost of kel- 
lering and also reduced weight. 
Light, plastic fixtures are being 
used today by several auto plants 
for subassembly. 

In addition to large savings in 
time required for production of the 
fixture and a substantial reduction 
in weight, the plastic tooling is re- 
ported to be superior from the 
standpoint of giving more accurate 
locations. Fiber glass is not re- 
quired for many of these fixtures. 

* * 6 


Auto Body Problems 


| MAKING auto bodies of plastic 
materials, movement of the 
fibers must be avoided. Plastic 
bodies would have fewer parts than 
steel bodies, but sharp corners 
must be avoided. 

Up to the present time, paint on 
the plastic materials has sometimes 
tended to peel and blister. Glass 
cloth fibers also may show on the 
surface. 

A technique that seems to be 
gaining acceptance is to use glass 
fibers rather than cloth in 
matched dies. A west coast firm 
is molding preformed parts under 
heat and pressure in chromium- 
plated dies. 

With this technique, car seat 
forms are being produced at a rate 

of one part every two minutes. 
This is probably close to the top 
production rate attainable at the 
present time for a comparatively 
large part using matched form dies 
for plastic compositions. 
* s e 


Technical Center Set Up 
By National Malleable 


CLEVELAND.—Establishment of 
a technical center to “offer a new 
high standard for engineering and 
research in the industry” has been 
announced by National Malleable 
& Steel Castings Co. 

The center, it was said, will pro- 
vide the company with “the op- 
portunity of great advancement in 
the production of malleable iron 
castings, steel castings and present 
line of specialties.” 

At the same time, the company 
disclosed that the “dollar volume of 
sales and tonnage of sales for the 
past year have been exceeded only 
once since the last war, and that 
was in 1951.” Net sales last year 
were $54,304,394. 


— 
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Specified by More Car Manufacturers 
Than Any Other Make 


Since the earliest days of the industry, car manufacturers have entered each 
model year with a host of new improvements that represent added value 


for the motoring public. ¢ 

. While all of these advancements have contributed to greater motoring 

NOW NG enjoyment, the “new car features” that have basically altered previous 

f, 4° motor car standards of performance are relatively few in number. For 

IS AS EASY AS ng example, four-wheel brakes, a Bendix development, brought new safety 


to the highways; automatic transmissions materially increased driving 
ease; and today another great new feature, Bendix* Low Pedal Power 
Brake, is recognized as a revolutionary advancement in motor car control. 

















It is the only low pedal power brake that has met the test of millions of 








| 
3 miles. In fact, Bendix Low Pedal Power Brake is specified by more manu- 
| facturers than any other make. It is the product of Bendix —world’s largest 
producer of power brakes and leader in braking developments since the 
earliest days of the industry. 
To make your line more popular, it pays to equip with the performance 
proven Bendix Low Pedal Power Brake. Si in sala 
It is no longer necessary to lift the foot and exert leg B bd PRODUCTS 
bri top. With th 
prow erate to Bas Jew on mS oe Se Se CNnaix BENDIX civis:cn SOUTH BEND 
as the accelerator, an easy ankle movement, much like - 
king th lerator, is all the physical effort 
worn he cesar, othe ven cae ve, Te TTY Bendix 
on the heel, shifts from "go" to “stop” controls are AVIATION CORPORATION 
made in far less time. D VISION 
| Leotult-/ wore DRIVING COMFORT, §& 
7 LESS FATIGUE AND GREATER SAFETY —~ ath ee as eS ee eee 


Bendix-Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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‘No Time To Sell Auto Industry Short’... 


Finance Firms Voice Confidence 


By George Barclay 
Staff Correspondent 

CHICAGO. — Optimism over the 
1954 outlook for the auto industry 
was expressed by sales credit 
company executives attending the 
20th annual convention of the 
American Finance Conference here. 

The finance men, representing 
3870 independent companies 
throughout the United States and 
Canada, cautioned, however, that 
normal, competitive conditions are 
back in full force and that hard 
work and effective selling by auto 
dealers are essential. 

Members: of the association’s 
executive committee, in a press 
conference, agreed that “there is 
lots of business for dealers who 
put themselves in shape to get 
it,” adding that “this is no time 
to sell the auto industry short.” 

David B. Cassat, president of 
Interstate Finance Corp., Dubuque, 
Ia., said the volume of paper out- 
standing, which has been increas- 
ing. steadily, would level off. 

Robert L. Oare, board chairman 
of Associates Investment Co., South 
Bend, Ind., reported that the last 
of the auto contracts limited to 18 
months term under Regulation W, 
which was suspended May 7, 1952, 


Foraker Gets Post 
In Chrysler Sales 


DETROIT.—Appointment of Wal- 
ter E. Foraker as Chrysler organi- 
zation manager has been an- 
nounced by E, M. 
Braden, general 
sales manager of 
the Chrysler di- 
vision. 

“Foraker will 
be charged with 
organizing Chrys- 
ler’s rapidly ex- 
panding field 
sales group in 
 - line with our 

, policy of attain- 

W. E. Foraker ing an_ increas- 
ingly greater share of the automo- 
bile market through hard selling,” 
Braden said. 

Foraker has been with Chrysler 
Corp. since 1934. Prior to his new 
appointment, he had served since 
1950 as Dodge’s director of car and 
truck distribution. 





will have been paid out this month. 
He also said “the volume of out- 
| standing credit should level off.” 

Oare predicted that the auto fi- 
nance business will be on sounder 
ground in 1953 than in 1952, even 
if production should decline 10 to 
15 percent. He said the precipitous 
decline in used-car prices will come 
to a halt and that loans will be 
better secured. 


James F. Watson, of Pioneer 
Credit Co., Great Barrington, 
Mass., was elected president for 
the ensuing year, E,. P. Latimer, 
of American Discount Co, of 
Georgia, became chairman of the 
executive committee, succeeding 
R. Earl O’Keefe, of Amarillo, 
Tex. Richard E, Murdock, of 
Murdock Acceptance Corp., 





Memphis, and Riehard E. Meier, 
of Interstate Finance Corp., 
Evansville, Ind.. were named 
vice-presidents, 

Robert B. Scott, of General Fi- 
nance Corp., Chicago, was elected 
treasurer, and Thomas W. Rogers, 
secretary and executive vice-presi- 
dent. 

The conference’s executive com- 
mittee will include the foregoing 
officers, plus Oare and Cassat; 
Byron S. Coon, of General Finance 
Corp., Chicago; Maxwell C. King, 
president of Pacific Finance Corp., 
Los Angeles; Clarence L. Landen, 
of Securities Acceptance Co, 
Omaha, and H. L. Solomon, of 
Columbia Finance Co., Lima, O. 

Victor L. Brown, vice-president 
of Pacific Finance Corp., Mil- 
waukee, was elected an honorary 
director and an honorary member 
of the executive committee. 

The finance executives passed a 


Michigan Tool May Buy 
Manistee Iron Works 


MANISTEE, Mich.—Negotiations 
are under way for the purchase of 
the physical assets of Manistee 
Iron Works by Michigan Tool Co., 
of Detroit and Traverse City, Mich. 
At present, Michigan Tool is oper- 
ating the Manistee plant as lessee. 

Michigan Tool specializes in gear- 
production equipment. Shear-Speed 
Chemical Products, of Detroit, is a 
1953 addition to the firm. Manistee 
Iron Works is best known for such 
Products as salt evaporators, 
pumps, valves and hydrants. 


resolution urging member compa- 
nies to require a one-third down- 
payment on cars and a maximum 
of 24 months on both new and used 
cars under three years old. The res- 
olution urged 18-month terms on 
used cars three years and older. 

James J. Nance, president of 
Packard, declared that if business 
meets the challenge of the new 
economic era, it can look forward 
to even greater growth in the 
years to come, 

For the auto industry, he said, 
the adjustment period should last 
only through 1955. 

Nance said he felt that the re- 
cession heralded for 1953 is being 
greatly exaggerated. By every im- 
portant measurement the economy 
is still on a high plateau, he said, 
and can be kept there by ac- 
ceptance of the fact that every 
business is now in a seller’s market 
and demand must be created for 
products. The auto industry, par- 
ticularly, Nance added, must 
acknowledge this situation. 

“The period of adjustment has 
arrived and the automotive in- 
dustry’s distribution system isn’t 
quite ready for it,” he said. “We've 
been overloading, overtrading, dis- 
counting and used about every 
other substitute for marketing. 

“Part of the explanation for this 
is that many dealers came into the 
business since World War II and 
have not yet had the competitive 
experience to enable them to move 
the volume their factories can pro- 
duce.” 

The situation, he said, calls for 
a return to personal selling and 
doorbell ringing. 

Four important factors herald 
a long-term expansion in demand 
for autos, according to Nance: 

1. The fact that the automobile 
leads the “wanted” list of every 
young man and every family. 

2. A steady increase in two-car 
families. 

3. The organization of a vigorous 
roads program that will eventually 
increase the annual average mile- 
age per automobile. 

4, An increased rate of scrapping 
of old cars. 

Speaking on “Money Matters,” 
Watson reported that there is a 
growing tendency for leaders in the 
sales finance industry to think in 
terms of subordinated debentures 
or other long-term debt when they 


TAKE A TIP FROM THOSE WHO KNOW 


VD BETTER 
TURN OFF THE LIGHT- 
I FRECKLE EASY. _/)) 


BEAT IT, BUB! 
IF BRAINS WERE 
GASOLINE, YOU 


COULDN'T GET OUT 


OF A GARAGE. 


TELLYOUR OLD MAN I'M 
NOT SO DUMB-— [ KEEP 
MY CAR TUNED UP BY 


youR 
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“We feel that SPEEDY is one of our most valuable salesmen. We are renewing for 


the third year.''* 


“This order will mark the beginning of our eighth year's use of your SPEEDY ad- 


vertising plan.''* 


“SPEEDY is the best medium we have yet discovered to attract the attention of our 
readers to our advertising message.'’* 


* Name of Dealer on Request 


Loon SPECIALIST 
OCAL , ime. 


Mail in coupon for full details. 


8&7 MADISON Avene ~ NEW YORK 16, N.Y. 
Rush details about Speedy to me! 
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borrow. Prime reason for this 
change in borrowing habits, he 
said, is the present tax structure. 
The cost of debentures may be 
figured as interest, which for tax 
purposes is deductible as an ex- 
pense; whereas a dividend, even 
considering both forms of borrow- 
ing at the rate of 6 percent, is not 
deductible. 

George A. Bigley, Detroit, ex- 
ecutive vice-president of Pacific 
Finance Corp., reported that fi- 
nance companies have emerged as 
the largest customers of bank 
credit, the largest borrowers in the 
commercial paper market and the 
|largest issuers of long-term debt 
securities of any industry except 
the public utilities. 

Government regulation of in- 
stallment credit is unnecessary, 
Elmer E. Schmus, cashier of the 
First National Bank of Chicago 
told the credit company ex- 
ecutives, 

Schmus pointed to the excellent 
record of the sales finance industry 
and the conservative buying habits 
of the American people as evidence 
that consumer credit will continue 
to be administered according to 





sound principles and therefore con- 
tribute to the standard of living. 

“Cautious optimism” over the 
1954 general business outlook was 
voiced by Walter E. Hoadley jr., 
economist of Armstrong Cork Co. 

“Cautious optimism,” he said, “is 
sound on economic grounds, despite 
present economic cross - currents. 
No one can deny that the economy 
has lost most of its short-term ex- 
pansive force. Nor can anyone 
brush off the adjustments current- 
ly under way in the metal and 
metal products industries, scattered 
‘soft’ goods lines and numerous in- 
ventories. 

“But similar adjustments from 
sellers’ to buyers’ market con- 
ditions,” Hoadley explained, “have 
been going on for more than two 
years on a line-by-line basis.” 

Hoadley said the underlying 
economic growth trend in popu- 
lation and accompanying rising 
living standard point to longer- 
run expansion in output and 
sales, despite temporary periods 
of economic adjustment, 

O’Keefe, retiring chairman of the 
executive committee, said that 
business next year will create the 
greatest demands on the install- 
ment system in a generation. 


The sales credit industry, he said, 
is ready to make possible the dis- 
tribution of the vast output 
scheduled for 1954. 

“Sound business practice in this 
industry,” he said, “based on com- 
petition and experience, will guide 
the handling of consumer credit. 
Sound terms, based on the indi- 
vidual’s ability to pay, will guide 
our operations. Everyone who 
needs to buy a car or other durable 
goods will be able to finance it. 
There will be no shortage of money 
and no hesitancy about extending 
credit to the average American 
family, which is the best credit 
risk in the world.” 


TBA Meeting 
To Open Dec. 7 
In St. Louis 


ST. LOUIS.—A record attendance 
is expected at the annual meeting 
of the Oil Industry TBA (tire, 
battery, accessory) Group, to be 
held here at the Chase and Park 
Plaza Hotels, Dec. 7-8, reports J. 
K. Howe, national chairman. 

Particularly stressed at the meet- 
ing will be the growing importance 
of the Canadian section of the 
group. 

Reflecting this attitude is the 
large delegation of Canadian TBA 


|man of the delegation, 
speaker. His subject will be “Tire 


lets in Canada.” 


Other addresses will be “The 
Gravy Train Route to Better 
Battery Sales” by G. S. Wheatley, 
“Working with a Will” by R. G. 
Negri, “Increasing Accessory 
Profits” by William G. Gordon, 
“What TBA Means to the Oil In- 
|dustry” by H. G. Meador, and 
“Petroleum Service Station TBA 
Performance” by Dr. Warren W. 
Leigh. 








men already registered and the se- | 
lection of Ralph K. Shants, chair- | 
as a 


Sales Through Oil Company Out- | 





Rubber-Powder Plant 


Opened in Arkansas 

MALVERN, Ark. — A new-type 
manufacturing plant has been 
opened here by Rubarite, Inc. 

The new plant, believed to be 
the only one of its kind, will pro- 
duce a synthetic-rubber powder 
which is used in rubberized asphalt 
for road paving and allied pur- 
poses. 

Rubarite, Inc., is owned jointly 
by Goodyear Tire & Rubber Co, 
National Lead Co. and Bird & Son, 
Inc. 


Attention: 
Sales Managers 


“Ford Dealer, New England, 500 car— 
100 truck potential, requires services of 
a top-flight Sales Manager. If you are 
now efficiently directing a sales or- 
ganization and can qualify as an A-1 
man, | would not haggle over salary 
plus percentage of profit. Please sub- 
mit a brief summary of your experi- 
ence and present earnings. Box No. 
AN 500, c/o Automotive News, De- 
troit 26, Mich." 


POSITIVE REAR DOOR 
SAFETY LOCKS 
; Rat SUGGESTED 


uS 


$1.57 
Per PAIR 


REMOVE 
HANOLE— 

INSTALL SAFETY 
poor cock & 


100% EFFECTIVE—Cannot Fail 
Quickly Installed or Removed. Re- 
places Inside Door Handle. Rear Doors 
are Always Locked From Inside, but 
can be opened from outside as usual. 


Failure. Mounted on Attractive Dis- 
play Card. 
This New Design HOUSER’S 
SAFETY DOOR LOCK No. 302 and 
No. 304 will fit more than 95% of all 
cars built in U. S. A. 

IMMEDIATE DELIVERY 


If your jobber cannot furnish order 
direct. Write today for free catalog of 
over 200 HOUSER service items. 


HOUSER 


Engr. & Mfg. Co. 
er Ue LT) 


MORE AUTO DEALERS SPECIFY 


BG 


PERSONALIZED NAME -PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorade 
SWOOSH I-ON-WINDSHIELDS 
- COUNT 10- 


FROST DIBAPPEARS 


Now in\its second-year of success. In 
plastic squeeze flask af new low retail 
price—$1.00} Refills sell at 60c each. 
Also in gallon containers with plastic dis- 
penser for garages and service stations. 


ORDER NOW FROM YOUR JOBBER 


dee-frost 


LAS-STIK MFG. CO., HAMILTON, O. 
If jobber can't supply, order di: ect 
from factory. 
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TUDEBAKER 


The new American car 





that is setting the style 
. for the world! 
Ta SEDANS 


ae ia 
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NEW COLOR-STYLED INTERIORS 
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New Engines, Automatic Drives Featured .. . 





Chevrolet Unveils 54 Trucks 


1 perewen new engines with in- 
creased power, dual tires op- 
tional on the %-ton model, and 
automatic transmissions available 
as optional equipment on all models 
through the one-ton model are fea- 
tures of the 1954 line of Chevrolet 
trucks which went on display at 
dealerships Saturday (Nov. 28). 

Increased durability is claimed 
for the trucks, The two-ton 
models have heavier shafts, both 
the light and heavy-duty models 
have bigger clutches, and all 
models have more rigid frames. 

The optional heavy-duty three- 
speed transmission now available 
on light and medium-duty models 
offers greater gear reduction and 
more rugged construction, Chevro- 
let says. 

A new, more comfortable seat, 
called the Ride-Control, is now 
standard on all C-O-E (cab-over- 
engine) models and optional in all 
other cabs. 

* * 
—— style changes incorpo- 
rate a more massive radiator 
grille and a one-piece curved wind- 
shield. 

Bodies provide more space for 
payload and are easier to load, it 
is said. Body heights of the pickup, 
platform and stake models have 
been lowered through modified 
body mountings. Stake bodies have 
hinged center gates that permit 
easy side loading. 

Unobstructed loading space has 
been lengthened on several mod- 
els, it is claimed. Rigid tail gates 
have been provided for pickup 
bodies, making them grain tight. 

Major changes are reported for 
the Thriftmaster and Loadmaster 
truck engines. The compression 
ratios have been raised 7.5 to 1, and 
the horsepower is 112. Chevrolet 
says added durability and smoother 
operation result from full-pressure 
lubrication, lightweight aluminum 
pistons, insert-type connecting rod 
bearings, more rigid crankshaft 
and connecting rods and strength- 
ened valve-operating mechanisms. 
Exhaust valve rotators, XCR 
valves and chrome-top piston rings 
are standard on the Loadmaster. 

For heavy-duty models the Job- 
master, the most powerful truck 
engine in Chevrolet history, is 
offered as optional equipment. It 
provides greater power for acceler- 

* * + 





ation and grade-climbing. The need 
for operation in low gear is re- 
duced, producing longer engine life 
and economy, it is said. With dis- 
placement of 261 cubic inches and 
a compression ratio of 7.17 to 1, it 
has 135 horsepower. Cylinders are 
larger and a new high-lift cam pro- 
vides freer breathing. Exhaust 
valve rotators, XCR valves and 
chrome-top piston rings are 
standard. 
+ + + 

7 automatic transmission is a 

new optional feature, available 
on light and medium-duty models. 
It is the four-speed Hydra-Matic 
design, except on the sedan delivery 
model, on which Powerglide is 
available. The selector lever is con- 
veniently mounted on the steering 
column, 

With the new Ride-Control seat, 
the seat and back are built as a 
unit, and the back moves up and 
down in unison with the seat 
cushion, 

As part of the external appear- 
ance, the hood emblem, of bright 
metal, is of new design. The park- 
ing lights are near the edges of 
the fenders, marking the true 
width of the vehicle more clearly. 
A choice of 12 colors is available. 

All of the three new engines are 
the valve-in-head, six-cylinder type. 
The Thriftmaster is standard in the 
3100, 3600, 3800 and 4000 series 
trucks; the Loadmaster is standard 
in 5000 and 6000 series and on for- 
ward-control models, and is op- 
tional in the 4000 series. The new 
Jobmaster engine is optional in 
Series 5000 and 6000. 

The cylinder head is new on all 
these engines, with inlet valve 
guides shorter than in 1953. Valve 
operating noises are better sup- 
pressed with the new valve rocker 
cover, attached by four bolts on its 
gasket edge. This system also pro- 
vides better gasket sealing for pro- 
tection against oil leakage. Rein- 
forcing ribs and flanges, thicker 
intermediate bearing bulkheads 
and caps for mounting the crank- 
shaft make the new cylinder block 
stronger. 

+ * 
= is improved by larger 
radiators, with a fan shroud on 
heavy-duty models and a four- 
bladed fan with greater pitch on 
the Jobmaster engine. A water by- 
* * * 


More Traction, Easier Loading— 
Dual wheels are optional equipment on Chevrolet's 3%%-ton trucks. The stake body 


on this truck, like all 1954 Chevrolet stake bodies, has a hinged center gate and a 
lower platform to facilitate loading. Stake bodies are available in most series, from 
the %-ton model to the heavy-duty two-ton model. 





Chevrolet Dealers Show New Trucks— 


Three new engines and optional automatic transmissions are highlights of Chev- 
rolet's 1954 truck line. Shown is the half-ton pickup in the 3000 series. This model 
has stronger and deeper sides and ends of uniform height. Though the sides are 


higher, the over-the-side loading eight has been reduced. 


pass assures a shorter warmup 
period and more uniform operating 
temperatures. Circulation is pro- 
vided even though the thermostat 
is closed. 

Exhaust valves are more heat- 
resistant because of steel with high 
alloy content. Power-jet carbure- 
tion provides the right gasoline and 
air mixture to suit every operating 
condition, it is said. Ignition timing 
is automatically controlled by 
vacuum power and centrifugal 
force, for most efficient operation. 


With the 135-horsepower Job- 
master, a greater charge of fuel 
mixture is drawn into larger cyl- 
inders with each stroke, and the 
compression ratio is 7.17 to 1. 


The engine is equipped with a 
new carburetor having %-inch 
larger main venturi and throttle 
body diameters, The stroke of 
3-15/16 inches is the same as the 
regular engine, but the bore is 3% 
inches instead of 3-9/16, Pistons, 
rings, connecting rods and pins are 
correspondingly larger and sturdier. 
More rigid valve rocker arms are 
used and the rocker shaft wall is 
thicker for greater rigidity. 

. * * 


_— improvement in breathing, 
or volumetric efficiency, is due 
to the high-lift cams which prevent 
a rapid decrease in the volume of 
fuel mixture breathed into the cyl- 
inders as engine speed increases. 
Consequently, a higher effective 
compression ratio is provided 
throughout the whole engine speed 
range, Chevrolet claims. The more 
complete discharge of the exhaust 
at higher engine speeds also cuts 
power loss through dilution of the 
combustion mixture by inert gases. 


Clutch operation is improved in 
all trucks by the new assemblies 
that use three equally - spaced, 
spring-steel straps to drive the 
pressure plate. 

The regular three-speed Syn- 
chro-Mesh transmission for 
Series 3100, 3600 and 3700 has 
been improved, the firm says. 
Gears are carburized for in- 
creased resistance to wear. Gear 
teeth are chamfered to allow 
greater tooth contact, and are 
shot peened to resist metal fa- 
tigue. The gear shift lever is 
mounted on the steering column. 


A new, heavy - duty three - speed 
transmission is optional for Series 
3000 trucks. It is suitable for heav- 
ier-duty operations. Wider gears, 
heavier mainshaft support bear- 
ings, larger double row roller 
countershaft bearings and gear 
ratios better suitable to truck op- 
eration are features. Ratios are: In 
first, 3.17 to 1; in second, 1.75 to 1; 
in high, 1 to 1; in reverse, 3.76 to 1. 
A four-speed Synchro-Mesh trans- 
mission, standard on Series 3800 
and 3900, optional on Series 3100, 
3600 and 3700, provides lower gear 
reduction when extra pulling power 
is needed. 

* * + 

HE drive line and universal 

joints are improved. Dual 2%- 
inch tubular, Hotchkiss type pro- 
peller shafts with three universal 
joints are adopted on the Series 
3600 and 3700 trucks. Larger shafts 
are used on the Series 5400, 5700 
and 6000 trucks. 

Rear axles are improved for 
heavy-duty operation. A new gear 
ratio of 3.9 to 1 is said to contribute 
to gasoline economy on the 3100 
series, and the axles are more 
rugged on the Series 5000 and 6000. 
The rear axle on heavy-duty models 
has a capacity of 13,000 pounds. 

Redesigned instruments are 
grouped in two clusters at each 
side of the steering column, and 
are recessed into the panel. Steer- 
ing wheel and dispatch box are 
redesigned. The new one - piece 
curved windshield gives full view 
for safe driving. Defroster open- 


Safecrackers Take $2,000 


From Calif. Dealership 


An estimated $2,000 in checks 
and currency was stolen from 
Forman Motors (Chrysler - Plym- 
outh), Berkeley, Calif. by safe- 
crackers who jimmied open a door 
to enter. The theft was discovered 
by Elmer V. Clark, service man- 
ager, when he opened for business. 





ings ‘now extend full width. Two 

windshield wipers, sunshade, 

dome light, ventipanes and push- 
button door handles are other 
high spots. 

A deluxe cab, available on all 
models, has rear-corner windows, 
bright metal reveal moldings 
around windshield and windows, 
dual horns, right-hand sunshade, 
driver arm rest, cigaret lighter, and 
harmonizing maroon and gray trim. 

These items also are available on 
certain models at extra cost: 
Heavy-duty clutch, positive crank- 
case ventilation, a governor, oil 
filter, a choice of three generators 
of higher output, combination fuel 
and vacuum pump, oil-bath air 
cleaner, heavy-duty cooling system, 
hydrovac power brake, right-hand 
seat for panel and canopy express 
models, dual electric windshield 
wipers, direct double-acting shock 
absorbers, auxiliary rear springs, 
side-mounted tire carrier, two- 
speed rear axle and a rear bumper 
of new design. 





Snow Tire— 


A new mud and snow tire called the 
Fisk Inter-Urban has angled tread thot 
helps resist sideslip, spins and skids. !t 
gives up to 25 percent faster starts on 
snow, according to its maker, the Fisk 
division of U. S. Rubber Co. 


with 


Ned Jordan 





1. longer I live the more I am 

convinced that the progress of 
men in this interesting world de- 
pends upon the helpful understand- 
ing of a truly intelligent woman. 

The Womens Bureau of the De- 
partment of Labor reports that 
more than half of the 19 million 
working women are married and 
that 27 percent of all married 
women hold jobs ... and 40 per- 
cent of those working are between 
35 and 54 years of age. 

Thirteen years ago, just before 
World War II, only one third of 
the women working were married 
and there were approximately 12 
million in jobs. This, according to 
the report, explains the influence of 
women in the last presidential elec- 
tion . . . and brings me into the 
front row with the idea which in- 
'spired this column. 

: The fundamental fact about my 
thesis is that “a woman can al- 
ways tell when a man is lying.” 
If he’s in politics and his record 
shows that he has always thought 
in terms of his self-interest, she 
may readily decide that he is 
shading the facts, counting upon 
her ignorance or apathy to vote 
for his ticket. 

If Dwight Eisenhower or his 
press man, Hagerty, read the New 
York Times (which, of course, they 
do), they would know before this 
what those two honest newspaper- 
men, James Reston and Arthur 
Krock, are trying to tell the Presi- 
dent before it is too late. 

Those boys, who have spent the 
better part of their lives in what 
Reston calls the “political jungle” 
of Washington, know there is pend- 
ing a dramatic showdown between 
the old-fashioned political shenani- 
gan, in which the old boys were 
schooled, and the decent voters of 


America. 
. + * 


Mysteries of Politics 


ST the other day, Ike said he 

was a “political novice.” What 
he meant, according to Reston, is 
that “politics is a science whose 
mysteries are unknown to himself, 
and vouchsafed only to the smok- 
ing room set, whose advice he must 
seek and follow if he is to succeed 
in the presidency. 

“As a matter of fact,” adds Res- 
ton, “there has never been a period 
in American history when politics 
was less scientific than now, or 
when the professional politicians 
were more confused. They haven’t 
the faintest idea of how to explain 
this cantankerous cuss, the Amer- 
ican voter. 

“He won’t stand still. He’s mov- 
ing all over the country, hopping 
from one party to another, get- 
ting so he can spot a phony 
political candidate in a twirl on 
the TV dial. The more compli- 
cated the issues become, the more 
the voters turn to men who have 
the gift of conveying a sense of 
personal integrity. 

“That is precisely the gift,” says 
Reston, “that carried Eisenhower 
through all the political pitfalls of 


the U. S. Army, the unified com- 
mand of the alliance during the 
war and the leadership of the 
North Atlantic Treaty alliance, yet 
he seems still to operate on the 
assumption that the professional 
politicians know more about how 
to influence people than he does. 

“He is the most natural politician 
to hit this town since Franklin D. 
Roosevelt and most of his difficul- 
ties have come, not by following his 
own political instinct, but by aban- 
doning it in favor of the advice of 
the pros.” 

Confidentially (and with no 
malice aforethought), I am hoping 
that the bombshell that Attorney 
General Brownell tossed into the 
political ring at Chicago will add to 
the confusion at the “political mon- 
key’s wedding.” 


Women’s Power 


ATs Bob Taft was right when 
he suggested that the only way 
the Republicans could regain power 
was by “exposing” the Truman Ad- 
ministration. Maybe Krock is right 
when he pictures the “old solid 
south” turning the tables in favor 
of Ejisenhower’s program at the 
next session of Congress. 


Maybe the influence of the 
women’s vote might be decisive 
in the next election. Maybe some 
bright politician will sponsor the 
idea of raising women’s wages so 
that their earnings would be 
closer to the earnings of men, 
beginning with those of the pro- 
fessions, technical and clerical 
workers, and operatives in facto- 
ries and service industries, 


The median income of women, 
nearly all of which is derived from 
wages and salaries, has risen only 
slightly since the postwar period, 
from $901 in 1945 to $1,045 in 1951, 
while that of men rose from $1,800 
in 1945 to $3,000 in 1951. 

Only one half of 1 percent of 
women wage earners received as 
much as $5,000 in 1951 against 12 
percent for men. 

P.S. Three million women belong 
to unions, one-sixth of the union 
membership of the country; 35,599 
are in the Women’s Army Corps, 
and 11,106 serve in the Nurse and 
Medical Specialist Corps. My Lord, 
am I speaking out of turn? I 
wouldn’t care to start anything. 


Second PS. Nevertheless, I’m 
mailing this column .. . airmail, 
special delivery, registered ... to 


the President of the United States 


Rowell Motors, Miami, 


Adds Powell Frontage 

Stacy Rowell Motors has acquirec 
Powell Motors, adjoining its oper- 
ation at 1200 N.W. Thirty-Sixt) 
St., Miami. 

The addition gives Rowell 
frontage of 550 feet along Miami s 
auto row. Rowell is president of th: 
Florida Used Car Dealers Assn. 
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for the 

most effective 
presentation of 
your new models! 


When you use Tribune newsprint color, 
you take advantage of Chicago’s most 
dynamic promotional force. It stops more 
readers, gets more interest and starts more 
sales. It hits with a market-wide impact 
no other medium can match. 

Full pages in Tribune newsprint color 
enable you to emphasize and drive home 
the mechanical features of your model. Or 
you can use them to present your line in a 
striking prestige setting: 

Your dealers have seen Tribune news- 
print color deliver results for other sales 
organizations. They would like to have it 
produce more sales for them. 

Chicago is big enough to merit and re- 
ward intensive promotion. Your sales op- 
portunities here are too important for Fs H ICAGO TRIBU A 7 NEWSPRI aT UY 
routine handling. Tribune readers are 
Chicago’s top car buyers. 


To increase your sales now and to step 





up your share of the market when selling 
gets tougher, add to your program the 
power of pages in Chicago Tribune news- 
print color. 


For full details, get in touch with W. E. 


Auto dealers and the public placed 
more automotive want ads in the 
Tribune in 1952 than in all other 
Chicago newspapers combined. 


Bates, Penobscot Building, Detroit, 
WOodward 2-8422. Call today. 
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Highways & Safety... 





Road Tax Payments 
Pass $3 Billion Mark 


By Gerhardt Neumann 
Staff Writer 


—— milestone in state high- 
way user tax payments was 
reached in 1952 when the total 
passed the $3 
wationas sasery Dillion mark, ac- 
councin’s cording to latest 
statistics of the 
Bureau of Public 
Roads. 
The actual in- 
come from road 


uTO hd taxes was $3,094,- 
a oe . 050,000, an in- 


crease of 8 per- 

Ca es cent over 1951. 
Of this amount, motor fuel 
taxes came to $1,958,182,000, or 
more than 63 percent of the total, 
while registration fees and taxes 

accounted for the remainder, 

The overall picture is as follows: 
The states spent 3.9 percent of 
this income for collection and ad- 
ministration of taxes, 55.7 percent 
for road work on state highways, 
25.9 percent for local roads and 
streets, 5 percent for highway debt 
service, 2.9 percent for state high- 
way police, and 6.6 percent for non- 
highway purposes, 





* 


CTUALLY, the figures vary con- 

siderably. The highest road tax 
diversion was registered in Dela- 
ware, where 41.8 percent of the 
receipts were used for non-highway 
purposes, with Rhode Island run- 
ning a close second at a diversion 
rate of 39.3 percent. 

Lowest diversion rate was in 
Vermont with 0.1 percent, Colo- 
rado with 0.2 percent, Kansas, 0.3 
percent, Minnesota, 0.3 percent, 
New Hampshire, 0.3, and Vir- 
ginia, 0.4 percent. 

A total of 23 states did not divert 
any road funds at all. They are 
Arizona, Connecticut, Georgia, 
Idaho, Indiana, Iowa, Kentucky, 
Louisiana, Maine, Maryland, Mas- 
sachusetts, Michigan, Mississippi, 
Missouri, Nebraska, Nevada, North 
Carolina, North Dakota, Pennsyl- 
vania, South Dakota, Utah, West 
Virginia and Wyoming. 

* ” * 
= greatest amount of money 
for state highways Was spent in 
Virginia (89.5 percent), the least in 
Alabama (25.1 percent). 

The highest percentage for work 
on local roads and streets was 
registered in Alabama (56.9 per- 
’ cent), the lowest in Delaware (24 
percent). 

Highway debt service varied 
from 26.9 percent in West Vir- 
ginia to none in 17 states, while 
police cost varied from 9.9 per- 
cent in Delaware to 0.4 percent 
in North Dakota. 

The National Highway. Users 
Conference figures that the diver- 
sion of highway funds in 1952 cost | 
the nation 3,685 miles of highways, 
which could have been built if the | 
money had been used for this pur- 


pose. 
* ” * 


At THE recent meeting of the 
American Petroleum Institute 
it was pointed out that the $202,- 
800,000, which was diverted in 1952, 
exceeds the combined expenditures 
for road construction in 18 states. 
It was also emphasized that the 
problem of diversion shows a 
close relationship to congested 
highways, especially in the north- 
eastern states. 
Georgia was held up by the com- 
mittee as an example of the results 


Hanks Cops AAA Crown 


As Racing Champion 


WASHINGTON.—Sam Hanks, 
38-year-old Burbank (Calif.) racing | 
veteran, is the 1953 national cham- | 
pion of the American Automobile 
Assn. Hanks replaces Chuck Stev- 
enson, 1952 titleholder, who slipped 
to eighth place in the AAA stand- 
ings this year. 

Over the season of 12 champion- 
ship events, Hanks won two and 
finished high in the money in eight | 
of the other 10 races to edge Jack | 
McGrath and Bill Vukovich, Indi- | 
anapolis 500-mile winner. Hanks | 
accumulated 1,659.5 points to Mc- | 
Grath’s 1,250 and Vukovich’s 1,000. | 
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which can be achieved through 
anti-diversion amendments. During 
the five-year period prior to 1952, 
Georgia diverted more than $60 
million from its highways, while 
under the new law highway users 
reap the full benefit of their tax 
money. 

It must also be noted that some 
states diverted even more in 1952 
than in 1951. On the other hand, 
the funds allocated for local streets 
and roads increased in 1952 by 








highways, 1,034,677 to 677,000 . . 
New Hampshire auto dealers have 
won praise from Frederick N. 
Clarke, motor vehicle commis- 
sioner, for their support of the 
driver training. He pointed out that 
they had invested $100,000 in train- 
ing cars. 

A poster contest for students 
offers prizes totaling $2,275. Ap- 
plication blanks may be obtained 
from the Automobile Club of New 
York, 28 E. Seventy-eighth St., 
New York 21, N. Y. The contest 
closes March 26. 


Chicago teen-agers have held 
their second annual safety confer- 
ence ... Look magazine will co- 
operate with a number of cities in 
a voluntary safety check campaign 
next May. 








more than 10 percent. Power Steering Theme of Safety Message— | Arians ee eseneny éitving have 
. S @ Monroe Auto Equipment Co. stresses safe driving in conjunction with its power-| been handed out by the Exchange 
efse steering advertising. This sign is posted in Monroe County, Mich. |Club of Manchester, Mich., to high 
Shifting Lesson ; ~~ | school students, First-place winner 
° : to be used in 416 high schools, | offers advice on the most practical |\Was Kenneth Kemner, 17, who 
Club Manual Gives Hints Students learn to drive manual-|and economical way to operate |4veraged 23.47 miles per gallon in 
On Automatics shift cars. However, those who | such vehicles. |}@ 1953 Series 60 Cadillac. 
A new booklet, “Learning to| later will be using automatic shifts | ee —$_$___ 
Drive Cars with Autonfatic Trans- | Will get copies of the booklet. |H & S Shorts The back pages of every issue of AUTO- 


MOTIVE NEWS contain the WANT AD 





missions,” has been published by On 59 pages, it goes through! Ohio voters have approved a $500 | . 
the Automobile Club of Michigan! every procedure in driving and | million revenue bond issue for MOTIVE NEWS WANT ALS! Ane pd 








its a landslide | 


Over 100 important features for ‘54 star the most advanced 


Here are a few—can you match them? 


e@ 8-speed Hydra-Matic Drive* for 
medium-duty highway haulers 


e Engine power that starts with 125 
H.P in the lightest model 


e Unequalled cab-over-engine 
compactness with 72” bumper-to- 
back-of-cab dimension. 


@ De Luxe models* that create a 
distinguished new class bracket 


e Economy carburetor option for 
record gasoline efficiency 


e Greatest power-to-weight ratios 
in the entire field 


@ Full line of 6-wheelers — gasoline 
and Diesel — to meet any hauling 
need 







































How Cars Grow Roomier— 


Fifteen years of design improvement to increase passenger comfort is depicted in 
this picture. There is room for one more passenger in the front seat of a 1953 Packard 
Clipper than there was in a luxury 1938 Packard Super-Eight. The additional width 
was gained by eliminating running boards and utilizing the maximum usable width 
for seating room. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


ACK L. BERLIN, of Black & 
Berlin, 2601 S. Main, Houston, 


writes as follows: 

“T have a faint recollection of 
you giving a certain case at some 
time this year which could be of 
assistance to me at this time. 





Span-O-Life Batteries 


Show 288% Sales Gain 


NEW BRAUNFELS, Texas.— 
Sales of Span-O-Life batteries for 
the nine months ended Sept. 30 
increased 288 percent over the same 
period in 1952, according to Robert 
V. Abshire, president of Life-Time 
Battery Corp. of America. 

During the year ended Sept. 30, 
states in which the Span-O-Life 
batteries are sold rose from five to 
43 and distributors increased from 
15 to 129. The company says the 
battery is “Guaranteed for the Life 
of Your Car.” 





aT ea 





line of trucks in the industry 





The case involved the responsi- 
bility of a property owner for 
the security from theft when 
patrons parked on his parking 
area, 

“If you can send me more 
specific information on this case I 
would appreciate it. I cannot find 
it in any of my Automotive News 
copies. 

“Also, what is the liability of 
an auto dealer for injuries sus- 
tained by car owners who park in 
his lot?” 


* * * 


Lots Must Be Safe 


HE leading higher’ court 

citations involving thefts of 
automobiles are: Rhodes, 223 Pac. 
(2d) 639; Siegel 36 N. W. (2d) 718; 
49 S. E. (2d) 184; and 94 N. E. (2d) 
280. 

According to a late higher court 
decision a dealer may avoid lia- 
bility for injuries to patrons in a 
parking lot, first, by proving he 
kept the premises reasonably safe 





sellanc 


for GMC dealers! 


HESE are some of the selling 
i advantages with which GMC 


dealers will launch their most 


4¢@ Safety Power Steering* for all 
models from 2 tons up 


@GM Diesel models with 2-cycle 
| efficiency and economy 


date. 


® Future-styled — inside and out — 
with passenger-car smartness 


e New Package Delivery model, 
with Hydra-Matic Drive standard 
—taking bodies up to 12 feet long. 





aggressive and progressive year to 


And more will be announced as the 
year unfolds. 


This is the kind of competition 
you'll have to sell against in ’54— 
unless you’re a GMC dealer. Why 
not check with us to see if there’s 
a GMC franchise open in your 
locality? 


* Optional at extra cost 


GMC Truck & Coach Division of General Motors 
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and, second, proving that he pro- 
vided illumination to enable 
patrons to see dangerous con- 
ditions. 


For example, in Rhodes v. 
Community Theatre, 223 Pac. 
(2d) 689, the testimony showed 
facts as follows: A woman named 
Rhodes parked her car in a park- 
ing lot and soon afterward 
stepped into a chuckhole, suffer- 
ing severe injuries. She sued for 
heavy damages. 

During the trial Rhodes proved 
that there was a pole on which 
there were lights used to illuminate 
the parking area, but the lights 
were not turned on, at the time 
of her injury. In view of this evi- 
dence, the higher court held Rhodes 
entitled to recover heavy damages. 

* s . 


‘Ordinary Care’ Expected 


HIS court also indicated that 

the owner of the premises could 
have avoided liability if he had 
proved, first, that the lights were 
turned on so that Rhodes could 
have seen the chuckhole and 
avoided injury by exercising “ordi- 
nary care,” and second, the owner 
of the parking lot had proved that 
he frequently inspected it to dis- 
cover and remedy dangerous con- 
ditions. 

Therefore, the law is_ well 
settled that if a dealer provides 
free parking for patrons, he is 
expected to use “ordinary” care 
to keep the premises in reason- 
able safe condition. 

In other words, the owners of 
autos parked in the lots can well 
afford to assume that the premises 
are reasonably well taken care of 
by the dealer and kept in reason- 
ably safe condition. 

* 8 





Pocatello Dealers Lose 


Plea to Regain Car 

POCATELLO, Id.—(UTPS) —The 
Pocatello Automobile Dealers Assn. 

| (comprising R. B. Dissault, George 
|H. Gregore, C. Ed Flandro, Jack 
Blair, Park Price, Max Bosse, My- 
ron Bullock, William S. ot Ed- 
mund Bogert, Robert Gallafent and 
|B. F. Conrad), has lost an appeal 
|to the Idaho Supreme Court in a 
replevin filed to recover an automo- 
bile from Ned M. Evans. 

The car, which had been loaned 
to the Pocatello High School to 
be used in training students, was 

purchased by the association 
from the Motor Center, a dealer- 
ship owned by Edward S. Bar- 
rett, who at the time was a 
member of the association. 

| The car was then turned back to 
|the association for Barrett to reno- 
vate it and remove the dual con- 
trols. It was then to be sold. 

Although the certificate of the 

title was in the name of Barrett, 
|it was understood by mutual agree- 
ment of the association that the 
‘car was not to be sold without 
|consent of at least one other mem- 
| ber. However, Barrett “signed off,” 
|together with the finance company 
involved, without getting this ap- 
| proval, it was said. 
In October, 1952, Dissault, became 
|president of the association. He 
filed with the Department of Law 
Enforcement as assignee or pur- 
chaser of the automobile. In the 
meantime, however, Evans bought 
the car from Barrett, financing a 
portion of the contract through a 
loan company. He paid his install- 
ments promptly, although he never 
received any certificate of title, 
leaving the details of finance, in- 
surance, etc., to a salesman con- 
nected with Barrett. 

Barrett ran into financial diffi- 
culties and was unable to pay the 
association for the car. The as- 
sociation then demanded that 
Evans relinquish it. 

The association claimed it pos- 
sessed actual title to the automo- 
bile since Evans had never received 
any title. 

The court held that since several 
officers of the association admitted 
knowing that the sale to Evans 
was about to be made, and none 
protested, Barrett was acting on 
behalf of the group. It was the 
negligence of Barrett’s salesman in 
not filing the change of ownership 
certificate, not the negligence of 
Evans, the court ruled, that applied. 


Anderson Names Bailey 


Clarence Bailey has been ap- 
pointed used-car manager of An- 
derson Oldsmobile, Inc., Baltimore. 
Bailey formerly was with Marsden 
Chevrolet, Towson, Md, 











20 


FLASH-A-CALL 
Service Gontrol 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken. Train your entire 
shop personnel, guar: 

to increase your 

paid labor sales or you owe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 


urpose alone, havi: 
the highest known tandeed 
of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 


SERVICE CONTROL SYSTEM 


1112 South Wabash Avenue 
Dept. AN-74, Chicago 5, Illinois 
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Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

A full-color, sound movie docu- 
menting the story of economic de- 
velopments in the upper midwest 
market is being shown to business 
and industrial leaders in principal 
cities. 

Sponsored by the Minneapolis 
Star and Tribune, the movie, 
“New Wealth in the Land of 
Hiawatha,” already has been 
shown in Minneapolis, St. Paul, 
New York, Philadelphia, Chicago 
and Detroit. 

The film takes the viewer on a 25- 


WJR Appoints Agency 

Worth Kramer, vice - president 
and general manager of Station 
WJR, Detroit, has announced the 
appointment of Campbell - Ewald 
Co. as its advertising agency, start- 
ing Jan. 1. 

W5JR is a 50,000-watt clear-chan- 
nel station, affiliated with the 
Columbia Broadcasting System. 





minute tour over much of the 240,- 
000 square miles of the upper mid- 
west including Minnesota, North 
Dakota, South Dakota and 16 
counties in western Wisconsin. 

John Cowles, president of the 
Star and Tribune, conceived the 
idea of the movies during two 

: plane trips over 
the area. 

He declares 
that the upper 
Midwest “may be 
on the threshold 
of a boom which, 
during the next 
10 years or s0, 
may become com- 
parable to that 
enjoyed by the 
Houston area 
John Cowles during the past 


several years.” 


Taking its theme from the de- 
scriptions and _ prophecies in 


story of area-wide development. | other cities sign as sponsors, cffi- 
Besides documenting the new| Cials said. 


developments in oil, taconite, lig- 
nite and the Missouri Basin dam 


projects, the movie also brings the| which each week features 


viewer up to date on the other es- 
tablished phases of the upper mid- 
west economy — agriculture, food 
processing, tourist and resort 
business, the forest industry and 
manufacturing. 

The movie is narrated by Cedric 


Adams, columnist. 
* * . 


Chevrolet Dealer Show 


Stars and name bands, such as 
singers Eddie Fisher and Teresa 
Brewer, commedian Henny Young- 
man and Tommy Dorsey’s band, 
are among attractions of a new 


Cesar Romero is permanent 
master of ceremonies of the show, 
new 
stars and a different band. 

+. * ? 


Ford Bulletin Honored 

The Society of Artists & Art Di- 
rectors of San Francisco has 
awarded Foster & Kleiser Co. and 
Judson Starr, San Francisco 
branch art director, the 1953 
“Award of Excellence” for the 
Ford “Scenorama” bulletin in the 
painted bulletins division of its 
Exhibition of Advertising Art. 

The Ford “Scenorama” is de- 
signed to create an illusion that a 


television variety hour, “Chevrolet|large cutout car is being driven 


Showroom,” from 10 to 11 p.m. Fri- 
days. It started in Detroit last week 
on WXYZ-TV. 

The new show, a live ABC tele- 
vision network variety presenta- 
tion, is sponsored by the Detroit 
Chevrolet Dealers Assn. through 
Campbell-Ewald Co., advertising 
agency. 

The show will be extended to ad- 


Longfellow’s poem, “The Song of | ditional ABC-TV network stations 
Hiawatha,” the film unfolds a | as more Chevrolet dealer groups in 


fo MARVEL INVERSE OILER 


MEMS 3 BIG things... 


/ Smoother, quieter engines... with 
more punch on the pick-up! 


Z More satisfied customers! 
3 More money for you! 


Install it and see! Your customer’s car takes a new lease on life, 
when vital upper cylinder areas are lubricated automatically by 
the Marvel Inverse Oiler. 


Operating off the intake manifold, this completely automatic 
oiler feeds to the upper cylinder areas in exact proportion to 
engine load and speed. 


Install it. Fill it. Adjust it. And forget it. Your customers will 
love it! Because fully automatic operation and full quart capacity 
give 1,000 miles of carefree motoring on each filling. 


Improves your car’s performance! 


Notice how the Marvel Inverse Oiler feeds oil just exactly 
as the engine needs it. Throttle open, under load or speed 
. +. more oil. Throttle closed, less oil. 





25 MPH 
12 drops 


40 MPH 
20 drops 


60 MPH 
30 drops % 


AUTOMATIC 





Here’s how Fully Automatic Operation 


through the countryside or city in 
the locality in which the bulletin 
is displayed. 


General Petroleum’s PR 


Appointment of Stromberger, La- 
Vene, McKenzie as public relations 
counsel for General Petroleum 
Corp., has been announced by W. B. 
Curtis, public relations manager of 
the oil company. 

The move follows a previous an- 
nouncement that the same firm had 
been appointed General Pe- 
troleum’s advertising agency. 

+. * * 


GM Picks Culp, Coffin 


Bedford C. Culp, General Motors 
public relations regional manager 
for the Detroit region, has been 
named Indiana-Kentucky regional 
manager with headquarters in In- 
dianapolis, according to Paul Gar- 
rett, public relations vice-president. 


Culp will be succeeded in the De- 
troit regional office by Gaylord M. 
Coffin, assistant business manager 
for the public relations department. 
In his Indianapolis position, Culp 
succeeds Robert W. Emerick, who 
has been named public relations di- 
rector for Pontiac. 

~ * * 


Studebaker Goes 3-D 

Something new has been added 
to Studebaker’s new-car pro- 
motions this year. 

The manufacturer has sent to 
dealers and automobile editors a 
series of color transparencies, 
mounted on a disc, which give a 
three-dimensional effect when 
seen through a_ pocket - size 
viewer. 

+ * . 


Mich. Paper Fetes Dealers 


The Port Huron (Mich.) Times 
Herald recently feted local new-car 
— at the Black River Country 

ub. 


Enlarged photostats of ad- 
vertisements carried by the dealers 
in the Times Herald were mounted 
on cards displayed behind the 
speakers’ table, and each dealer 
was given a booklet entitled, “Is 
Your Advertising Running on All 
Four Wheels?” 

s * o 


Dealer’s Ad Really Glows 


What is described as the debut 
of fluorescent ink in the news- 
paper medium took place when the 
Seattle Times appeared with a full- 
page advertisement of William O. 
McKay Co. (Ford), Seattle. 

The Times worked with the 
dealer’s advertising agency, 
Pacific National Advertising, and 
the ink manufacturer, Sinclair, 
Valentine Co., to perfect the 
technique required to print with 
fluorescent ink. 

Members of the Seattle Sales & 
Advertising Club, meeting on the 
day the ad appeared, were pre- 
sented with souvenir copies of the 
paper. 

* a «© 


Names 


Fred C. White, formerly of Faw- 
cett Publications, has joined the 
New York advertising sales staff 
of Look magazine. 


Neal K. Fenkell has been ap- 
pointed to the public relations staff 
of Young & Rubicam, Inc., ac- 
cording to James W. Johnson, 
manager of the advertising 
agency’s Detroit office. 


James T. Maunders has been 
appointed director of public re- 
lations for Bohn Aluminum & 
Brass Corp. He formerly was as- 
sistant secretary of the Detro:t 
Board of Commerce. 
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~~» cover the market! 
A "ROCKET" | 
, SS ...with Three Power 
5 OCKET ! 


Stars in three 
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Oldsmobile Ninety-Eight—designed for those who 
seek modern Classic excellence in a fine car. Here is 
dramatically different Power Styling . . . lavish 
Custom-Lounge luxury and comfort . . . plus the 
superb performance of a mighty “Rocket” Engine! 
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Super "88"! Hottest number in the medium-price 
field! Flashing 165-horsepower “Rocket” 

Engine teams with other great Oldsmobile power 
and styling features . . . makes this dashing 
performer the Big Power Buy of the year! 


._..> 


| Deluxe "88"! Popular powerhouse—just a 

| shade out of the lowest-price field in cost... 
and way ahead in performance and luxury! 
Here’s Oldsmobile value that puts “Rocket” 
ownership within everybody’s reach! 
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OLDSMOBILE DIVISION . GENERAL MOTORS CORPORATION . LANSING, MICHIGAN > 












Waele 


Dealer 


Damage totaling $12,000 was 
caused by a fire at Dahl Motors 
(DeSoto-Plymouth), Erie, Pa. 

An exploding light bulb ignited 
gasoline in a car in the service de- 
partment on the second floor, and 
flames quickly spread to the roof. 

New cars in the showroom were 
saved from water damage. The 
damage estimate was made by 
Lioyd Olson, general manager. 

+ o * 


Pierre Elected to Group 


By Mass. Pontiac Dealers 


Daniel F. Pierre, president of the 
Atlantic Motor Mart, Inc., Beverly, 
Mass., has been 
elected to serve 
on the NADA na- 
tional Pontiac 
advisory commit- 
tee. 

Pierre will rep- 
resent the Pon- 
tiac dealers of 
Massachusetts on 
the committee, 
which will bring 
Pontiac dealers 
and their manu- 





: he 8 
D. F. Pierre 
facturer closer together to solve 


mutual problems. 
* . * 


Kentland Sells Indiana 


70 New Dump Trucks 

Kentland Auto Sales, Inc. 
(Ford), Kentland, Ind., has re- 
ceived a contract from the Indi- 
ana State Highway Commission 
for 70 new trucks costing $155,- 
512.70. The trucks are F-600 
Fords mounting Galion dump 
bodies and hoists. 


Twin City Chevrolet Dealers 


Name Barington President 

Cc. C. Barington, Barington Chev- 
rolet Co., 1221 W. Lake St., Minne- 
apolis, has been elected president 
of the Twin City 
Chevrolet Dealers 


Assn. 
Chris Rinkle, 
Merit Chevrolet 
811 E. Sev- 
enth St., St. Paul, 
was elected vice- 
president, and 
Norman Gross- 
man, Suburban 
Chevrolet Co, , 
1106 Exeelsior ud 
Ave. W., Hopkins, ©. OC. Barington 
was reelected secretary - treasurer. 
Barington announced the ap- 
pointment of William H. Brellen- 
thin, Brellenthin Chevrolet Co., 
1625 W. Broadway, as chairman of 
the promotion committee. 
* ° + 


Columbus Dealer Loses 


Reelection as Mayor 

Dealer Robert T. Oecstreicher 
failed in his bid for reelection as 
mayor of Columbus, O., in the 
recent election. His opponent’s 
plurality, according to unofficial 
returns, was 2384. 

As president of the City 
Council, Oestreicher became 
mayor last January when James 
A. Rhodes resigned to assume the 
office of state auditor. 

” . . 


Riley Closes Packard Deal; 


Plans Retirement from Field 


Earl Riley Packard Co., Portland, 
Ore., has posted a “closed” sign on 
its service department and the one- 
time mayor of Portland has re- 
signed as president of the Portland 
Automobile Dealers Assn., stating 
that he will retire shortly from the 
field. 


The firm, however, will sell the 
new and used cars it has on hand. 
The Packard dealership has been 
withdrawn. 

The corporation will be disposed 
of in the near future. Its lease on 
present quarters runs until Jan., 
1956, 


Kaiser-Willys New England 


Gets 5-State Distribution 


Kaliser-Willys New England, Inc., 
Boston, has been named distributor 
for five New England states. 

Roy V. McCormack is vice-presi- 
dent and general manager of the 
firm, which will serve dealers in 
Massachusetts, Rhode Island, 
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not included in the transaction. | autos were Ellsworth-Harrold Co.,| and a new storage area in the serv- 
Box said his firm will now handle | William A. Sutton Co., Vogel Chev- | ice department. 


Doings 


Maine, New Hampshire and Ver- 
mont. 

Wholesale department of the 
company, formerly Willys New 
England, Inc., is at 223 N, Beacon 
St., Brighton, and new and used- 
car retail showrooms are at 1045 
Commonwealth Ave., where 9,000 
square feet of inside display space 
has been completed after remod- 
ernization and expansion. 

° s a 


Colwes Pontiac Suffers 


$60,000 Fire Loss 

A $60,000 fire damaged the build- 
ing and contents of Colwes Pontiac 
Garage in Santa Fe., N. M. W. F. 
Colwes is owner of the firm. 

Three cars appeared to be total 
losses, and two others were se- 
verely damaged. ‘ 





Box Adds Willys 


Mike A. Needham jr. has an- 
nounced the transfer of his Willys 
franchise to Roy E. Box, owner of 
Roy Box Motors, Corpus Christi, 
Tex. Mike Needham Motor Co. was | 


Kaiser as well as Willys. 
. * 


Burglars Return 
To Brooks Office 


For the second time within weeks, 
burglars 
Sales (Ford), Portsmouth, N. H. 

Although the office was ran- 
sacked, officials said, nothing of 
value was taken, 

* + * 


Olcott Firm Renamed 


Olcott-Stone Motors (Chrysler- 
Plymouth), Monroe, La., has 
changed its name to Olcott Motors, 
Inc. The firm is headed by A. G. 
Olcott, president and general man- 
ager. Mrs. A. G. Olcott is vice- 
president, and L, C. Collie, secre- 
tary-treasurer. 

* * o 


Sacramento Dealers Give 
Cars for Rummage Sale 


A used-car auction was one of 
the features of this year’s Junior 
League rummage sale in Sacra- 
mento, Calif. 


Among dealers who donated the 


entered Brooks Motor 


rolet Co., Paul Motors, Schwimley 
Motors, Jacobs Cadillac Co. and 
| Cope Buick Co. 

| Proceeds from the sale help sup- 
port the Junior Museum and Wash- 
ington Neighborhood Center. 


* * * 


Smith Bid Wins 


City officials of Augusta, Ga., 
have accepted the low bid of $1,400 
submitted by Starr Smith Motors 
to provide the Fire Department 
with a-new Dodge car. Bids were 
submitted on the basis of a tradein. 

+ * ? 


Pence Retires 


Hugh V. Pence has sold his inter- 
est in Steele & Pence Auto Sales, 





Hillsboro, O., to Elza Steele, with | 


whom he had been in partnership 
25 years. Pence is retiring for 
health reasons. 

. * * 


Lauver Motor Expands 


Lauver Motor Co. (Chrysler- 
Plymouth), 13101-03 Allegheny St., 
Hollidaysburg, Pa., has completed 
construction of an addition which 
provides greater showroom space, 
a new stock and parts department, 








* * > 


Dexter’s Names Hubert 

John J. Hubert jr., has been ap- 
pointed general sales manager of 
Dexter’s Parkside Motors, a Chrys- 
ler-Plymouth distributorship in St. 
Louis, by Edward Dexter, presi- 
dent. Hubert formerly was a sales 
representative for another motor 
company. 

* cz * 


Zanglio Motor Moves 


Zanglio Motor Sales (Dodge- 
Plymouth), Celina, O., has moved 
to 1155 W. Logan St. The firm will 
occupy the new addition to the 
Bricker Farm Equipment Co. plant. 

* * = 


Beyerl Presents Car 


Jack McTighe, sales manager, 
Beyerl Chevrolet, Turtle Creek, 
Pa., recently presented a driver- 
training car to East Pittsburgh 
High School. 

am 


> * 


Ault Buick Organized 


Ault Buick Motor Sales, Carroll- 
ton, O., has been incorporated with 
$45,000 capital. Incorporators are 
Rupert C. Ault sr., Rupert C. Ault 
jr. and Bertha M. Ault. 


What keeps Farm Income 


STEADY YIELDERS! 


STEADY GAINERS! 


STEADY PRODUCERS! 


STEADY GROWERS! 
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Auto Market Reports 


Spokane 


The new-car market 
Spokane area appears firm. 


Dealers interviewed indicated no 
alarm, in spite of a recent survey 
of Spokane’s lending institutions 
which revealed an increase in auto- 
mobile repossessions, The repos- 
sessions, according to the report, 
were mostly of late-model cars. The 
money lenders held that take backs 
were below prewar levels, but a 
few of them claimed a postwar 
high. 

One lending agency reported 
that it had been repossessing 
more cars of late than at any 
time since 1949. These repos- 
sessions, it was stated mainly 
were among low payment buyers 
of cars on which prices had 
dropped. 

While October business activity 
reports showed a slowdown of 
general business in this area, over- 
all employment statistics indicate 


in the 


a 


good lead over October, 1949, or 
1950. 


Dealers report continued need for 
extra effort in sales promotion and 
advertising, but none of them ex- 
press much concern over the re- 
possession situation. 


Sellers of low-priced cars feel the 
report does not apply to them. They 
said that repossessions appear to 
be the result of over-selling in a 
few individual cases, 


One dealer said that a few recent 
purchasers had previously bought 
cars of other makes and had 
permitted those cars to be repos- 
sessed. He stated that his firm had 
not considered these purchasers as 
poor credit risks if it appeared that 
they had overinvested in the re- 
possessed car. 

All dealers in the higher-priced 
makes reported that they were 
doing little, or no, repossessing. 
Most of them said business has 
been excellent this fall, and that 


| sales have been better than ex- 
pected for this time of the year. 
The majority emphasized that 
they make it a practice to an- 
alyze a deal before taking any 
paper on it, Their salesmen are 
cautioned not to oversell any 
customer. 


One dealer said he recently re- | 
turned a $900 downpayment which 
had been accepted by one of his 
| salesmen from an airman stationed 
at a local Air Force base. He felt 
the man would be unable to keep 
up the payments. He said the air- 
man returned later to thank him. 
This dealer said his firm has not 
repossessed a car in eight years. 

Used cars appear to be moving 
normally. Dealers do not report an 
overabundance of them in stock.— 


(Janet F. Wallace.) 
* * * 


Cleveland 


Car sales have continued to show 
strength despite the first wintry 


23 





gales to blast into the Cleveland 
area. 

New-model showings and stimu- 
lated sales promotions are two of 
the key factors reported in the 
continued high trend. 

New-car sales for the week 
ended Nov, 14 climbed to 1,320, or 
about 70 over the previous week. 
Used-car sales were 1,702, about 
20 over the previous week, while 
truck sales remained about the 

same, 

Reporting on sales of new cars, 
Leonard Fuerst, clerk of courts, 
said Ford continued to set the pace, 
with October sales of 1,646. 

Here is the breakdown in new- 
car sales for October: 

Buick, 515; Cadillac, 53; Chevro- 
let, 1,529; Chrysler, 189; DeSoto, 
146; Dodge, 396; Ford, 1,646; 
Henry J, 2; Hillman, 4; Hudson, 
80; Jaguar, 2; Kaiser, 14; Lincoln, 
22; Mercury, 728. 

MG, 5; Morris, 2; Nash, 93; Olds- 
mobile, 263; Packard, 54; Plymouth, 
600; Pontiac, 379; Singer, 1; Stude- 
baker, 198; Sunbeam, 1; Volks- 
wagen, 2, and Willys, 30. 

Total October sales were 6,954, 
as against 5,233 for October, 1952. 

Commercial vehicle sales for 
October were 548, just under the 
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Advertise in MICHIGAN 


where it’s 





THE OHIO FARMER 
Cleveland, Ohio 


OHIO, MICHIGAN and PENNSYLVANIA FARMER 
are ABC publications—examined by the Audit Bureau 
of Circulation to verify all the facts on circulation: 
How much PAID circulation, how much unpaid. How 


No moneyless months for Michigan farmers! 
Every month is market month for crops that have matured, 
for animals finished, for a full variety of by-products. 


Yes, Michigan farmers cash in the year around through 
broad diversification. What’s more, they cash in big, for Michigan 
is a top third state in farm income. 


You’ll cash in big, too, from the sales action of MICHIGAN FARMER. 
It’s thoroughly read because it’s the only farm paper devoted wholly to the 
Michigan farmer’s interests. That makes it by far the favorite, 
read by 4 out of 5 Michigan farm families. 


MICHIGAN FARMER is powerful, economical — and offers wide coverage. 
Not many farm markets are as steady and prosperous as Michigan’s. 
But, two comparable states are Ohio and Pennsylvania, served by 
home-edited papers —- THE OHIO FARMER and PENNSYLVANIA 
FARMER. It will pay you to use all three. For detailed information 
write T1013 Rockwell Avenue, Cleveland 14, Ohio. 


rin Michigan so steady? 





(Percent Farm Cash Income Received Each Month) 





all year 'round! 





East Lansing, Mich. 


9.8% 9.9% 10.1% 





Based on eight-year study of Michigan Farm 


Income—1940 through 1947 
(Government payments not included) 





Harrisburg, Pa. 


10.5% 10.6% 





PENNSYLVANIA FARMER 


many RFD subscribers, how many non RFD. How 
much subscribers pay, and whether or not premiums are 
used. Where subscribers live. Ie will pay you to study 
all the facts on the ABC statement. Ask for one today. 


568 of a year ago, The break- 
down is as follows: 
Chevrolet, 176; Divco, 1; Dodge, 
35; Ford, 223; GMC, 13; Interna- 
tional, 34; Mack, 3; Pontiac, 1; Reo, 
2; Studebaker, 6; White, 39, and 
Willys, 15.—(Sanford Markey.) 

* + * 


Cincinnati 

New-car sales in Hamilton 
County (Cincinnati), O., in October 

were the highest of any month in 
1953. 

The total of 3,451 was 16 percent 
above September and 1 percent 
better than July, the best previous 
month of the year. 

In the first 10 months of 1953, 
sales totaled 29,738, compared to 
18,815 for the same period a year 
ago. 

Sales by makes were: Ford, 782; 
Chevrolet, 709; Mercury, 374; Buick, 

| 367; Plymouth, 283; Pontiac, 231; 
Oldsmobile, 146; Studebaker, 103; 
Chrysler, 98; Dodge, 88; DeSoto, 57; 
Nash, 49; Packard, 40; Cadillac, 35; 
Hudson, 35; Lincoln, 18; Allstate, 
15; Willys, 6; Kaiser, 4, and mis- 


cellaneous, 11. 
* * * 


Omaha 

Ford, with 270 new-car sales, led 
Omaha for October, followed by 
Chevrolet, 278. Plymouth, with 114 
sales, was only five units ahead of 
fourth-place Buick. New-car sales 
totaled 1,209 against 1,081 in Sep- 
tember and 1,150 in August. 

In trucks, Ford, with 53 regis- 
trations also topped Chevrolet, 
which was fourth in trucks, its 31 
sales lagging behind Interna- 
tional, 45, and GMC, 33. A total 
of 180 new trucks was sold in 
October. 

Local dealers are advertising 
heavily through newspapers, radio 

and television. Used cars are chok- 
ing lots. General business in the 
Omaha area is down. 





The usual offer of a “free” tur- 
key with each car again was fea- 
tured by dealers in an attempt to 
coax buyers this Thanksgiving sea- 
son.—(Arthur R, Oleson.) 

7 * + 


Columbus 
New-car sales in Columbus to- 
taled 826 in the first 15 days of 
November, compared to 903 for the 
first half of October. 


Registrations were as follows: 
Chevrolet, 231; Ford, 195; Plym- 
outh, 70; Buick, 66; Mercury, 53; 
Pontiac, 46; Dodge, 40; Chrysler, 
28; Oldsmobile, 27; Hudson, 14; 
Nash, 14; Studebaker, 14; DeSoto, 
13; Cadillac, 10; Willys, 2; Lincoln, 
1; Packard, 1, and miscellaneous. 
1.—(Bert Strang.) 


* * * 


Dallas 

New-car sales in Dallas totaled 
2,984 in October, compared to 3,063 
in September. 

Sales by makes were: Chevro- 
let, 843; Ford, 156; Buick, 287; 
Mercury, 211; Pontiac, 168; Olds- 
mobile, 142; Plymouth, 134; 
Dodge, 128; Studebaker, 117; 
Chrysler, 39; Nash, 36; DeSoto, 
29; Cadillac, 26; Lincoln, 17; 
Kaiser, 16; Willys, 13; 

11; Henry J, 3; Hudson, 2, and 
miscellaneous, 6. 

New-truck sales for October were 
473. By makes, they were: Chevro- 
let, 194; Ford, 146; White, 38; In- 
ternational, 32; Dodge, 21; GMC, 
16; Mack, 9; Studebaker, 9; Auto- 
car, 5; Pontiac, 2, and Reo, 1.— 
(Ruby Fenoglio.) 


Belleville, Ill. 

Most dealers in Belleville, Ill., are 
trying hard to stick to deals in- 
volving clean late-model trades. As 
one dealer said: “We are in the 
auto business, and we must take 
and sell trades.” 

One dealer followed up a lead 
that had been hanging fire, drove 
to the prospect’s home on Sunday 
in East St. Louis and closed a 


profitable deal. 


Dealers are insisting that pros- 


| pects consider a fair value for 


their trades and take a more 





realistic view of the present situ- 
ation, with good results. New cars 
in the middle and upper-priced 
brackets are becoming harder to 
sell, however. 

Used cars are moving slowly, 
with many customers shopping 
around before making a decision. 

Repossessions are normal, re- 
flecting careful deals made during 
the past six months.—(L. H. 
Houck.) 
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Oldsmobile Graduates Get Diplomas— 

Eight Oldsmobile graduates of the General Motors Institute dealership management 
training course receive their certificates from J. J. Dobbs (seated), executive assistant 
to Oldsmobile’s general sales manager. They are (from left) Robert L. Baver, Chicago 
Heights, Ill.; W. C. Brookshire, Orange, Tex.; H. S. Butts jr., Arlington, Tex.; W. P. 
Cooper, Coral Gables, Fla.; Byron Erkenbrecher III, Modesto, Calif.; W. C. Ingram jr., 
Mansfield, O.; Don Johnson, Coleman, Tex., and W. L. White, Taunton, Mass. 


Thor Names McDonald 


John L. MacDonald, former Thor|named manager of Thor’s new 
Power Tool Co. district industrial |Newark, N. J. branch office, ac- 
tool service engineer, has been | cording to J. A. Hill, sales manager. 


anew era 

in 

seat 

Cia G 
merchandising 


TDI SMA TALE 
as 
a 


BUNTON ENS 
“PACKAGE” 


NOTHING LIKE IT 
EVER BEFORE... 


By simply turning the handles, your 
customers can see ata glance exactly 

Eamon aN miaue 
med seat covers will appear in their 
eee a 


Sells your customers exactly 


what they want 
Eliminates unprofitable lines 
Dresses up seat cover department 
Eliminates extra handling of stock 


Faster, easier, more profitable 


sales for you 


Auto Personnel 


Appointment of Thomas W. Koos 
as executive regional manager of 
Chrysler Corp. export division for 
Europe and the 
near east has 
been announced 
by Philip K. Hills, 
general sales 
manager. 

Koos has 19 
years of experi- 
ence in the auto- 
motive field and 
has specialized in 
export operations 
for nine years. a 
His experience in- T. W. Koos 
cludes transportation, finance and 
sales. He joined Chrysler export in 
1949. 


* * * 


Chrysler of Canada Names 
Cummings Chief Engineer 

Appointment of J. P. Cum- 
mings as chief engineer of Chrys- 
ler Corp. of Canada has been 
announced by James C. Zeder, 
Chrysler Corp. director of engi- 
neering and research, 


Cummings joined Chrysler in 


November, 1930, and since May, 
1953, has been assistant to the 
chief engineer of Chrysler of 
Canada, 

During the war years he had 
an important part in production 
control engineering on military 
vehicles built by Dodge. 

* cs . 


Textileather Names Brady 


Chief Industrial Engineer 


James W. Brady has been named 
chief industrial engineer of Texti- 
leather Corp., Toledo, it is an- 
nounced by — . 
Charles R. Mayer, 
assistant to the 
president. 

For more than 

seven years, 
Brady had been 
associated with 
Emery Industries, 
Inc., Cincinnati 
chemical manu- 
facturer. 

He also has 
served as chief 3. W. Benéy 
industrial engineer with General 
Dry Batteries, Inc., Lakewood, O.; 
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You get a complete merchandising service to back 


up your Seatlector . 


.a new kit for every peak 


selling season throughout the year! 


SEATLECTOR DISPLAYS 
CAMBRIDGE 41. MASS. 


*Potent Pendina U.S. Pat. Off 


suppiier 


the 


as time-study superintendent with 
Cleveland Graphite Bronze Co., 
Cleveland, and as time-study engi- 
neer with Black-Clawson, Hamil- 
ton, O. 


* * * 


Acheson Reelected Head 
Of Acheson Industries 


Howard A, Acheson was reelected 
president and chairman of the 
board of Acheson Industries, Inc., 
at a stockholders’ meeting in New 
York. 

The following appointments were 
also announced: Raymond Szyma- 
nowitz, vice-president; P. C. Buck, 
vice - president; M. W. Reynolds, 
vice-president, and John C. 
Sprague, secretary - treasurer. Mrs. 
Leatha Tuer and Lester H. Miller 
were elected assistant secretary and 
assistant treasurer, respectively. 

* + + 


Hercules Motors Elects 


Keplinger as President 


John C. Keplinger has been elect- 
ed president of Hercules Motors 
Corp., Canton (O.), manufacturer 
of gasoline and 
diesel engines, He 
joined the firm in 
1926 as sales 
manager, 

Other new Her- 
cules appoint- 
ments are Charles 
Balough, chair- 

| man of the board 
of directors; 
Lawrence G. 
| Downey, vice- 
| president; George J. ©. Meplinger | 
| W. LaSalle, vice-president; F. H. 
|Geisler, director of sales, and Dr. 
E. A. V. Horiak, chief engineer. 


* * * 


3 Regional Business Chiefs 
Appointed by Dodge 

The post of regional business 
| manager has been created by Dodge 
for the Milwaukee, Omaha and 
Minneapolis regions, it is an- 
nounced by L. F. Desmond, gen- 
eral sales manager. 

Appointed to the posts were John 
E. Friday, Milwaukee region; Dale 
Trockmorton, Omaha region, and 
Erland B. Knauss, Minneapolis re- 
gion, 

Friday was formerly a district 
manager in the Milwaukee region. 
Throckmorton moves to his new 
post from the Kansas City region, 
where he was a district manager 
assigned to special projects. Knauss 
was formerly a district manager in 
the Minneapolis region, assigned to 
special projects. 

a * * 


Goodrich Chemical Appoints 


Miller Defense Coordinator 


J. Ernest Miller has been ap- 
pointed defense contract coordi- 
nator for B. F. Goodrich Chemical 
Co., it is announced by J. R. 
Hoover, president. 

With headquarters in Cleveland, 
Miller will also represent the com- 
pany in connection with the forth- 
coming disposal of Government- 
owned synthetic rubber plants. 

Miller recently returned to the 
company after being on loan to the 
Government for 17 months as dep- 
uty director of the Office of Syn- 
thetic Rubber, He joined the com- 
pany in 1933. 


* - * 


Wagner Purchasing Posts 


Go to Garrett, Kramer 

Wagner Electric Corp., St. 
Louis, announces the ap- 
pointment of Harold 8. Garrett 
as assistant director of purchases 
and production planning, and 
Harold K. Kramer as purchasing 
agent. 

Garrett previously had been 
manager of material control and 
purchases. Kramer was assistant 
to the chief automotive engineer. 

* * * 


Gracious, Hadley Receive 


New Assignments at Duro 


R. E. Behlen, sales manager of 
the Automotive division of Duro 
Metal Products Co., Chicago, has 
announced the following personne! 
changes: 


J. R. Fagan has resigned as ex- 
port manager, and will be suc: 
ceeded by John Gracious, who has 
been with Duro Metal Products for 
25 years. Lester E. Hadley, district 
manager for Duro and Indestro 
tools in the midwest territory, has 
been appointed assistant to Behlen 














Flash-Stone Co., Inc., 3723 Pulaski 
Ave., Philadelphia 40, Pa. 

Each Metile plate has 53 anchors 
which are formed by being 
punched from the plate. The con- 
crete in which the plates are em- 
bedded rises through the holes to 
form surface islands. These reduce 
danger from slipping or skidding 


on water, grease or oil. 
* * * 





IGNITION COlL—Model C-10 operates 
on low voltage for quick starting, especial- 
ly in cold weather. The coil has an 
average length of 4% inches and a 
diameter of 24% inches. It is mounted 
in the exact position of the regular coil. 
No special tooling or drilling is required. 
Crumbliss Mfg. Co., 3011 N. Cicero Ave., 
Chicago 41, m 





RADIATOR HOSE—Rad-I-Flex requires 
an inventory of only 18 sizes to cover 98 
percent of all car makes. The ends are 
beveled for easier installation. Fifteen 
heavy-duty sizes are offered for the truck 
and bus field. Norbalt Rubber Corp., 51 
E. Forty-Second or New. York 17, N. Y. 






maonetactered by 
CALUMET STEEL 
CASTINGS CORP. 
169 Susman Sreee” 
RA MMOND NONE 





HEAVY-DUTY TIRE—This new tire for 
trucks has more than 5,000 steel claws, 
about 80 per inch of tread width, which 
dig in like the spikes in track shoes to 
give extra traction. The tire is said to 
assure straight-line stops and faster starts. 
It comes in three sizes: 8.25-20; 10.00- 
20 and 10.00-22. B. F. Goodrich Co., 
Akron, O. 





SAFETY WHEEL BLOCK—The unit is 14 
inches high and has a 15-by-10 inch base 
to provide maximum stability and hold- 
ing power. Heavy steel gripper teeth on 
the base hold it in place and prevent 
movement even on icy or slippery sur- 
faces. Calumet Steel Castings Corp., 1636 
Summer St., Hammond, ind. 

- 


* 





os 


AMPLIFYING SYSTEM — Model 31-A 
Mobile amplifier includes microphone, re- 
mote-control head, cables, speakers and 
amplifier. It operates on six or 12 volts 
and can be used in buses, trucks and 
cars as loudspeaker or intercommunication 
system. Z & W Machine Products, Inc., 
Electronics Division, 5100 St. Clair Ave., 
Cleveland 3, 0. 





Metile Steel Flooring HYDRAULIC LIFT GATE — The Master 
| Loader has a capacity of 1,000 pounds. 


Described in Booklet Its low-pressure hydraulic operating 

An illustrated folder describing | system is initially powered by the truck 

Metile steel floor plates, designed | battery. The compact power unit is at- 

for surfacing areas subjected to/tached to the chassis by four U-bolts. 

extreme production or traffic! Master Vibrator Co., P. O. Box 657, Day- 

abuses, has been published by:ton 1, O. 
* * * 


* * 





AUTO TURNTABLE—Said to be easily disassembled and adaptable to all sizes and 
weights of cars, the unit is 12 feet long and six feet wide. It operates silently, poses 
fo installation problem and requires no bolting down, according to Unique Turntable 
& Display Co., 1895 Park Ave., New York 35, N. Y. 











SOLID 
STANDARD 


SOLID 
KNOCK-OFF 





SOLID LONG 


CASTING REPAIR PLUGS—Purpose of 
these plugs is to provide an economical 
method of repairing and salvaging cast- 
ings, such as engine blocks, that other- 
wise would be scrapped. They are avail- 
able in sizes ranging from 1/16 to % 
inch in either standard tapered pipe 
threads or 27 threads. They come in three 
styles: Solid, long and knock-off. U. S. 
Plug & Fitting Co., Wellington, Oo. 






[JONN DOE USED CARS | 


SAFETY EMBLEMS — These reflective 
emblems are made of Scotch-Llite and 
may be attached permanently to metal 
or other materials by removing the pro- 
tective backing, exposing the adhesive 
surface. Coronet Mfg. Co., 2118 S. Michi- 
gan Ave., Chicago 16, ul. 





SPARK PLUG BOX — Chrome-X-Citer 
spark plugs are now marketed in a mag- 
netized utility box at no extra cost. The 
box is of transparent styrene plastic. A 
magnet inserted in the bottom permits 
instant mounting on top of the car's in- 
strument panel or other steel surface. Blue 
Crown Spark Plug Corp., 1800 Winnemac 


Ave., Chicago 40, Ill. 
* * 


FUL FLOW 
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FILTER SHEETS—Porosite is a specially 
treated paper for oil filtration systems. It 
features uniformly controlled porosity for 
high flow rate and improved particle re- 
tention, according to the manufacturer. 
The Porosite cartridge features enclosure 
of the filtering medium in metal 
tainer to prevent separation of filtrant and 
end pieces. Wix Corp., Gastonia, N. C. 

“_ 


Overhead Car Washers 
Offered by Jetomatic 


A line of overhead, automatic car 


washers has been added to its auto-/| ~ 


matic floor models by Jetomatic, 
Inc., Ansonia, Conn. 

The new models are engineered 
to travel at a steady pace on sturdy 
overhead tracks. The driving mech- 


con-| 
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NEW PRODUCTS 


anism automatically reverses di- 
rection at each end of the track. 
The washing frame can be stored 
against the wall when not in use. 
All Jetomatics have double pipe 
system, one for water and one for 
soap solution. 
* 



















VOLTAGE SELECTOR—Voltage Brain is 
said to double the starting power of any 
engine. It channels the power of two 
batteries to spin the engine at double 
speed for hard starting. Operation is 
controlled by a knob on the dashboard, 
which allows the driver to select either 
six, 12 or 24-volt power. Mondak, Inc., 
9128 Belmont Ave., Franklin Park, Ill. 

o —i0 


BODY-MOUNT MIRROR—The Princess 63 
fits on straight or curved surfaces and has 
a 3-by-5%-inch diameter. The mirror is 
triple chrome-plated. It is available in 
plate and nonglare glass. Supersite Corp., 
384 Canal Place, New York Si, ®. Y. 





SEAT COVER SELECTOR—Seatlector of- 
fers 3,000 seat cover combinations for the 
buyer's choice, simply by turning the han- 
dies of the machine. Shaped like a chair, 
it shows the customer the exact appear- 


two models, one for use by trim shops, 

the other for retailers. Seatlector Co., 169 

Bridge St., Cambridge, Mass. 
ee 
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VACUUM CLEANER—Hild Model 215 is 
designed for heavy-duty dry cleanup work. 
The unit is powered with a %-horse- 
power vacuum motor. A feature of the 
machine is said to be ease of handling. 
Numerous attachments enable the unit to 
do a great variety of jobs on rugs, up- 
holstery, floors, walls, shelves, radiators, 
overhead pipes, etc., according to Hild 
Floor Machine Co., 740 W. Washington 
Bivd., Chicago 6, Ill. 

* 


* > 





TRAVEL BAR—This compact case opens 
up to display a set of glassware, a cock- 
tail shaker and a “bar boy” that measures, 
opens bottles and cracks ice. There is 
space for three bottles. Contempo Lug- 
gage Co., 170 Fifth Ave., New York 10, 
N. Y. 


& s 
Catalog Simplified 
Felt Products Mfg. Co., Chicago, 
maker of Fel-Pro gaskets, has 
published a new quick-reference 
gasket and oil-seal catalog. Foot- 
notes and cross-references have 
been held to a minimum. 
+ z s 





FOR TOUCHUPS—Tipon is a flow-brush 


ance of each individual cover. There are| dispenser filled with quick-drying lacquer 


for touchup work. According to the maker, 
the lacquer will not evaporate from the 
container. Tipon Mfg. Co., Galion, O. 





PORTABLE AUTO TURNTABLE—Supplements the track-type turntable developed by 
the same maker several years ago. Shown here is Model 5000, the Paravane, whose 
wheel pads are 120 inches on center. Its overall width is 67 inches. Macton Machinery 
Co., Inc., 217 Locust Ave., Port Chester 5, N. Y. 
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AUTOMOTIVE WASHINGTON 
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Death of Double Tax 


Put at Top 


of List 


By William Ullman 


Washington Correspondent 


_: NOAH MASON, Illinois Republican, told a few re- 
porters the other day that he would put elimination of 
the double taxation of corporation dividends at the top of tax 
actions which Congress must take in the next session. Mason, 
a member of the taxwriting House Ways and Means Commit- 


tee, said: 
corporation dividends is .un- 
fair, inequitable and should 
be abolished.” 


The new tax bill now being 
drafted must also include repeal of 
a number of excises, according to 
Mason. He named automobiles 
among these taxes. He also feels 
that a flat national manufacturers 
sales tax should be adopted in 
place of the “existing hodgepodge 
of excises.” 

While a member of the Ways 
and Means committee, Mason em- 
phasized that he was speaking only 
for himself. 

He stressed again suggestions 
he has been proposing to the tax 


“Double taxation of & 








committee for a number of years, 
among them placing a ceiling on 
individual and 
corporate taxes 
and imposing 
taxes on cur- 
rently tax-ex- 
empt business 
enterprises that 
compete with 
taxpaying or- 
ganizations. 
Mason, who has 
long been an ad- 
William Uliman vocate of taxing 
cooperatives, feels that the Ten- 
nessee Valley Authority should be 
sold to private interests and “as a 
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private business made to pay taxes 
on its earnings.” 
* +. * 


Council Meets 


HE National Distribution Coun- 

cil, formed some years ago in 
the Department of Commerce to 
advise the secretary in the broad 
field of distribution, met with fed- 
eral officials here last week. 

Secretary Sinclair Weeks pre- 
sented to the council various rec- 
ommendations and suggestions that 
have been received from business 
groups regarding specific functions 
and operations of the Office of Dis- 
tribution, now a part of the Busi- 
ness and Defense Services Admin- 
istration. 

The council suggested that a 
greater and more complete library 
be built to serve as a reference 
source for the distribution indus- 
try, with information from it to 
be made available through Com- 
merce Department field offices and 
by correspondence. 

Members of the council were 
particularly interested, it was 
said, in an exploratory effort by 
the Office of Distribution to de- 
velope, in cooperation with busi- 
ness groups, a more rapid system 
of obtaining information on sales 
and inventories of selected lines 
of consumer industrial products. 

It was pointed out that most in- 
dexes of sales and inventories, 
where available, are so late in re- 
porting that their value to business- 
men is greatly diminished. 

The council also offered the sug- 
gestion that the Department of 
Commerce take an active interest 
in all legislation affecting business 
distribution. 

Frederick J. Bell, executive vice- 
president of the NADA, is the car- 
dealer representative on the council. 

In addition to Secretary Weeks, 
the Commerce Department was rep- 
resented by Lothair Teetor, assist- 
ant Secretary of Commerce for 
Domestic Affairs; Charles F. Hon- 
eywell, administrator of the BDSA; 
and Harry W. Ketchum, of the 
Office of Distribution. 

~ * + 

Deficit Likely 

IRRESIDENT Eisenhower's fore- 

cast of a deficit for the 1955 
fiscal year beginning next July 1 
got some Treasury confirmation 
last week. The 1955 deficit, it was 
said, probably will run between 
eight and nine billion dollars at the 
present rate of spending, of which 
there is little chance of reduction. 

Nevertheless, it was empha- 
sized, every effort will be made 
to obtain a balanced budget, with 
every Administration fiscal ex- 
pert aiming to bring about re- 
duced spending. 

Administration spokesmen say 
there is little hope of convincing 
Congress that the April 1 tax re- 
ductions should be deferred, and 
small chance of inducing Congress 
to enact offsetting levies to make 
up the resultant revenue loss. 

Meanwhile, there is less pessi- 
mism among Treasury Officials 
about the state of the nation’s eco- 
nomic health than there is among 
people outside. They see business 
as still pretty good and likely to 
remain that way. They do not feel 
that dips in one line here and 
there mean a general recession. 

* * 7 


Notes 
Five volumes, containing 2,916 

pages, were required to repro- 
duce the testimony presented when 
the House Ways and Means com- 
mittee held hearings on general re- 
vision of the Internal Revenue Code 
last summer, There were 40 topics, 
of which the last was devoted solely 
to excises. 

* = * 

Synthetic rubber is now being 
packaged for storage and distribu- 
tion by the Reconstruction Finance 
Corporation in much the same 
manner as any candy bar or pack- 
age of cigarettes, Dr. Charles J. 
Zusi, president of Containers Labo- 
ratories, Inc., told the Washington 
Rubber Group here last week. 

* t * 

An Interdepartmental Materials 
Advisory Committee has been es- 
tablished in the Office of Defense 
Mobilization “to facilitate the co- 
ordination of Federal policies and 
programs with respect to the sup- 
ply of materials to meet the re- 
quirements for both current defense 
activities and readiness for any fu- 
ture national emergency,” it was 
announced at ODM last week. 











TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





Set up your own NEW CAR SHOW! 


$ Q5 ® Costs about 1 cent per hour to operate 


F.O.B. Port Chester 
Write for catalog No. 9 


® Collector rings for interior lighting 
® Drive on runway ® 4500 Ib. Capacity 


® Unconditionally Guaranteed for 1 year 


MACTON MACHINERY CO., INC. 
217 LOCUST AVENUE «+ PORT CHESTER, N. Y. 





FACTORY TYPE — REPLACEMENT 


CADILLAC CARPETS 


Save up to 60% 


For any Cadillac 1941 to 1953. All models, in- 
cluding convertibles. Material is same quality 
wool as original carpet, with felt (ozite) under 





pad. 
COLORS 
Gray, blue, brown, black, green and maroon. 
LOW PRICES 








Compare these with factory list es! 
AS LOW AS Front carpets: $15.00 (plus “Fed. Ex = 
Rear carpets: $12.00 (plus Fed. Excise Tax 
$12 00 (Maroon: Front, $2.00 extra. Rear, $1.00 extra) 
vanes SOLD ON SATISFACTION OR MONEY BACK BASIS 
Also available for other makes of cars. 
and Write for prices. 
$15.00 NEWARK AUTO TOP AND BODY CO. 
front 80 Central Ave. Newark 2, N. J. 
Manufacturers for the trade only. 
plus tax SEAT COVERS — CONVERTIBLE TOPS — CARPETS 





Attention! Used Car Managers 
Here Is a READY REFERENCE LABEL 
for Your USED CARS 





Equipment 
Heater 
Radio 





Selling 





Labels are made on PRESSURE SENSI- 


Se oki $ 3.25 _ TIVE STOCK and neither moisture, heat 
ee a Te eee 6.85 nor cold will affect the adhesive—leaves 
ee atg wp ae ie gk 12.00 no mark on surface. Simply remove 
DD spi pksscbbecceckenees 22.00 the protective paper backing from the 


Additional 100's, $2.00 
Cash with Order—Shipped Postpaid 


label and press on the clean wind- 
shield or any other clean car suriace. 


NOTE: Label can be removed from car and stuck to sales papers as 
a verification of details of car sold. Original adhesive will stick to 
papers without use of water or paste. 


BELL & WALLACE 


7338 WOODWARD AVE. DETROIT 2, MICH 
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New Passenger Car Registrations, 35 States for October, 1953-1952 































































































































3| $ 
i 3 ° 
i b t a = 4 | s ov e e 
: Car registrations states are = =z e a a 
{ released here weekly, as com- 5 = 3 = 5 < ° ° 2) 23) «Ss 
; piled by R. L. Polk representa- ° ><z 2 é 4 ° > = ge | s3| 23 
; tives in state capitals. E <5 2 3 = >. 3 3 28 ES oS 
= | OF oO 3 © = < a | a | 
19 States Previously '53| 2921! 2378) one 12394| 22762) 27144) 642) 8305| 36091| 8960! 1145| 29400; 4251| 6180! 49936;  90| 194| 204| 2| «77; ~=—-35|—«*1335| 1812} +1000| 3174) 664 9| 246| 117427 
Reported for Oct. '52) 1457 = 7679| 14370) 19297) 856! 3819] 23972] 7237) 2352| 21451; 5033) 6342) 42415) 368} 760) 1128 34) 123} 70) 1763) 3017) 1276) 2774) 972 28} 301) 92243 
eorgia "53 mT a 726; 1336; 2102 36| 591) 2729) 682 65; 2578} 242) 612; 4179) 1014) 24 Nl 1) | 32) Sty 45] 209) 4 8} 8619 
'52/ 60 9 244| 486 867| 1407 44} 234; 1685) 498] 116) 1776} 319) 474) 3183! 23) 30) 53) 2 5} 59} 103} 69; 204) 55) 1 3 6292 
ndiana "53, 544) 649) 1056) 2760; 5009} 5034; 118) 1386) 6538; 2134) 155} 5788; 893) 1359) 10329) 25) 77| 102) 1} 7| 5| 243) 417) 281) 1366; 94) 3 16) 24411 
52} 87; = 159} 319} = 666] 1231) ~=—1583 65 329 1977} 642} 171) 1866} 474) 587} 3740} 26; 98) 124) Ps ee | 170; 359) 85| 446) 57) 2 8214 
Maine 53, +75) 60) 150) 329 614; 427 4) 141 572| 162 19 575 59; 133 8) 5 13| l ae 4\ 26} S79, S28 | | 2373 
(Ail ‘52 14, 46, 8t| 207) 348 370 16} 67 453; 150 28 443 76} 112 09| HW} 18} 29) | ' 52 46 23} 64) 31 5|__ 1862 
Michigan = "53, 529) 564) 1282) 2943; 5318) 10246) 142) 2159; 12547) 2816; 344; 8809) 1007) 1953; 14929; 18) 54 72| l l | 324) 425) 220) 719) 65 14) 34633 
'52/ 253| 436] 1035| 1823] 3547) 7763} 195) 1160! 9118) 2022| 641) 6251; 1758] 2176} 12848; 98! 280) 378) 19 1} 388/ 935) 289) 639) 145 |___27| 28334 
Mnnescte ~~ "53, (145, 156| 237| 892| 1430| 2069; 42) 609) 2720, 703 47| 2349; 370) 545| 4014 | +2 22 | 4| 69, 100; 80; 222| 40) 6| 8708 
52) 156] 172) 522) 763) 1613} +~=«1724)~=—91|_—« 682) 2497)~—=«731| «154 2215] 437|~=—«676]~—s4213) +=) Ss 64) sé) 6| ! 147| = 128} 290 40 ! 5} — 
New Mexico 53} 70) ~=—38 88; 1% 385, 449 18} 164) 631) 167 16; 461 79| ‘120 843 2) | 3) l l 1| 17 3| 9 67 14] | a3 
‘52 22| 23} ~=—-52 83 180; 231 i 74 316} 134) = 40) ~—-253 72| 109 608 | 2| 5 7| 3 18 3 | 23; 47 22| \ 1262 
New York "53, 1628, 1439) 2705) 5507| 11279| 9463, 146; 3165, 12774; 3912; 521) 10047; 1892; 3467) 19839) 51; 108) 159) | 24) 44) 433) 744) 503) 1276) 301 16| 209) 47601 
52) 449) 650) 1448] 2332] 4879) 5080) 291| 809} 6180) 3005} 850) 5595] 1726] 2226] 13402| 104) 274| 378 59} 57; 610| 999) 413) 848) 364 7| 152} 28348 
Ohio "53; 778) 650) 1780) 3329; 6537| 7659) 109) 2551, 10319) 2651; 288; 8109; 1100) 1989; 14137) 20 7, 9 4) 19) 2} 389) 464) 295) 919) 179 3 38) 33406 
‘52; 283) 461) 1153) 1827) 3724) 4820) 185) 934) 5939) 1970) 497] 5545} 1326] 1776] 11114) 101] 277) 378 |} 19 1} 420} 748) 328) 754) 247 13} 24) 23709 
Oklahoma 53) +87) 97; 200) 585 969| 1653 46| 470) =«2169) «414 46) 1697| 224) +352) + ~—-2733) 2 i 13 l l 34 57; 25, =—«128 8| | 6140 
‘52/59 83} 222) 490 854) 1312 39} 236) 1587] 407 93} 1402} 353] 387) 2642) 8 7 15 4 I 40} 163) 58] 149 i | 9| 5535 
Rhode Island "53, 49, 63) 143) 298) 553) 47) 9, 123) 603) 205 34 527 91; 140 997 A 8 14) 3) 47 41; 19, «145 9 17| 2448 
52 28} 34 92} 137} 291) 335 5} 69) 419| «=118) = 44 374 98! 126 760 8} 24 32 7 3} 34 a 22 46 12 1 14; 171 
South Dakota "53, 49, #30) + +‘t12) 280) 471 544 9, 139) 692) 150 i 579 86 93 919) 7 7 ] 1 2% 23 55 iT | 2239 
52 27 39| 73) «146 285 329 10 85 424| 126 30 428 78} 104 766 | 5 9 14 15 33 33! 16 65 14] 2| 1634 
Tennessee "53 95, 94) 303; 719) 41211) 1498 25, 346) 1869 486 42; 1739) 187/371) 2825 10 5 15 2 31 59, 32) 14 23 6216 
‘52; 76} 8} 268} 518} 943) 1320) 21] 165} 1506} 467) 413] 1623} 257) 389] 28491 25 25; 50 7| 8) ' 70; 126| 45) 187 53) 2 6} 5853 
Vermont "53 26; ««413|~=Ss«St|Sst25]~—Ss«a20S|~—Ss220 3 aS ww 71| 7 281; 36) S63 458) 2| 2 4 l 1 1] 4, 24) #10 28 12 Nl 2| ‘1034 
52 12 10} = 34)—«57]— st 140) i. 167 82 15} 195 60 45 397| 1| 5] . 1 2) 9 28 7 Ae 2 I) ! 3} 795 
Virginia "53, 266 (198) 411) 1355) 2230) 2553 42; Sil) 3106) 662 67; 2621; 334) 604; 4288; 12 25) «37 10) 5} 133) 0] 78; 2ei; 41 26, 10322 
'52 83; 130} 323; 787; 1323) 1889} 79) 242| 2210| 603; 178) 1966] 434! 566] 3747; 52 99} 142) 3} «10 6| 144) 172} =O}, 255) 8} 34| oat 
Washington "53, 136, 92| 273) 689) 1190) 1610 32} 360) 2002) 370) 59| 1239/2786] 244) 2188) 2; +20 22) 9 6| all 109} 62) +192 33) 1 2 2 
‘52; 121| 138] 284) 454| 997) 952 35| 250| 1237/ 368} 91) 1138) 268) 356) 2221 17] 116} 133] ae 35| 107] 225} 62) 173 4\ 288 
Wisconsin / "53, 203, 248; 467) 1056; 1974) 2507 62; 625; 3194) 1098 85) 3112) 444) 754) 5493) 6 29; 35) | 6| | 128) 355; 85) 333 58 14] 11676 
'52| 143] ai 518} 692; 1525) 1590/ 50) 346) 1986] 771 209) 1959} 581| 601; 4121 16} 56| 72 8} 2} 138) «575 82} 261; 57] 1| 8} 8836 
35 States Reported "53, 7731) 14707| 34183) 63483) 75649) 1485) 21697; 98831) 25643) 2951 79911] 11571) 18979| 139055| 265; 652/ 917| += 20|_-—«:163|-—««100| 3372) 4847) +2793) 9330) 1592; 33) + 659| 325195 
To Date for Oct. 52/ 3330) 04 10339} 19147) 37090 50142) 2010) 9521! 61673) 19331| 5622} 54480| 13350] 17052} 109835! 9890) 2138) 3028 46, 304) 181] 4184) 7890) 3041) 7231; 2216] 59) 650) 237428 
Year 7 "53, 127162| 100342|243108|486708| 957320, 863610) 34331 | 218567) 1116508|379713| 80679) 1107564 | 259582 322380) 2149918) 9991| 20968| 30959, 653) 5737) 2636| 56811/121034) 63370|135592| 37540| 1375| 15786|4695239 
To Date ‘52 91242| 72127| 197153| 344376! 704898) 549466| 22754| 138964) 711184/246294| 71947| 660469| 172062|209734| 1360497| 24495| 32506| 57001! 1297} 6000) 4122) 65910/113593) 54618|124563| 32309| 3489) 12794|3252275 









































New Commercial Car Registrations, 30 States for October, 1953-1952 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 


Truck registrations by states are re- 
leased here weekly, as compiled by 


R. L. Polk representatives in state 
capitals. 


Brockway 
Chevrolet 
Diamond-T 
International 
Kenworth 
Peterbilt 
Studebaker 
Overland 


Willys- 








































































































II States Previously ‘53| H 3| 4032 60| 42) 726 2| 3886 3| %9| (1214) 10} 78) 4 3| 32] 244) 116] 356] = 9]—«4:1798)'53 11 States Previously 
Reported for Oct. ‘52 | 5 4| 4304 3] 69) ~—40|—«1344 7| 2289 5| 1323] 1398 —9|_—— 74 | 8] _— 36] ~—431]_—125| 454] ~— 27] _—*1:1955/'52 Reported for Oct. 
Georgia °53| 652 | 1) % 638 126) 139 _. Nl | a on a Sy 1756 "53 Georgia 

‘52 = az | 2 1] 155 1] 329 |__ 170) (179 |__10| 2| 97] ~—st2|_—_—=it 1} __1723|'52 aes 
Maryland 53) 4 9) 369 a 1) 66 6) 285 52, 93 | 10 z= i) 14 4 1, 937|"53 Maryland 
'52| | 3] 295 Cl 4) 2| 175 | 57] — |B | 5] _35}_—2o}_st Soe eee 
Michigan 53, —«*10 1261 | | 53) 22t | 1471 212) 205 a 3) 34,442 | 3616)'53 Michigan 
'52| 3 1214 | 13} -27|_—4t9|_—2t| «923 367| ‘198 | _5] ‘| 27|__—7|_—st|_—si7 S| 3373/52, - 
Minnesota *53| 465 16 ‘| 44 1| 497 2 Si 165 | iT) 1 10) 21 8) 14) 1346 |'53 Minnesota 
‘52! 606 9] 6} __200) 403 1] 140} 272 | 9 2| 2 78; «10; ~— 43 1] __1793)'52 ; = 
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‘52 263 | 59 123 4) 27] __101 2 2| 34 '| 67 | __ 685|'52 ce a 
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‘52 4 820 4 3} 261 372 1] 267) 245 62 i] _ 4] 87|_~—40]— 34 eee ee 
North Dakota 53 191 | 2 178 | «9 | 15 6 566) '53 North Dakota 
‘52 207 48 144 2} 47|_—*136 | mw 6 Oe nee 
Rhode Island ‘53 2 | 7 zx 3) ss 9 | i 23 3 l ; 7 4) Cy | 261/°53 Rhode Island 
a ‘52 5 104 is 2) 29} 52 | aw U6 6| 5 9) 8 3) ‘| __ 271) '52 ee 
South Dakota ‘53 l 159 1 | 2 173 | 4 si 6063 l 7 5s 19 529)'53 South Dakota 
‘52 120 | 65 37} 7i| | i] 32} a |___388/"52 5. Jae 
Tennessee 53) | 601 ' 3 565 115 bi) 8 | | ! 23) 9) 15} 1526/53 Tennessee 
‘52| | 755| 7 4| 173 290 199} 214 | 14 , oe ie ae ee a ee ee 
Utah 53 l 136 ! 39 | 139 27; 38 3 4 3] 7 5 6) | 417)'53 Utah 
52 218 fa 28 75 | 48} 59 3 ! 2] ], 4} Sf] SaaS in 
Vermont "53, l | 41 l 10 52 | | 2 i | 5| iW) 0] 168)"53 Vermont 
‘52 | _ 59 3 34| 31 32) 30 6} 2} tt} 3|_—_—223)'52 
Virginia 53) 3 631 1 107} 527| 107; 99 | 4) 34) 7) 1609/53 Virginia 
‘52 | 6 | 569 | 4| 204) t|_:333 3} 189) 219 12| |i] aif 92} —20]—S 5 1] 1744 |'52 : 
Washington 53) l 385) rs 4) 137 | 377 119) ‘120 9 6 | wv) a2 4) 53} 3) 1250)'53 Washington 
'52| | | 345 |} 8}-_—5)_—si |__183 135] 131 7|___— a eS ee ie a aa 2 
Wisconsin ‘53, 3] | 668 | oe 13) 7 674, ——O«S|SC«d29)—=S«2385 6 7 , 8 By BF ima Wisconsin 
‘52 1 |__ 528! | _8]_—12|_~_—154} 262} 3)_—=«*t#38|—— 206 ss 53] 25] ~— 36] 9}_—«448'1'52 
30 States Reported 53, 56) 54) 11917 1; 158) 145) (2079) «| 11674) ~—«10)-«2582| +3096] +30) +~—«-262 7; 18) i 637/398) 744) —«18| + -34004)'53 30 States Reported 
To Date for Oct. 52} 31} 11995 ws 135} 124] 3680) 35} 6665] ~—s21} 3407} ~—«3823|_~—19|—258 1} 20) _—=*127|_—«1284)~—«351| 983) I |_-330641'52 To Date for Oct. 
Year '53| 1368)" 1606 |266660) 30/2775) 1950) 67679) 902/197139/ 295) 68130 7630] 653/568] 300) 383) 2043) 19348) 9781) 14367) 593] 7406101"53 Year 
To Date '52|__1183/ _1260/205146 2749| 2298| 80973| _671/137906| _391| 6I591| 74521| _567| 5735| _185| 399] 2556| 22881| 8823| 15407| 1825| 627297,'52 To Date 























following advertised-delivered prices 
2aue the retail list —_ aa by e 
factory, pro or . 
ona ebestalta aeitvery sol Tending Current Prices on New Cars _ |j.™evietents. ive: 
charges. They do not cover transporta- stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
tion costs, state and local taxes, op- : 5 J ‘ 872.50; cl. sed., $1,835; cl. epe., $1,842.50; 
tional equipment or any other charges | 4-dr. sed., $3,228.75 (8-pass., $4,368); cl. | $1,613.53; stat. wag., $2,095.07. Oustom- sed., $2,512.79; club sed., $2,459; 4-dr. spt. cpe., $2,064; conv., $2,220; stat. wag., 
that may be passed on to the retail buyer. | cpe.. $3. 202: Newport, 33.503: stat. wag.,| line 8—4-dr. sed., $1, 858.35; 2-ar. sed., | Traveler, $2,618.55. Manhattan—4-dr. sed., $2, 207.25. Belvedere—4-dr. sed., $1,953.25: 
AUSTIN—A-30 sed., $1,495; A-40 Som-| $4, 024.25. New Yorker Deluxe—4-dr. sed., | $1,809.45; cl. cpe., $1,819.50; stat. wag.. $2,649.63; club sed., $2,596.76. Dragon— spt. cpe., $2,145; conv., $2,301; stat. wag., 
erset sed., $1,795; stat. wag., $1,895; conv.,| $3,433; cl. cpe., $3,406.25; Newport, $3,-| $2,266.76. Orestline 8—Victoria, $2,120.23; | $3,923.91. (Hydra-Matie standard on Drag- $2,288. (Hy-Drive optional at $145.80 on ali 
$1,945; A-40' sports conv., $2,295. Austin- = 5 ean. fi: _ Custom Imperial— —., a0. ee: im. et’ = on, optional at $178.55 on other models.) | models.) ' 
Healey 100 sports conv., $2,985. (Delivered | 4-dr. «» $4,259.50; ., 4, ; Newport, lomatic optio: at $184 on mod- MERCURY — Custom — 4-dr. sed., $2,- Chieftain Special 
at U. 8. ports.) $4,560.25. Crown Imperial—4-dr. sed., to be/| els.) 250.50; 2-dr. sed., $2,193.50; spt. cpe., oa games: 2-dr. sed. Ss 956.36. —: 
BUIOK — Special 4-dr. Deluxe sed.,| announced; lim., to be announced. (Power-| FORD OF BRITAIN—Prefect 4-dr. sed., | $2315. Monterey ——4-dr. sed., $2,332.50: tain’ 6 Deluxe —4-dr. sed., $2,118.53; 2-dr. 


trician and formal sed., optional at $199 
on all other models.) 


PLYMOUTH — Plaza 4-dr. sed., $1,765; 





$2,255.32; 2-dr. Deluxe sed., $2,196.88; | Flite standard on all eight-cylinder models, | $1,337.04; Anglia 2-dr. sed., $1,179.07; | hara 451.50: conv., 3,609.50: 8- 
Riviera cpe., $2,295.43; conv., $2,553.17. | optional at $189 on Windsor Deluxe.) Consul 4-dr. sed., $1,695; Consul conv., on yg Fo (iere-O-iatic oe. a —" $2. ace t= 
Super —4-dr. Riviera, $2,696.17; Riviera| DeSOTO—Powermaster Six — 4-dr. sed., | $2,075 (power top. $150 extra): Zephyr! optional at $189.81 on ail models.) pecial—4-dr. sed., A 08 , 


10.56; conv. ,001.59; stat. | $2,385.75 (8-pass., $3,281); cl. cpe., $2,-|Six 4-dr. sed., $1,890; Zephyr Six conv., $2,031.45. Chieftain 8 Deluxe—4-dr. sed., 
wag., $5420. 73. tO dr. Rivi-| 364; stat. wag., $3,107.75. Fire Dome V-8 | $2,425. (Delivered at New York port of| NASH — Rambler Super—4-dr. sed., $1.- | $2.193.51; 2-dr. sed., “sa, 136.32; onnv., 
era, $3,254.36; Riviera cpe., $3,358.05;|—4-dr. sed., $2,673 (8-pass., $3,558.75); | entry.) 995; hardtop, $1,945; Suburban, $ ,945. | 517.66. Catalinas — Deluxe 6, $2, 
conv, | $3,505.56; | stat. | wag., $4,030.73; cl, cpe., $2,651.50; Sportsman, $2,922.50;| HENRY J — Corsair Four — 2-dr. sed., | Rambler Custom—4-dr. sed., $2,175; hard- | Custom 6, $2,370.43; Deluxe 8, $2,379.99 
Skylark sports car, aan conv., $3,144.25; stat. wag., $3,381. | $1,399. Corsair Deluxe Six — 2-dr. sed., | t©P. $2,095; conv., $2,125; stat. wag.,|Custom 8, $2,446. Station og BF 578. 98 
standard on Rendmnster’ ‘taadete, Sptional (PowerFlite optional at $189 on all models.) | $1.561.18. $2,095. Statesman Super—4-dr. sed., $2,-|seat Special 6, $2,449.61; three-seat Spe- 
at $192.50 on all others.) DODGE—Meadowbrook Six — 4-dr. sed.,| _HUDSON—Jet—4-dr. sed., $1,858; 2-dr. | 178; 2-dr. sed., $2,130. Statesman Custom | cial 6, $2,505.15; two-seat Deluxe 6, 2,- 

CADILLAC — Series 62—4-ar. sed., $3,-| $2,024.75; cl. cpe., $1,983, Meadowbrook | utility, $1,836.75. Super Jet—4-dr. sed., $1,- | —*-dr. sed., $2,362; hardtop, $2,468. Am- | 589.61; two-seat Special 8, $2,524.61; three- 
666.26; cl. cpe., $3,571.33; coupe deVille, | V-8—4-dr. sed., $2,175.75; cl. epe., $2,-| 954; 2-dr. sed., $1,932.75. Jet-Liner—4-dr. a Super—4-dr. sed. 1. oneee: ~— seat Special 8, $2,580.15; two-seat Deluxe 
$3,994.57: conv., $4,143.72. Series 60 Spe-| 154.25. Coronet Six—4-dr. sed., $2, 136; cl.|sed., $2,056.60; 2-dr. sedan, $2,045.85. | 54 oe. anne Ce ee ataens | eee ey eae Snich cn sll statin 
clal—4-dr. sed.. $4,304.88. Series 75—8|cpe., $2,109; 2-dr. stat, wag., $2,228.50;| Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,-| S¢4-, $2,595; eamee. $ . 0. ¢ poe © | wagons, $80 extra. (Hydra-Matic optional 
pass, sed., $5,604.34: lim., $5,817.73. Eldo-|4-dr. 2-seat stat. wag., to be announced; | 209.43; cl. cpe., $2,256.11. Super Wasp— optional at $178.85 on all models. ) on all models at $178.35.) 
rado—conv., $7,750. (Hydra-Matic stand-|4-dr. 3-seat stat. wag., to be announced. | 4-dr. sed., $2,465.84; 2-dr. sed., $2,413. 28: OLDSMOBILE—Deluxe 88 — 4-dr. sed., ROOTES—Hillman Minx—4-dr. sed., $1,- 
ard on all models. ) Coronet V-8—4-dr. sed., $2,244.50; cl. cpe., | cl. cpe., "$2, 435.84; Hollywood, $2,704; | $2,327.09; 2-dr. sed., $2,261.62. Super 88/699; California hardtop, $1,899; conv., 

CHEVKOLET — One - Fifty — 4-dr. sed., | $2,223; spt. cpe., $2,380.25; conv., $€2,-/ conv., $3,004.20. Hornet — 4-ar. sed., $2. —4-dr. sed., $2,461.71; 2-dr. sed., $2,-| $1.899; Hillman stat. wag., $1,949. Humber 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 513.75; 2-dr. stat. wag., $2,517; 4-dr. 2-seat 768.86; cl. cpe., $2,741.99; Hollywood, | 395.25; hardtop, $2,673.39; conv., $2,852.59.|—-Hawk sed., $2,399; Hawk touring lim., 
bus. cpe., $1, 524; 6-pass. stat. wag., $2,- stat. wag., to be announced; 4-dr. 3-seat $2,987.75; conv., $3,287.70. (Hydra-Matic | Classic 98—4-dr. sed., $2,785.82; hardtop, | $2.699; Super Snipe sed., $3,295; Super 
010. Two-Ten — 4- dr. sed.. $1,761; 2-dr.| stat. wag., to be announced. Royal V-8—/§ optional at $178.03 on all models in Jet | $3,021.75; conv., $3.228.84; Fiesta sports| Snipe touring lim., $3.595; Pullman lim., 
sed., $1,707; cl. ae $1, 726; spt. epe., | 4-dr. sed., $2,372.75; cl. cpe., $2,349; spt.| category. Borg-Warner automatic trans- car, $5,715. (Hydra-Matic standard on| $5,110. Sunbeam - Talbot — sed., $2,699; 
$1, 967: conv., $2,093; 6-pass. stat. wag..|cpe., $2,503; conv., $2,632. (Gyro-Matic | mission optional at $178.03 on all other | Fiesta, optional at $178.35 on all other/conv., $2,899; Sunbeam Alpine sports 








$2,123; 8-pass. stat. wag., $2,273. Bel Air| optional at $130.10 on Meadowbrook Six | models.) models. ) conv., $2,999. Rover—sed., $2,899. (Deliv- 
—4-dr. sed., $1,874; 2- o. ‘sed... $1,820; spt. | and V-8. PowerFlite optional at $189 on all JAGUAR—Mark VII 4-dr. sed., $4,255; PACKARD—Clipper—4-dr. sed., $2,598; | ered at U. S. coastal ports.) 
epe., $2,051; conv., $2,175. Corvette—conv. other models except Coronet Six station | Mark VII 4-dr., sed. with automatic trans- | 2-dr. sed., $2,544; Sportster hardtop, $2,- WILLYS — Aero Lark — 4-dr. sed., $1,- 
$3,513, (Powerglide standard on Corvette, wagons. ) mission, $4,450; hardtop, $3.875; modified | 805. Clipper Deluxe — 4-dr. sed., $2,745; | 727.15; 2-dr. sed., $1,640.99. Aero Faicon— 
optional at $178.35 on Two-Ten and Bel Air FORD—Mainiine 6—4-dr. sed., $1,690.47; | hardtop, $4,075; conv., $3,975; modified | 2-dr. sed., $2,691. Packard—Cavalier 4-dr. | 4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
rnodels. ) 2-dr. sed., $1,641.59; bus. cpe., $1,537.33; | conv., $4,175; open sports, $3,345; modified | sed., £3,244; Mayfair hardtop, $3.278; | Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
CHRYSLER—Windsor Deluxe—4-dr. sed., | stat. wag., $2,018.90. Oustomline 6—4-dr.| open sports, $3,545. (Delivered at U. 8./|conv., $3,486; Patrician 4-dr. sed., $3,740; | $1,963.50. Aero Eagle—Hardtop cpe., §$2,- 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,-|sed., $1,782.69; 2-dr. sed., $1,733.79; cl. | ports of entry.) Caribbean conv., $5,210; formal sed., $6,- | 157.18. Station wagons — 4-cyl., $1,862.70 
540.50; Newport, $2,830.75; conv., $3,-|cpe., $1,743.29. Mainline 8—4-dr. sed, KAISER — Carolina — 4-dr. sed., $2,-| 531; executive sed., $6,900; corporation | (four-wheel drive, $2,304.55); 6-cyl., $1,- 


045.75: stat. wag., $3,321. New Yorker— | $1,766.09; 2-dr. sed., $1,717.20; bus. cpe., | 372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. | lim., $7,100. (Ultramatic standard on Pa- | 949.23 








TT TS ET 


ARE FO 


presress 


cae Aes PE ADNAN AANA A kk Aha NALS RP NMSA ML 


Substantial qualified Chevrolet, Ford and Plymouth Dealers 









west of the Mississippi are invited to 


LEASE CARS & TRUCKS 


under our 


COST-PLUS CONTRACTS 


We Hold Open Orders; Write TODAY for Details 
AUTOLEASE GROUP, 522 5th Ave., New York City 







The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION'S LEADING CARS 


GEORGE P. HOOPER 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


Dealers ... Garage Men 
300,000 MECHANICS PREFER 


CRUSHPROOF TUBING 


to Carry Off Exhaust Fumes from Cars in Garages 
BECAUSE: 


1. New Extrusion Process Improves It 10 Ways . . . It's Now Siliconized. 


2. Car wheels run over It Without Damage . . . Springs Back to Shape 
Instantly. 


- All neoprene rubber . . 
Takes 300-plus heat. 

If used in underfloor systems, can be rolled up easily and put away. 
Unaffected by oil, water, fumes. 

Nothing to rust or scratch cars. 

No thin spots in tubing . . 





. no wires or coils in tubing. 


. new process guarantees uniform wall. 


CONN hw 


All-new spiraled tubing screws into new spiral-collared adapter for 
use over deflectors on tailpipes . 


. . holds tightly. 


r 
bi 





Brass Snaps Close Adapter 


Screw Tubing Into Collar 
Around Tailpipe 


Tubing Takes Full Bend 
Of Adapter 


Without Kinking 


NATION'S LARGEST MAKER OF RUBBERIZED 
TUBING FOR GARAGE EXHAUST SYSTEMS 


Buy in 50-foot rolls and cut to lengths needed by each mechanic 
OR 
Order in Continuous Lengths, with no vulcanized Joints, 
of 8, 10 or 11% feet. 
Write for Nearest Jobber or Order Direct from Us. 
(Price is Same Either Way) 


Address All Mail to: 


CRUSHPROOF TUBING CO. 
P. O. Box 796, Cleveland 22, Ohio 


OF FICES: 858-60 Leader Buliding, Cleveland. SUperior 1-3353. FACTORY: North Baltimore, Ohio. 








Tactics Described in N. Y. 
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Unions Renew Drives 
On Auto Salesmen 


(Continued from Page 3) 


next year is remote, while the 
UAW still has time to think 
about it until 1955. 


For the time being, with a two- 
cent hourly increase coming to auto 
workers under the latest cost of 
living index, little is said by the 
UAW about the annual wage. The 
committee studying the issue is 
slated, however, to resume hear- 
ings next January. 

* * * 


a. general impressions from 
the Cleveland proceedings is 
that CIO unions will press rather 
for fringe benefits next year than 
for higher wages. Fears of a re- 
cession and ensuing unemployment 
seemed to have toned down many 
a belligerent speech at the con- 
vention. 

However, the CIO emerged 


Improved Service 


To Be Theme of 
NADA Convention 


MIAMI BEACH. — “Reducing 
Your Service Customer Loss Ratio” 
will be the theme of the Saturday 
afternoon service clinic to be pre- 
sented at the 37th annual conven- 
tion of NADA, scheduled to open 
here Jan. 9 and run through 
Jan. 13. 


In making the announcement, 
Alton M. Costley, general chairman 
of the 1954 convention committee, 
said that C. P. Williams and an 
advisory panel of four will discuss 
methods to improve service opera- 
tions in any dealership, regardless 
of size. The clinic will begin at 2:30 
p.m., Jan. 9, in the Miami Beach 
Municipal Auditorium. 


Williams, service consultant in 
Inglewood, Calif., has chosen a 
panel comprised of dealers who 
have been successful in organizing 
and operating profitable service de- 
partments. 


Appearing on the Saturday after- 
noon advisory panel will be Helen 
Sachs, Mercury dealer in Downey, 
Calif. Through a series of business 
achievements, Mrs. Sachs operates 
the fifth largest Mercury automo- 
bile parts and service business in 
this country, according to a recent 
survey. 


Other members of the Saturday 
afternoon clinic include John A. 
Hine, Dallas Pontiac dealer with 
a record for the largest Pontiac 
parts sales; James N. Mezey, who 
operates a Manhattan Lincoln-Mer- 
cury dealership, and W. R. Ste- 
phens jr., of Stephens Buick dealer- 
ship in Minneapolis. 


Running concurrently with the 
convention will be the 7th annual 
National Automobile Dealers 
Equipment Exhibition. The exhibi- 
tion will introduce the truck body- 
truck equipment exhibition, which 
will give truck fleet owners and 
dealers an opportunity to study and 
compare a variety of truck equip- 
ment. The exhibition will be open 
from 9 a.m. to 6 p.m, daily, begin- 
ning Saturday, Jan. 9. 





from the convention as a body 
more tightly knit than ever, 
Walter Reuther, who was re- 
elected president, was the undis- 
puted leader who, in the last year, 
has done much to put loose ends 
together and strengthen the 





New Living-Cost Index 


Ups Auto Pay 2 Cents 


DETROIT. — Under the latest 
cost of living index, issued last 
week by the Government, one 
million auto workers will receive 
@ wage increase of two cents an 
hour. 


The index, issued by the Bu- 
reau of Labor Statistics, shows 
that prices rose two-tenths of 1 
percent between mid-September 
and mid-October to put the new 
index figure at 115.4 percent of 
the 1947-49 average. 





smaller unions in their compe- 
tition with the rival AFL unions. 

A number of decisions and 
election certifications concerning 
dealers and other automotive 
firms were given last week by the 
National Labor Relations Board. 

A complaint against Kauffman 
Buick Co., Spokane, Wash., also 
was dismissed by the NLRB, after 
an employe had charged the firm 
had dismissed her because of union 
activities. 

Dismissal of a complaint 
against Blue Flash Express, Inc., 
New Orleans, also was recom- 
mended by a trial examiner. 
Local 270 of the AFL Teamsters 
Union had charged the firm’s 
general manager had _ interro- 
gated employes for the purpose 


Used Cadillacs 
Lose Gilt Edge, 
Specialist Says 


CLEVELAND. — A top dealer in 
used Cadillacs, exclusively, reports 
that the used-Cadillac market has 
seen its lush days. 


Mannie Berk, owner of Ace Mo- 
tor Sales, reputedly Ohio’s largest 
used-car outlet dealing in Cadillacs, 
said that “a shortage of money and 
excessive new-car production in all 
lines have combined to ruin the 
market for used Cadillacs.” 


In the last six years, Berk said, 
he has shipped about 3,000 Cadil- 
lacs to every state in the union, as 
well as the far east. 

Today, he said, he deals only in 
Cleveland sales, and “I have about 
20 Cadillacs for sale today. That’s 
a 30-to-60-day supply, compared 
with a 10-day turnover two years 
ago.” 

Berk said that used - Cadillac 
prices had dropped $500 in the last 
|six months. A used 1953 Cadillac 
|now sells for about $1,000 below its 
|new-car showroom tag, he said. 















Tribute to Pistocco— 


More than 150 employes of Joe J. Pistocco (left), Cadillac distributor in Wichita 
Falls, Tex., present their boss with an oil portrait of himself at the company's annual 
LL nnn 9 OC Te presentcyon s mace by Henry Hostetrer office manager. 








of dissipating union represen 
tation. 


The examiner said the record 
showed no efforts by the compan, 
to undermine the union or that ¢ 
withheld recognition of the unio 
for reasons other than its statei 
good faith doubt concerning the 
union’s majority. 


Obituaries 


Richard B. Pennock, 
Oldsmobile Dealer 


EAST ORANGE, N. J.—Richard 
B. Pennock, 56, president of Pen- 
nock Oldsmobile Co. here for 13 
years, died of a coronary attack 
while visiting at Williamsburg, Va. 

Mr. Pennock had been in the 
auto business since World War I, 
when he served with Capt. Eddie 
Rickenbacker. At one time he was 
wholesale representative for Buick, 
Oldsmobile and Pontiac. He was a 
member of the Automobile Old 
Timers Club. 

* a * 


Carl M. Braun 

LITTLE ROCK, Ark. — Carl M. Braun 
former Hudson zone manager in Memphis, 
died Nov. 16 at his home here. He retired 
three years ago. Before joining Hudson 
more than 25 years ago, Mr. Braun was 
associated with Ford Motor Co. in Detroit 
and Boston, and as branch manager at 
Buffalo. 





* 


* * 
Russel F. Blackwell 
SPOKANE. — Russel F. Blackwell, 74 
pioneer railroad builder and for the last 10 
years an auto dealer, died of a heart 
attack. 
* * + 


J. C. Davis 
CARROLLTON, Tex. — J, C. Davis, 81, 
pioneer Carrollton auto dealer and former 
mayor, died Nov. 15. He operated the first 
Dallas County Ford dealership. 
+ * * 


Samuel Rosenheck 
ELMIRA, N. Y.—Samuel Rosenheck, 44, 
a used-car dealer, died Nov. 16. The busi- 
ness at 114 Fox St., was established many 
years ago by his father. 
© * * 


George W. Mohr 
SPOKANE, Wash. — George W. Mohr, 
former owner of a dealership here, died 
at the age of 65. 
* * ? 
Frederic W. Miller Sr. 
AUGUSTA, Ga.—Frederic W. Miller sr., 
auto dealer, died Nov. 18. 
* * 


Sam Arrington Harbert 
COLUMBUS, Tex.—Sam Arrington Har- 
bert, 68, believed to be the oldest Dodge 
dealer in Texas, died Nov. 16. 
* * * 


Orlie A. Wilson 
OMAHA.—Orlie A. Wilson, president of 
Andrew Murphy & Son (Chrysler-Plym- 
outh), with which he had been associated 
for 45 years, died Nov. 21. 
* ~ * 
Cecil Clarence Seever 
OMAHA, — The body of Cecil Clarence 
Seever, 57, auto dealer of Superior Neb., 
was found Nov. 20 on a highway west of 
Omaha. He was believed to have been the 
victim of a hit-run motorist. He had at- 
tended a sales meeting just a few hours 
before the body was discovered. 
* * * 


Cyril Eric Carter 
VANCOUVER, B. C.—Cyril Eric Carter, 
wholesale manager for British Car Centre, 
is dead. He had been 22 years in the auto 
business in Vancouver. 
* * * 


Arthur W. Boeing 
MILWAUKEE. — Arthur W. Boeing, 33, 
vice-president and sales manager of Monart 
Motor Co., died Nov. of a heart ailment 
He had been with the company sinc~ 1948 
* * * 


John Middleton 

MENA, Ark.—John Albert Middleton, 61 
mayor of Mena and owner of Middleton 
Chevrolet Co. and Universal Motor Co 
(Oldsmobile), both of Mena, died Nov. 22 
in a Little Rock (Ark.) hospital. He was 
serving his seventh consecutive term as 
mayor. Mr. Middleton served in the Ar- 
kansas State Senate in 1940. He was presi- 
dent of the Mena Industrial Foundation 

* * + 


Otto R. Conrad 

SCRANTON, Pa.—Otto R. Conrad, &2 
pioneer auto dealer here, died Nov. 19. He 
became local agent for Pierce-Arrow Motor 
Car Co. in 1902. Mr. Conrad was one of the 
founders of the Lackawanna Motor Club 
and was its treasurer at the time of his 
death. 

* * + 
Delbert F. Thompson 

RICHMOND, Calif.—Delbert F. Thomp- 
son, 63, owner of Contra Costa Motors 
(Buick), died in his office of a _ heart 
attack. He had been an auto dealer in 
Richmond for 15 years and had handled 
Buick since 1943. 


Quad-City Show 
To Open Apr. 3 


DAVENPORT, Ia.—The 1954 auto 
show for Quad-City auto dealers— 
the Quad-City Autorama — will ‘e 
held April 3-11, according to Ver: - 
on B. Trevellyan, chairman. 

The show will be at the Rock 
Island (Tll.) armory. An entertai: - 
ment program is planned to su>- 
plement the display of new auto-. 

Assisting in direction of the sho v 
will be G, LaVerne Flambo, ma: - 
ager of Radio Station WQUA, y” - 
line, Ill, 








ord 


the 


ard 
pn- 


ick 
Va. 
the 


die 
‘as 
pik, 
i: 
ld 


an 

is, 
red 
on 
(as 
olt 


4, 
10 
irt 


1, 
er 


si- 
ly 


d 


e 


2+ ee 

















Used-Car Auction Prices 


AUTOMOTIVE NEWS, NOVEMBER 30, 1953 


Market Trend 


The overall average price of wholesale used cars declined $5 last 
yeek to a low of $755, according to Automotive News’ index, 

The only gain—a modest $1—was credited to 1953 models. All other 
1 odels declined in price. It was the third straight week that ’53s had 
turned upward, The average price for ’53s stood at $1,937, or $69 more 


than four weeks ago. 


Biggest losses—$9 each—were sustained by ’50 and ’46 models. Other 
drops were ’49s, down $8; ’51s, down $6; ’52s and ’47s, down $2, and 


48s, down $1. 


Activity remained steady, with 60 percent of the offerings sold. At 
nine representative auctions, 1,160 cars were moved out of 1,925 offer- 
ings. A week earlier, 1,914 cars were offered and 1,154 were sold. 


Prices marked with an * indicate a unit equipped with an automatic 


transmission or overdrive, and 


DENVER 


(Denver Auto Auction. Sale every Tues- 

day. Prices are for sale Nov. 17.) 
(Prices slightly lower on used units. 
Market stronger on new cars. Percentage 
of sales slightly higher. 95 cars sold out 
of 179 offerings.) 

BUICK—’'53 RM 4-dr., $2,800° (ps); 
conv., $2,065*. '51 Super 4-dr., $905*. 
RM 2-dr., $560°. 

CADILLAC—’52 (62) $2,890* (ps), 
$2,705*. ’51 (62) 4-dr., "50 (62) 
4-dr., $2,010*. — (62) 4-dr., "46 
(61) 4-dr., $41 

CHEVROLET — “53 Bel Air Sport coupe, 
$2,162*, $1,945*; 4-dr., $1,870*, 2 at 
$1,775; (210) 4- dr., $1,680. °52 Bel Air, 
$1,120; SL Deluxe 2-dr., $1,070. ’51 SL 
2-dr., $810; %-ton pickup, $765. 

CHRYSLER—’54 NY 4-dr., $3,300* (ps); 
club coupe, $3,141. '53 Windsor Newport, 
$1,980*. 

DODGE—’54 Coronet 2 at §$2,- 
320*; (6), $1,989. 

FORD—’'53 (8) Ranch Wagon, $2,150*, 
$1,810; Victoria, $2,140, $2,045; Main 
(6) 2-dr., $1,675. '51 %-ton pickup, $700, 


Super 
"49 


4-dr., 
$2,085°. 
$520°. 


(8) 4-dr., 


$635; Deluxe (6) 2-dr., $595, $520. '50 
ag (6) 2-dr., $600; Custom (6) 2- 
$495. '49 Custom (8) 4-dr., $450. '47 
Customs (6) 4-dr., $200. 
HUDSON—’52 Hornet 4-dr., $1,200. °'49 
Commodore (8) 4-dr., $355. 
LINCOLN—’52 Capri 4-dr., $2,060*. ‘51 
Cosmopolitan 4-dr., $850*. °48 club 


coupe, $205. 
MERCURY—’53 Custom Sport coupe, $2,- 


350, $2,270*; 4-dr., $2,290; Monterey 
4-dr., $1,925. ’51 2-ar., $1,140; 4-dr., 
$1,110. 49 2-dr., $600, $590 

NASH—’52 Rambler station wagon, $975. 
"49 2-dr., $370. 

OLDSMOBILE — '53 (88) 4-dr., $2,675*; 
Holiday, $2,540*. °51 (98) 4-dr., $1,180. 
"50 (88) 4-dr., $865*%; (98), $700*. 

PLYMOUTH—’54 Belvedere 4-dr., $2,220*, 


$1,885; Plaza Suburban, $2,015, $1,980; 
club sedan, $1,665. '51 Cranbrook 4-dr., 
$775. °50 Special Deluxe 4-dr., $660; 
Deluxe 4-dr., $450. 

PONTIAC—’53 Catalina, $2,250; Chieftain 
(8) 4-dr., $2,200*, $1,895*. ’52 Chieftain 
(8) 4-dr., 2 at $1,160*; sedan, $880*. '51 
Silver Streak (8) 4-dr., $980*. '50 Silver 
Streak (8), $725*. 49 Chieftain (8) 2- 


dr., $560. 

STUDEBAKER—’51 Champion 4-dr., $635. 
"48 Commander 4-dr., $255. ; 
WILLYS — ’52 station wagon, $850. ‘51 

%-ton pickup, $540. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 
18.) 

(Average sales, dealers are not moving 
cars at retail. 32 cars sold out of 77 
offerings.) 

BUICK—’50 Special 4-dr., $705. ‘48 RM 
4-dr., $450. °46 Super 2-dr., $145. 
CHEVROLET—’52 SL Deluxe 4-dr., $970. 

‘51 SL Special 2-dr., $815; Deluxe $835, 

$765. ’°50 FL Deluxe 2-dr., $650. '46 8M 


2-dr., $245. 
FORD—'52 Main 4-dr., $1,000. ‘51 
$870. ’'50 Custom (8) 


Custom (8) 2-dr., 
2-dr., $730, $705, $700, $660. '48 Deluxe 
"47 Deluxe (8) 4-dr., 


(8) 2-dr., $300. 
$200. ‘46 Deluxe (8) 2-dr., $200. 
OLDSMOBILE—'50 (88) 2-dr., $1,050. 
PACKARD—’52 4-dr., $1,000. 
PLYMOUTH—’53 Cranbrook 2-dr., $1,310. 
‘51 Cranbrook 4-dr., $500. ‘46 Deluxe 
2-dr., $205. 
PONTIAC—’51 Chieftain 2-dr., $700. 
Torpedo 2-dr., $130. 


DYER, IND. | 


(Dyer Auto Auction. Sale every Friday. | 
Prices are for sale of Nov. 13.) 
(163 cars sold out of 237 offerings.) 
BUICK—’53 Super sedan, $1,995. '52 RM 
Riviera, $1,715*. °51 Special sedan, $1,- 
030°. ’50 Super Riviera, $1,015*; Special, | 
$770, $665*. '47 Super sedan, $340. 
CADILLAC—’52 (62) coupe, $3,020". 
(62) coupe, $1,060*. 
CHEVROLET — ’53 (210) sedan, $1,520*. 
‘52 SL Bel Air, $1,425*. '51 SL Bel Air. | 
$1,190*. °50 FL sedan, $710*, $630; SL 


(8) 


"48 


"48 | 





(ps) indicates power steering. 


$710°. 
"48 FM sedan, 


Windsor sedan, $1,105*. 
$380. °47 Windsor 


49 FL sedan, 
$400, 


Bel Air, $890*, 
$680, $515, $500. 
$285. 
CHRYSLER—'51 
’48 Windsor sedan, 


conv., $135. '46 Windsor sedan, $125. 

DeSOTO—’51 Custom sedan, $1,020*. 

DODGE—’'54 Royal (8) sedan, $2,380*. '53 
Coronet (8) coupe, $1,325*. ‘52 Way- 
farer (6) sedan, $875*. '50 Coronet (6) 
sedan, $€90*. 

FORD — '53 Main (8) ranch wagon, §$1,- 
715; Crest (8), $1,875*%; Custon: (8) 
sedan, $1,520, $1,405, $1,105*. °52 Cus- 


tom (8) sedan, $1,150*. '51 Custom (8) 
sedan, $985, $745, $630, $570, $550, $440; 
Country Squire wagon, $1,040*. '50 Cus- 
tom (8) sedan, $535, $445, $430, $425, 
$345, $300, $295; conv., $480, $355. 

HUDSON—’53 Hornet coupe, $1,530; Super 


Wasp, $1,400. ’51 Hornet sedan, $915*. 
‘49 Super (6) sedan, $395, $235. 
MERCURY — '53 coupe, $2,365*, $2,080; 
sedan, $2,055*. °51 4-dr. sedan, $1,025, 
$975, $915, $830> '50 4-dr., sedan, $720, 
$715. '49 4-dr., sedan, $450; conv., $490. 


NASH—’52 Statesman sedan, $1,090; Ram- 
bler wagon, $945. °51 Rambler coupe, 
$715, $600. ’50 Statesman sedan, $450. 

OLDSMOBILE—’52 (88) Holiday, $1,910*, 
$1,780*; (98) sedan, $1,900*; (98) conv., 
$1,800*. ’50 (98) sedan, $790, $710; (88) 
Holiday, $1,060*. 

PACKARD—’47 sedan, $175. 

PLYMOUTH—’54 Belvedere sedan, $1,980; 
Savoy coupe, $1,725. °’53 Cambridge 
sedan, $1,095. ’52 Suburban wagon, $1,- 
040, $1,035, $875; Cranbrook sedan, $840. 
’51 Cambridge sedan, $800, $785, $760. 
"49 Deluxe sedan, $460. 

PONTIAC — ’53 Chieftain (8) conv., $1,- 
950*. ’52 Chieftain (8) sedan, $1,335*. 
’51 Chieftain Catalina, $1,225*; Deluxe 
(8) sedan, $1,100*. ’50 Chieftain Deluxe 


(8), $860*, $720*. '46 Streamliner (8) 
sedan, $290, $135. 
STUDEBAKER — ’51 Commander conv., 


$550; Champion sedan, $685, $550; Com- 
mander, $695. 50 Champion sedan, $440, 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Nov. 19.) 
(Market very strong. Clean cars sold 
at good prices and rough cars cheap. 
Sold 61 cars out of 91 offerings.) 
BUICK—’50 Special sedan, $595*; sedanet, 
$595*. °47 Super sedanet, $175. 
CADILLAC—’53 (62) coupe, $3,400. 
CHEVROLET—’53 Bel Air sedan, $1,900*, 
$1,700, $1,450. °52 Special sedan, $960; 
%-ton’ pickup, $750. °51 Deluxe sedan, 


$950, $900*. °50 Deluxe sedan, $595. °47 

SM sedan, $330. '46 SM sedan, $175. 
DODGE — ’49 Custom sedan, $450*. °47 

Custom sedan, $260, $225, $210. 
FORD—’53 Custom (8) Victoria, $1,840; 


sedan, $1,750. °52 Custom (8) Victoria, 
$1,480*; sedan, $1,135*, $1,175; Custom 
(6) sedan, $1, 100, $905. °51 Deluxe se- 


dan, $800, $795; Custom sedan, $870*. 
*50 Custom sedan, $740. '49 Custom (6) 
sedan, $535. °47 Deluxe sedan, $175. 
"46 Super Deluxe sedan, $155. 

HUDSON—’51 Hornet sedan, $800*. ‘49 
Deluxe sedan, $350, $280. 

KAISER—’51 Deluxe sedan, $165. 

MERCURY—’49 Sport coupe, $515. °46 
club coupe, $310. 

NASH — '50 Statesman sedan, $425. °46 


(600) sedan, $100. 

OLDSMOBILE—’50 (88) sedan, $840. 

PLYMOUTH—’50 Deluxe sedan, $650. ‘49 
Special Deluxe sedan, $380. ’48 Special 
Deluxe sedan, $325. ‘47 Special Deluxe 
sedan, 2 at $265, $245. 

PONTIAC—’53 Chieftain (6) Catalina, $2,- 
000. ’51 Chieftain (8) sedan, $900*. ’50 
Chieftain (8) sedan, $750. ’49 Chieftain 
— $480*, $490*. ‘47 SL sedan, 


STUDEBAKER—’52 Land Cruiser sedan, 
$815; Commander sedan, $865. '50 Com- 
mander sedan, $400*. 

WILLYS—’46 Jeep, $365. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
|Monday. Prices are for sale of Nov. 16.) 
(The car market here was unable to 
hold last week’s brightness. Large num- 
ber of car buyers attended the auction 





Bartons Celebrate 25th Anniversary— 

Ray L. Barton (third from left), and his brother, James R. Barton (fourth from left), 
who 25 years ago founded Barton Auto Co. (Oldsmobile), Spokane, were honored by 
their staff to celebrate the anniversary. With them are Al Perrault (left), new-car 
sc'es manager; George Heglar (second from left), used-car sales manager; Perry Soth 
(second from right), general manager, and Willard Besly, wholesale manager. 








but it appeared that most of them had 
run out of buying money. There are more 
cars for sale than buyers. 115 cars sold 


out of 147 offerings.) 
BUICK — '52 Super Riviera, $1,510*. ‘50 
Special sedan, $660; Riviera, $800*. ‘49 


RM sedan, $400*. 

CADILLAC—’51 (62) conv., $2,700*. °50 
(62) sedan, $1,670*. '49 (62) sedan, $1,- 
060°. °47 (61) sedan, $330*. 


CHEVROLET—'53 Bel Air conv., $1,800*. 
"52 SL Deluxe sedan, $1,250*, $1,235, 
$1,010; conv., $1,110. '51 FLL Deluxe 
sedan, $1,060*, $940*, $890. ’50 SL 


Special sedan, $450, $400; Deluxe sedan, 
$810*, $550. ‘49 SL Deluxe sedan, $510, 

60, $440; conv., $480; FL sedan, $525. 
’48 FL aerosedan, $370, $360; FM sedan, 


$460. '47 FL sedan, $400, $385; aero- 
sedan, $370. 

CHRYSLER—‘51 Windsor sedan, $1,030*; 
Saratoga, $1,040*. 

DeSOTO—'52 Custcm sedan, $1,275*. ‘51 
Custom sedan, $1,025*. °49 Custom 
coupe, $600. '48 Custom sedan, $420*. 


DODGE—’51 Diplomat sedan, $1,050*. '50 
Meadowbrook sedan, $640. ‘47 Custom 
sedan, $270. '46 Deluxe sedan, $270. 

FORD—’52 Main (8) sedan, $1,020; Cus- 


tom (8) $1,060. '51 Custom (8) sedan, 
$540*; Deluxe (8), $720; (8) club coupe, 
$610. '50 (8) Deluxe sedan, 2 at $560; 
Custom (8), $510; Custom (6), $640. '49 
Custom (8) sedan, $420; Super (6), 
$400*; (8) club coupe, $410. '48 Super 
Deluxe (8) sedan, $370. '46 Super De- 
luxe (8) sedan, $160. 

LINCOLN—’51 sedan, $1,090*. °49 sedan, 
$150*. '47 sedan, $100*. 

MERCURY — '52 Custom conv., $1,330*. 
’51 Custom sedan, $1,070*, $1,010*. °50 


coupe, $530, $510. '49 sedan, $430, $370; 
conv., $400*. 

NASH—’51 Rambler, $600. '47 (600) sedan, 
$160. °46 (600) sedan, $160, $130. 

OLDSMOBILE — ’52 (88) sedan, $1,650*. 
"50 (98) conv., $780*; sedan, $750*, 
$635*. ’°46 (76) sedan, $190. 

PACKARD — '52 conv., $1,240*. 
tom sedan, $530. '48 sedan, $260*, 
’47 Clipper sedan, $150. 

PLYMOUTH—'54 Belvedere sedan, $2,050*. 
"53 Cranbrook club coupe, $1,160. ‘'52 
Cranbrook sedan, $880. ‘51 Cambridge 
sedan, $670. °48 Deluxe sedan, $340. 

PONTIAC — '53 Chieftain Deluxe (8) $2,- 
000, $1,875*, $1,850; sedan, $1,880. °51 
Catalina (8) sedan, $1,225*, $1,220*; 
Chieftain Deluxe, $1,150. °50 Catalina 
(8) sedan, $880*; Chieftain (8) $800*. 
’49 Chieftain Deluxe (6), $640; Stream- 
liner (8), $675. °48 Streamliner (8) 
$315*. °47 Torpedo (6) sedan, $300; 
station wagon (8), $195. ‘46 Stream- 
liner (8), $280. 

STUDEBAKER — ’51 Commodore 
$560. °48 Champion conv., $285*. 

WILLYS—’49 station wagon, $470. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Nov. 13.) 
(Sold 180 cars out of 272 offerings.) 
BUICK — '53 RM conv., $3,300, $3,150; 
Riviera, $2,450; Special sedan, $2,125*. 
"52 Super Riviera, $1,390*, $1,350*. °51 
Super Riviera, $1,100; Special sedan, 
$1,025, $850. ’°50 Riviera, $1,050; Super, 
coe $925, $800, $620. '°49 Super sedan, 


OCADILLAC—’53 (62) coupe, $4,000; sedan, 
$3,825. '52 (62) sedan, $3,150. "51 (62) 
sedan, $2,100, $2,070*. ’50 (62) conv., 
$1,875*. ’48 (61) sedan, $800. 

CHEVROLET — '53 Bel Air sedan, $1,805, 
$1,800, $1,700, $1,775; station wagon, 
$1,750; coupe, $1,675; (210) sedan, $1,- 
575, $1,495, $1,490; SL Deluxe, $1,395. 
‘52 Bel Air sedan, $1,270, $1,170; SL 
$1,175, $1,155, $1,075; SL Deluxe §$1,- 
050; %-ton pickup, $790; %-ton, $685. 
’51 Bel Air sedan, $995, $890, $875; SL 
sedan, $870; FL sedan, $730, $690. °50 


"50 Cus- 
$220°. 


sedan, 


SL sedan, $760; FL sedan, $750, $260; 
coupe, $735, $650, $550; conv., $425. °49 
SL sedan, $630; coupe, $560; %-ton 


'48 sedan, $490. '46 sedan, 


pickup, $325. 
$200. 


CHRYSLER — '52 NY sedan, $1,475. '49 
NY conv., $1,150. 

DeSOTO — °49 Special Deluxe club coupe, 
$685. 


DODGE — '53 Coronet sedan, $1,590, $1,- 
475, $1,440. '52 Coronet sedan, $1,025; 
2-dr., $540. 

FORD—’53 Custom (8) sedan, $1,835, $1,- 
800; Victoria, $1,750, $1,700. '52 Custom 
(8) sedan, $1,520, $1,280, $1,260*, $1,- 
190, $1,150, $1,140, $1,120. °51 Crest (8) 
sedan, $1,100; Victoria, $1,085; Custom 
$900, $895*, $875, $725. 50 Custom (8) 
sedan, $710, $700*, $680, $675; (6) 
$495, $440. '49 Custom (8) sedan, $650, 
$630, $575, $500. '47 Deluxe sedan, $425, 
$390, $305. °46 Deluxe sedan, $280. °41 
Deluxe sedan, $230. 

HUDSON—'53 Hornet sedan, $1,500, $990, 
$745. '51 Hornet club coupe, $1,050, $950. 

MERCURY — '51 (8) sedan, $950, $880; 
club coupe, $800. '50 sport coupe, $600; 
sedan, $450*. ‘49 sedan, $500, $440*; 
club coupe, $450. 

NASH —'53 Rambler conv., $1,500. ’52 


vrs. coupe, $875. ‘51 station wagon, 

OLDSMOBILE — '53 (98) conv., $2,650*; 
sedan, $2,500. '51 (98) sedan, $1,225, 
$1,210*, $1,150*; (88), $1,100, $1,000, 
$800, $650. °50 (88) coupe, $755. °49 
sedan, $400. 


PLYMOUTH—’53 Cranbrook sedan, $1,360, 
$1,250. °52 Cranbrook sedan, $960, $925, 
$900. '50 Deluxe sedan, $600, $550, $475. 
’49 Suburban, $700; conv., $650; Special 
Deluxe, $490. '46 sedan, $180. 

PONTIAC — ’53 Catalina, $2,150; conv., 
$2,000; sedan, $1,810. ’52 Catalina, $1,- 
500, $1,350; conv., $1,350, $1,200; sedan, 
$1,275. ‘51 Chieftain sedan, $925. ‘50 
Chieftain sedan, $685, $600. 

STUDEBAKER — '53 Starliner coupe, §1,- 
800; Commander coupe, $1,750; coupe, 
$1,625. ’51 sedan, $580. ’50 Deluxe coupe, 
$535; Champion, $445 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 16.) 

(Prices steady, more cars available. 
Sold 55 out of 125 offerings.) 


BUICK —’51 Super Riviera, 
Super 4-dr., $800. 

CHEVROLET—’51 FL Deluxe 2-dr., 
$805*. '50 FL Deluxe 2-dr., $635. 
FL Deluxe 2-dr., $600, $520; coupe, 
"47 FM 2-dr., $360. '46 SM 4-dr. 

CHRYSLER—'48 Windsor 2- dr., $310. 

DeSOTO—’50 Custom 4-dr., $690. "47 De- 
luxe 4-dr., $300. 

DODGE—’50 Meadowbrook 4-dr., 
Custom 4-dr., $310. 

FORD — '52 Main (8) 2-dr., 
Custom (8) 2-dr., $935*, 
tom (8) 4-dr., $795*; 
$620; Custom conv., 
$535; Deluxe 2-dr., 


$1,260. ‘50 
$815, 
"49 


$670. 


$1,070. ’'51 
$790. '50 Cus- 
%-ton pickup, 
$620; (6) 2-dr., 
$460°; 4-dr., $430. 


"47 


Average Used-Car Prices 


(Compiled by Automotive News) 


Nov. 1953 
To Date 
$1,937 

1,181 
876 
679 
512 
351 
274 
231 


Oct. 
1953 


$1,934 
1,296 
952 
744 
558 
389 
295 


Sept. 
1953 


$2,091 
1,404 
1,042 


Average $ 755 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


$580, $525, $480. 
$275, $215, $205. 
$565. 


49 Custom (6) 2-dr., 
‘46 Deluxe (6) 2-dr., 
HUDSON—’50 Pacemaker (6) 4-dr., 


’48 Commodore (8) 4-dr., $230. 
KAISER—’51 Deluxe 4-dr., $550*. 
MERCURY — ’50 Custom 2-dr., $800*; 

4-dr., $765*. '49 2-dr., $635. 
NASH—’53 Ambassador 4-dr., $1,675. '50 

Ambassador 4-dr., $510*. '47 (600) 4-dr., 

$200, $140. 

OLDSMOBILE—’50 (88) 4-dr., $930*. ‘49 

(88) 2-dr., $535*. '46 (78) 4-dr., $130. 
PACKARD—’49 Clipper 4-dr., $320. 
PLYMOUTH — '51 Cambridge 2-dr., $745. 

'49 Special Deluxe 4-dr., $500. ‘46 De- 

luxe 2-dr., $280. 

PONTIAC—’49 Chieftain (8) 4-dr., $510*. 

’46 2-dr., $305. 

STUDEBAKER — '50 Commander club 
coupe, $550*. ‘48 Commander 2-dr., 
$275*. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 

Thursday. Prices are for sale of Nov. 19.) 

(Activity and attendance was up. 

Prices increased slightly for first time 
in several months. Sold 83 cars out of 
129 offerings.) 

BUICK—’53 Super Riviera 2-dr., $2,135*. 
’52 Special 2-dr., $1,300*. '49 Super 2- 
dr., $510, $320. '48 RM 4-dr., $300. 

CADILLAC—’53 (62) 4-dr., $4,000*. °51 
(62) 4-dr., $2,290*. '47 (61) club coupe, 
$525. 

CHEVROLET—’'52 SL Deluxe 2-dr., $1,- 
115; FL Deluxe 2-dr., $910; ‘%-ton 
pickup, $725. ’51 FL Deluxe 4-dr., $865*; 
2-dr., $755; %-ton pickup, $560. 

CHRYSLER—'48 Windsor 4-dr., $400. 
Royal 4-dr., $100. 

DeSOTO—’51 Custom Sportsman, $930. 
Custom 4-dr., 2 at $725. 

DODGE—’52 Meadowbrook 4-dr., $1,050*. 
’49 Wayfarer 2-dr., $405. ’48 4-dr., $350. 

FORD — ’53 (8) Victoria, $1,550*; Main 
(6) 4-dr., $1,500. '51 (8) Victoria, $1,- 
040%; Custom (8) club coupe, $840*; 
Deluxe (8) 2-dr., $725. °49 Custom (8) 
2-dr., $490; Custom (6) 2-dr., $365. '47 
Super Deluxe (8) 4-dr., $290. °40 Super 
Deluxe (8) 2-dr., $130. °38 4-dr., $175. 

HUDSON—’53 Super Jet 4-dr., $1,285*. 

KAISER—’51 2-dr., $580*. 48 4-dr., $90. 

LINCOLN—’49 Cosmopolitan 4-dr., $480*. 

MERCURY—’52 Sport coupe, $1,460*. 51 
coupe, $980*. ’50 2-dr., $740. °49 conv., 
$570; 4-dr., $510*. 

NASH ’51 Statesman 4-dr., $700*; 
Rambler Hard top, $680. ’41 (600) club 
coupe, $100. 

OLDSMOBILE—’50 (76) 2-dr., 
(98) 2-dr., $680*. ’46 (6) 4-dr., $185*. 

PLYMOUTH—’54 Belvedere 4-dr., $1,905*. 
53 Cambridge .2-dr., $1,235. °52 Cam- 
bridge club coupe, $925; Cranbrook 4- 
dr., $875. ’50 Suburban, $680; Deluxe 
4-dr., $675. 

PONTIAC—’53 Chieftain (8) 4-dr., 
$1,900. ’49 Chieftain Deluxe (8) 
$605*; (8) station wagon, $205; 
dr., $405*. °46 (6) 4-dr., $230. 

STUDEBAKER — ’'51 Commander coupe, 
$725*. 

WILLYS—’48 Jeepster, $265*. 

MISCELLANEOUS—’52 Henry J (6), 
$495. °51 Henry J (4), $380. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 


"41 
"50 


$655*. '49 


$2,000, 
2-dr. 
(6) 2- 


$680, 


Friday. Prices are for sale of Nov. 20.) 
(125 cars offered.) 
BUICK—’50 Super sedan, $750*. '49 Super 


sedan, $595. '48 RM sedan, $305. '47 RM 
sedan, $275. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
075*, $1,050. '51 SL Deluxe sedan, $885*. 


’50 SL Deluxe club coupe, $605; Bel Air, 


$730. '49 SL Deluxe sedan, $660, $610. 
‘48 FM sedan, $380, $330, $310. ‘47 
FL Aerosedan, $310. 

© —’51 Custom sedan, $960. ‘47 


Custom sedan, $325. °46 Custom sedan, 
$260. 

DODGE—’49 Wayfarer sedan, $625; Coro- 
net club coupe, $450. '47 coupe, $305. 
FORD—'53 Custom (8) sedan, $1,420, °52 
Main (8) sedan, $1,025. '51 Custom (8) 
sedan, $905*. '50 Custom (8) sedan, 
$675; conv., $650; (6) sedan, $600. ‘49 
Custom (8) station wagon, $545. °47 

Custom (8) sedan, $250. 

HUDSON—’54 Horret sedan, $2,305* (ps). 
’51 coupe, $520. 

MERCURY—’53 Sport coupe, $1,835*. °51 
sedan, $830. ’50 sedan, $745. 

NASH—’'49 Ambassador sedan, "47 
(600) sedan, $200. 

OLDSMOBILE—’50 (76) sedan, $685; (88) 
$1,010*. 49 (98) sedan, $610. '48 (98) 
sedan, $485. '47 (78) sedan, $290*. 

PLYMOUTH — ’52 Cranbrook club coupe, 
$915. °51° Suburban, $905. $890. ‘49 
Special Deluxe sedan, $570, €450. °48 
Special Deluxe sedan, $490. 

PONTIAC — '52 Chieftain (8) Catalina, 
$1,550*. ‘51 Chieftain (8) sedan, 
165*. °50 Chieftain (8) sedan, 
$855. '46 (6) sedan, $240. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices are for sale of Nov. 18.) 
(Continues steady to firmer, new price 

lines seem fairly well established. 74 
cars sold out of 118 offerings.) 

BUICK—’51 Special sedan, $925. 
Riviera, $870. '49 RM sedan, $570°*. 
Super sedan, $290*. 

CADILLAC—'52 (62) sedan, $3,195* (ps). 
‘51 (62) sedan, $2,150*. ‘50 (62) sedan, 
$2,050°; (61), $1,775*. ’49 (60) Special, 
$1,320*. '47 (62) sedan, $460°*. 

CHEVROLET—’'52 SL Deluxe sedan, 
000; SL Special, $965, $900. ‘51 
Deluxe sedan, $860, $850, $775; 
Special, $750, $710, $700. '50 SL Deluxe 


$455*. 


"50 Super 
47 





Bel Air, $850. 
‘47 FL sedan, $310. 
CHRYSLER—’51 NY Newport, 
Windsor sedan, $810. 
DeSOTO — '50 Custom sedan, $730, $720, 
$700. '49 Custom sedan, $600. 
D O D G E — ’52 Coronet sedan, $920. ‘51 
Coronet sedan, $740, ‘48 Custom sedan, 


’49 SL Deluxe sedan, $590. 
’46 SM sedan, $250. 
$1,240*, 50 


$350. '47 Custom sedan, $425. '46 Custom 
sedan, $240. 

FORD-—'52 Crestline Victoria, $1,250. °51 
Custom (8) sedan, $840, $775. ‘50 
Custom (8) sedan, $685, $675. °49 
Custom (8) conv., $460; sedan, $535. '47 
Super Deluxe (8) sedan, $275. 

HUDSON—'52 Pacemaker sedan, $925*. '50 
Pacemaker sedan, $475. 

a — °'52 sedan, $1,050. °48 sedan, 

LINCOLN—’49 sedan, $300. 

NASH — ’51 Statesman sedan, $750. °49 
(600) sedan, $170. 

OLDSMOBILE — '50 (88) Holiday, $850. 
"49 (98) conv., $450*°; (88) sedan, $520; 


(76) sedan, $625*. '47 (98) sedan, $385°. 
PLYMOUTH-—’51 Cranbrook sedan, $800. 
*49 Special Deluxe, $520. '46 Special De- 


luxe, $270. 

PONTIAC — '53 Chieftain (8) Catalina, 
$2,375*, ’51 Chieftain (8) conv., $1,100*. 
"50 Chieftain (8) sedan, $700. '47 Tor- 


pedo (8) sedan, 
STUDEBAKER—’52 Champion sedan, $840. 
’51 Commander sedan, $740; Champion, 


$585. 
WILLYS—’49 Jeepster, $365. 


FT. WAYNE 


(Carl Marker’s Auto Auction. Sale every 

Tuesday. Prices are for sale of Nov. 17.) 
(Market holding good, bidding good 
throughout entire sale. 107 cars sold out 
of 147 offerings.) 

BUICK—’53 RM 4-dr., 
4-dr., $1,055*; 2-dr., " $1,050*. 
sedan, $750*; 4-dr., $770*; Super Ri- 
viera, $975*. °49 Super conv., $390, °48 
RM 4-dr., $300. 

CADILLAC—’53 (62) coupe deVille, $4,- 
110*, $4,100*. '52 (62) 4-dr., $2,940*, 
$2,915*. '50 (62) 4-dr., $1,850*. 

CHEVRO) — '53 (210) 4-dr., $1,600* 
(ps). °52 SL Deluxe 2-dr., $1,060*, 
$915*; 4-dr., $885*. '51 SL Deluxe 4-dr., 
$865, $795%; 2-dr., $850, $830, $815, 
$755. °50 SL Deluxe 2-dr., $700, $670, 
$620, $550. °49 SL 4-dr., $395; Deluxe 
2-dr., $490. '47 FL Aerosedan, $385. °46 
FM 4-dr., $155. 

DeSOTO—'51 Custom club coupe, $1,000. 
*48 Custom 4-dr., $355. 

DODGE—’54 Meadowbrook (8) 2-dr., $1,- 
750; Coronet 4-dr., $2,205*. ‘51 "Way- 
farer 2-dr., $625. 47 4-dr., $265; 2-dr., 
$195. 

FORD—’52 Custom (8) 2-dr., $1,180. ’51 
Custom (6) 2-dr., $850*, $830*; 4-dr., 
$885, $760. “50 Deluxe (8) 2-dr., $655, 
$625, $575. '49 Custom (8) 2-dr., $425, 
$420. '48 4-dr., $200. ‘47 2-dr., $305, 


$225 

MERCURY—’52 Custom 4-dr., $1,500*. 51 
Custom 4-dr., $1,035*, $895: 2-dr., $950. 
se Custom 2-dr., $610*. '49 Custom 2- 


$485. 
$340, $275. °47 
$170. 


NASH'49 
(600) 4-dr., 

OLDSMOBILE—’51 (98) 4-dr., $1,255*. "50 
(98) 4-dr., $775. ’48 (98) sedan, $300*. 
"46 (98) conv., $230°. 

PACKARD — "50 sedan, $500. °49 4-dr., 

$1,690, $1,- 


$385. 

PLYMOUTH—’54 Savoy 4-dr., 
650; Plaza station wagon, $1,800. ’53 
Cambridge 4-dr., $1,125, $1,075. ’51 
Cranbrook 2-dr. * $690; 4-dr., $700. '50 
Deluxe 4-dr. $405; Suburban, $625. °49 
Deluxe 2-dr., $390. °47 Special Deluxe 
4-dr., $285; club coupe, $370. 

PONTIAC—’50 (8) 4-dr., $725*, $710*. '49 
(8) sedan, $500*; (6), $590°. "48 (8) 
2-dr. $295°. 

STUDEBAKER—’51 Champion 4-dr., $560. 
*50 Commander coupe, $500*; Champion, 


$515°. 


RYT ee 


"51 Super 
’50 Special 


$2,130*. 


(600) 2-dr., 
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AUTOMOTIVE NEWS, NOVEMBER 30, 1953 


Assn. of Ford Dealers 
Sought by Ex-Dealer 


(Continued from Page 2) 


firmed the fact that Laws was a 
former Ford dealer. 
+ 7 + 
ERE is the text of the first 
letter sent to dealers by the 
association: 
November 12, 1953 
Dear Ford Dealer: 

Being a Ford dealer, you have 
doubtless felt that, in conducting 
business .. . as an individual... 
with a large company such as 
Ford Motor Co., there are times 
when your wishes, needs and 
troubles are not given the con- 
sideration which is deserved. 

You no doubt have felt, too, 
that you have been compelled to 
buy cars and take steps against 
your better judgment. You also 
know that, because of the auto 


war which is now on, you, as a 





iw” 


Studebaker Citation— 


Clarence S. Collins (right), Studebaker 
dealer in Placerville, Calif., receives a 25- 
year dealer plaque from C. H. Stone, dis- 
trict manager. At the El Dorado County 
Fair in 1939, Collins introduced the John 
Studebaker Wheelbarrow race, which has 
become an annual event. 


Car storage 
space a 





STANDARD 







Made of tough, flexible Poly- 
ethylene —— harmless to car 


dealer, will have more cars forced 
upon you; and you will have to 
sell them or suffer the conse- 
quences, How can you, as an in- 
dividual, hope to cope with the 
situation? It is impossible for 
you, by yourself, to get relief 
from this pressure, You, or one 
of your neighboring dealers, may 
not be able to withstand this 
pressure during the _ ensuing 
months and will be forced out of 
business unless some action is 
taken by you, now. 

We are certain the pressure 
will not be relaxed unless some 
energetic, definite, strong action 
is immediately taken by you and 
other auto dealers; so that you 
will be placed in a bargaining po- 
sition equal to that of the manu- 
facturer. 

The above conditions exist be- 
cause you are conducting your 
business .. . as an individual... 
with one of the largest companies 
in the world. To cope with 
present conditions you, as a 
dealer, should join other dealers 
in an organization that would be 
able to give you... as an indi- 
vidual . . . the strength, infor- 
mation, know-how and courage 
to free yourself from the con- 
ditions which now exist; and re- 
lease you from the fears, anxie- 
ties and worries now present, and 
which are likely to become more 
pronounced in the future. 

Three individuals, an auto 
dealer, his attorney, and an out- 
side business man, have long 
realized the dire need of an or- 
ganization of this kind. One that 
would be strong enough, and 
managed in such a way, that it 
would be a vital factor in the 





Se Se Cilla” 


Ford Plant Managers Confer with Division Executives— 


| 
j 















A meeting of manufacturing and assembly plant managers of the Ford division was held last week in Livonia, Mich. Shown 
(from left), are W. A. Abbott, Richmond (Calif.) assembly plant manager; Frank E. Wilde, Detroit truck plant manager; H. J. 
Pearson, Memphis assembly plant manager; C. L. Wallace, Detroit paint and artificial-leather plant manager; Holmes Brown, pub- 
lic relations manager; G. T. Vincent, Chester (Pa.) assembly plant manager; R. N. Cocks, Kansas City assembly plant manager; 
D. D. Cooper, Detroit plant services manager; M. L. Wiesmyer, general manufacturing manager; R. C. Armour, Long Beach (Calif.) 


assembly plant manager. 


Also, L. D. Crusoe, general manager of the division; M. W. Welty, division industrial relations manager; A. M. Harris, Edge- 
water (N. J.) assembly plant manager; W. D. Singleton, assistant general manufacturing manager; H. C. Dorsey, Atlanta assem- 
bly plant manager; Walter G. Nelson, Detroit tractor plant manager; C. F. Jessee, Dallas assembly plant manager; R. Elliott, 
Twin Cities (Minn.) assembly plant manager; R. W. Settles, Louisville assembly plant manager; J. B. Howard, production man- 
ager, assembly plants; E. L. Duquette, Somerville (Mass.) assembly plant manager; E. C. Miller, Dearborn assembly plant manager; 
N. F. Kroll, Detroit rocket and parts machining plant; W. J. Swallow, Buffalo assembly plant manager; W. A. Folsom, assistant 
general manufacturing manager; C. F. Hancock, Detroit trim plant manager; G. L. Lemoine, Norfolk (Va.) assembly plant man- 
ager; H. M. Splawn, division quality control manager; B. W. Rose, Kansas City aircraft plant manager, and Robert Miller, as- 
sistant to the general manufacturing manager. 


success of your business; an 
organization in which you would 
take great pride as a member, 
and one that would be of sub- 
stantial assistance to you during 
very critical times ... now, and 
in the immediate future. 

The purpose of this organi- 
zation is not to undermine or in- 
jure the Ford Motor Co. in any 
way. We all know that you need 


New Battery Plant 


ST. PAUL.—A contract for the 
construction of an automotive stor- 
age battery plant in Houston has 
been let by Gould-National Batter- 
ies, Inc., according to Albert H. 
Daggett, president. The $500,000 


plant will be ready next summer 
and have a daily capacity of 1,500 


batteries. 






Here's complete ‘garage™ 


protection at LOW COST! 
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Fg AUTO STORAGE 
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Z Now — no need to tie up valuable floor space or pay 
expensive warehouse charges. Store cars out of doors 
safely under contour tailored Winthrop Covers! 


See a 


STORAGE COVER 
for FORD, CHEVROLET, 
PLYMOUTH, NASH, etc. 

No. W-3 $7.95 


JUMBO 
STORAGE COVER 


for CADILLAC, LINCOLN, 


CHRYSLER, BUICK, etc. 
No. W-4 $9.95 


finishes — withstands tempera- 
tures as low as 60° below zero 
without cracking. Covers a car 
from bumper to bumper — slips 
on and off in seconds. Folds into 
small neat package when not 
in use, Ties down at corners 
with sturdy tape, stays in posi- 
tion on windiest days. Order 
today! 
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COVERS 







WINTHROP MANUFACTURING COMPANY 
WINTHROP, MASS. 
Please send the following AUTO STORAGE COVERS: 
No. W-3 STANDARD 
0 Enclosed is Check or Money Order 


(CO Please bill us. Bonk reference. 


No. W-4 JUMBO 





COMPANY NAME 
ADDRESS 


ZONE ___STATE 


10% Discount on Orders of 10 or More 


| already 











the Ford Motor Co. and that the 
Ford Motor Co, needs you. But 
you need bargaining power on a 
par with the company — which 
you do not have under the 
present setup. Questions arise, 
from time to time, as to what is 
fair to an individual dealer or 
group of dealers, and that is 
when you... and they... need 
strength, courage and power to 
negotiate. The manufacturer has 
all the power now — you are 
subject to its commands and dic- 
tatorial powers. You are virtually 
at its mercy. 

If you are organized, 100 per- 
cent strong as dealers, you can 
readily see the possibilities of a 
more even balance of power be- 
tween the dealers and the manu- 
facturer. And you, as a dealer, 
can operate in an atmosphere 
more conducive to good health 
and security. 

To prove our sincerity and 
faith in this program, we have 
invested a_ substantial 
amount of money. We cannot ac- 
curately estimate what the cost 
of an operation of this type will 
be. We believe that it can be 
operated effectively on dealer 
dues of $100 per year. 

As stated above, because of our 
abiding faith and strong con- 
victions of a real and urgent 
need for this organization, we 
have already spent considerable 
money to initiate this project. 
We are requesting you to join 
this organization, and as further 
evidence of our sincerity we are 
asking you to invest only $25 for 
the first three months. This 
money will be used to help pay 
expenses. To make our organi- 
zation a success—and really ef- 
fective—we need 100 percent co- 
operation. 

This proposal has been sent to 
the 6,600 Ford dealers in the 
United States. We can be united 
in a few days, provided you will 
respond immediately. 

Send your remittance to THE 
UNITED FORD DEALERS AS- 
SOCIATION OF AMERICA, 524 
Wabash Avenue, Carthage, IIli- 
nois. Use the enclosed envelope. 

Be assured that your name as 
an individual will be kept in 
strictest confidence, 


Cordially yours, 


THE UNITED FORD DEALERS 
ASSOCIATION OF AMERICA. 


Special Flights Set 
For NADA Parley 


DETROIT.—A plan to expedite 


reservations for dealers and guests 
flying to the NADA convention Jan. 
9-13 in Miami Beach was an- 
nounced last week by Allan M. 
Dexter, traffic and sales manager 
here for Eastern Air Lines. 

Dexter said that there would be 
15 flights out of Detroit on Jan. 6, 
and that all seats on four nonstop 
and one-stop planes would be held 
for convention-goers. 

Eastern will fly copies of Avuto- 
MOTIVE News to the convention. 





12,000 Dealers 
Offering Incentive 


Awards for Sales 


DAYTON, O. — Sales - incentive 
campaigns are gaining in popu- 
larity, and 12,000 of the nation’s 
auto dealers currently are involved 
in such promotions, according to 
Cappel, MacDonald & Co., operator 
of sales contests. 


“A substantial majority of auto 
dealers consider the growing 
buyers’ market in new and used 
automobiles a challenge—not a 
threat,” says President Elton F. 
MacDonald. “They are working on 
the theory that proper incentives 
can ‘double your sales without add- 
ing a man.’” 


In the last quarter of this year, 
the Dayton firm will ship merchan- 
dise prizes to 300,000 salesmen in 
the U. S. The auto industry will 
account for more of these prizes 
than any other industry, Mac- 
Donald said. 


For the past three months Buick, 
Pontiac, Studebaker, Chrysler, 
Dodge and Nash have put on con- 
certed merchandise-prize contests. 

Since Chevrolet ran the first auto 
campaign of this kind under sales 
Chief Dick Grant in 1924, Cappel, 
MacDonald has distributed more 
than $100 million worth of prizes 
to auto salesmen and servicemen. 
Many of the programs have been 
financed by manufacturers, while 
others have been sponsored by 
dealers. 

Following Chevrolet's lead, Buick 
in 1928 ran its first national cam- 
paign to aid model cleanup. Pon- 
tiac followed in 1929 and Ford in 
1930. 


Dodge App 


oints 


Memphis Chief 


DETROIT.— Ray E. Bauer has 
been appointed Dodge regional 
manager in Memphis, it was an- 
nounced last 
week by L. F. 
Desmond, Dodge 
general _ sales 
manager, 

Bauer joined 
Dodge in 1947 as 
a district man- 
ager in the Port- 
land region, and 
in 1952 was 
named business 
manager of that , 
region. R. E. Bauer 

The Memphis region comprises 
Arkansas, Louisiana, Mississipoi, 
Missouri and Tennessee. 





Service Gear Named 


REDWOOD CITY, Calif.—N:- 
tional Motor Bearing Co., Inz., 
manufacturer of oil seals, has ap- 
pointed Service Gear Co., Toron‘o, 
as eastern Canadian sales repr >- 
sentatives, according to Park 2. 
Wray jy.. NMB replacement sa‘2s 
manager. 
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Also Styling Changes... 
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iingines Refined for °54 Lincolns 


(Continued from Page 1) 


A bumper guard air scoop and 
three vertical bars located be- 
tween the upper and lower im- 
pact bars have been added. The 
new hood ornament has a wide 
“VY” as background for the Lin- 
coln crest. 

Jutting bumper guards and wrap- 
around bumpers give the 1954 Lin- 
colin a forward thrust. Restyling of 


the side moulding and rear gravel | 


guard adds greater visual length. 
* * * 


NTEGRAL backup lights have 
been combined with the tail 
lights as standard equipment. 
Interior-trim schemes utilize 
new auto fabrics, including ga- 
bardine, which is being offered as 
an upholstery fabric for the first 


* * * 


Inside View— 


Workings of Lincoln's 205-horsepower | 


V-8 engine are shown in this cutaway 
illustration. Inset at upper left shows a 
hydraulic tappet, and inset at upper right 
shows the top part of the valve stem. 
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| coupe, and the Lincoln Capri | 


| time, whipcords, genuine leathers, 
| weaves and spun nylon, Interior 
trims are color-harmonized with 
| the exterior colors. 
| Thirteen solid and 20 two-tone 
|}combinations are available. 
| Larger brakes have been de- 
| veloped for the 1954 Lincoln, with 
brake diameter increased to 12 
inches, This has resulted in a 10 
percent increase in the braking 
area to 220 square inches. 

* * os 


A NOISE-Suppression feature has 
been incorporated on tires for 
the Lincoln to minimize tire squeal 
caused by the vibration of the out- 
side shoulder ribs of the tires when 
the car is driven around a turn 
fast enough to cause these ribs to 
slide. Buttons or spacers have been 
added between the ribs of the tires 
to muffle the noise. 

Greater rigidity in the hood 
and the front end has been ob- 
tained by a new, straight hood- 
lock support-plate rod, the lower 
end of which is attached directly 
to the frame, 

The steering column also has 
been made more rigid by the addi- 
tion of a rod extending from the 
column support to the cowl. In ad- 
dition, the area of the column sup- 
ports has been reinforced by adding 
a brace to the dash and cowl top 


panels, 
* * 


* 

| gp tctners steering, power brakes, 

electric window lifts and four- 
way power seats are offered as 
optional equipment. Hydra - Matic 
is standard equipment. 

Models offered are the Lincoln 
four-door sedan and hardtop 


four-door sedan hardtop and con- 
vertible. All have a wheelbase of 
123 inches with overall length of 
214.8 inches. 

Lincoln’s 205-horsepower V-8 en- | 





gine has a compression ratio of 8 | 
| 


® * * 





Lincoln Four-Door, the Price Leader— 

Gleaming in the sun is the line's lowest-priced model. Hydra-Matic is standard on 
all models, while power steering, power brakes, electric window lifts and four-way 
power seats are optional at extra cost. 
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Side View Shows Trim Appointments— 


The “jeweled” gravel guard, wrap-around bumpers and side moldings give greater 
visual length to all Lincolns. Shown is the four-door Capri. 


Ccpri Hardtop Features Restyled— 


Massive rear bumper guards and tail lights add length to the car. Brakes on all 
1954 models have been enlarged, increasing the braking area by 10 percent. 


| 1951, succeeds 
| Charles D. Mc- 


~ 








| pointed manager 


to 1 and a displacement of 317 cubic 
inches. 

The four-barrel carburetor has 
been improved by development of a 
vacuum method of operating the 
second two barrels. In normal driv- 
ing only the first two barrels are 
needed, but whenever the power 
requirements of the engine exceed 
the breathing capacity of the pri- 
mary barrels this vacuum dia- 
phragm opens the secondary 
throttle plates to the position that 
will admit the right amount of 
additional air and fuel. 

Divorced from the accelerator, 
the operation of the two secon- 
dary barrels depends only on the 
amount of air flowing through 
the first pair. 

The carburetor is equipped with 
a new external venting action that 
lets fuel vapors pass harmlessly 
outside the carburetor when the 
engine is idling or stopped, leaving 
the intake manifold dry and ready 
for instant starting, it is said. 
When the throttle is opened the 
vent is shut, permitting normal 
carburetor operation. 

* +. 


a 

EVELOPMENT of a new throt- 

tle linkage is said to give a 
smoother shift of the automatic 
transmission. A larger, more flexi- 
ble single-diaphragm vacuum dis- 
tributom control has been added. 
The greater sensitivity of the new 
diaphragm eliminates the need for 
the mechanical linkage previously 
used. 

A low-restriction oil bath air 
cleaner forms the carburetor air 
horn and encloses a dual-float 
concentric fuel bowl which is 
mounted over the four barrels. 
This assures a continuous flow of 
filtered air around the fuel bowl 
when the engine is running and 
protects against vapor lock, Lin- 
coln-Mercury says. 

A new magnetic fuel pump filter 
has nearly twice the efficiency of 
the former one, the company 
claims. 

Hydraulic tappets have been re- 
designed to provide a higher oil 
level so there is plenty of oil to fill 
the compression chamber when 
starting a cold engine. 


New Departure 


Names Collins 
BRISTOL, Conn.—Appointment 


lof Robert T. Collins as general 


sales manager of the New Depar- 
ture division of 
General Motors 
was announced 
last week by Paul 
W. Rhame, gen- 
eral manager. 
Collins, who had 
been Meriden 
(Conn.) plant 
manager since 


Call, who was ap- 


R. T. Collins 


of automotive engineering. 

Collins joined the division in 1941. 
In 1945, he became personnel direc- 
tor, and in 1949 general production 
manager. 

McCall has been associated with 
New Departure for 20 years. From 
1933 to 1947 he was an engineer in 


| the division’s central regional sales 


office in Detroit, and from 1947 to 
1952 he was manager of automotive 
bearing sales there. 


|Louisiana Dealers to Hold 


March 8 Convention | 

NEW ORLEANS.—The 17th an- 
nual convention of the Louisiana 
Automobile Dealers Assn. will be 
held here March 8 at the Roosevelt 
Hotel, according to William J. 
Cleveland, president. 

Cleveland said that the board of 
directors decided to hold a one-day 
session instead of the two-day con- 
ference which had been the 
practice for three years. 

Mike Persia is general chairman 
of the convention. 

Other committee chairmen are 
Larry Louvierre, food and refresh- 
ments; Robert N. Jameson, regis- 
trations; Wiley L. Mossy sr., 
prizes; William J. Willkomm, publi- 
city; Joseph A. Paretti and John O. 


Hofbauer, hotel reservations and 
exhibits. 








New Chevrolet Dealer— 


Kenneth Murphy signs the franchise for 
| Kenneth Chevrolet, Hawthorne, Calif. At 
left is Joe Steele, Chevrolet's Los Angeles 
zone manager, and at right, George 
Murphy, vice-president of the dealership. 





Chevrolet Holds Edge 


Over Ford in Oct. 


DET ROIT.—On the basis of 
registration reports from 35 
states, Chevrolet holds a slight 
edge over Ford in the sales race 
for October—Ford’s target month 
for moving to No, 1 spot. 

Chevrolet registrations for the 
month total 79,911, while Ford’s 
figure is 75,649. Ford sales total 
94.66 percent as many as Chevro- 
let’s. 

For the year, however, Chevro- 
let’s margin is wider—1,107,564 to 
863,610. Ford sales for that period 
are 77.97 percent of Chevrolet’s. 
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1,000 Leaders 
To Explore 


U.S. Resources 


WASHINGTON. — What is the 
general outlook for the Nation’s 
resources in the half-century 
ahead? 

Although the U. S. still has 
enormous material resources, re- 
cent rates ef drain and the prospect 
of increasing demand raise ques- 
tions about future supplies and 
costs, 

More than 1,000 dealers in Amer- 
ican civic, professional and indus- 
trial life will gather in Washington 
Wednesday (Dec. 2) for the Mid- 
Century Conference on Resources 
for the Future to try to find some 
of the answers. 

Lewis W. Douglas is chairman of 
the three-day conference, which is 
being conducted under the financial 
auspices of the Ford Foundation. 

Eight sectional meetings, run- 
ning concurrently, will investigate 
the demands for land, land man- 
agement, water resources, nonfuel 
minerals, energy, world resources, 
research in resources and coopera- 
tion among conservation groups. 

“A Mid-Century Look at Re- 
sources,” a background paper, has 
been prepared by the Brookings 
Institution to provide a frame- 
work for the conference. 

In considering the future re- 
source problem, the paper assumes 
that the cold war will continue in- 
definitely, the U. S. population will 
continue to rise, the U. S. level of 
economic activity will continue up- 
ward and that the resource needs 
of the rest of the world may rise 
even faster than U. S. needs. 





DETROIT.—A 12-month national 
safety drive spearheaded by Chrys- 
ler Corp. will be offered to the 
more than 10,000 
dealers who sell 
Plymouth, Dodge, 
DeSoto and 
Chrysler cars, it 
was announced 
|last week by 
John O. Huse, 
sales manager of 
the corporation’s 
parts division. 

Huse said the 
program was de- 
veloped through 
the cooperation of all automotive 
divisions of Chrysler Corp. and its 





J. O. Huse 


: |outside sales promotion and adver- 


tising agencies. It is slated to begin 
in March. 


The program, known as the Safe- 
T-Sure Program, is being an- 
nounced by the Dodge, DeSoto and 
Chrysler divisions at special meet- 
ings in key cities between now and 
early 1954. 

Main feature of the program 
will be a safety check offered to 
motorists each month by the par- 
ticipating dealers. Motorists will 
be urged throughout the 12- 
month safety drive to have their 
cars constantly inspected on the 
10-point safety check recom- 
mended by the National Safety 
Council. 

Huse said the safety theme was 
arrived at in cooperation with the 
council and the Inter-Industry 
Highway Committee. 

“Highway accident figures from 
the National Safety Council indi- 
cate the urgent need for a hard- 
hitting national safety drive every 

day of the year,” Huse said. 

Throughout the program, Huse 
said, the corporation hopes not 
only to impress upon the public 
the necessity for safe driving, but 
also to increase the parts and 
service sales volume of its 
dealers. 

Dealers participating in the pro- 
gram will be supplied with a 
monthly kit of merchandising and 
sales promotion aids, All materials 
will be built around the need for 
constant highway safety. 

Included in the kit as an optional 
piece is a booklet entitled “Pete the 

| Policeman,” with cartoons and copy 
|carrying a safety message aimed 
|at school-age children, Dealers will 
|make this booklet available to 


| Hofbauer, speakers, and John O. |schools, police departments, civic 


|groups and others, Huse said. 
| One of the main features of 





Year-Long Safety Checks 
Set by Chrysler Corp. 


the program is a “Master Mer- 
chandisers Club.” Huse explained 
that the parts manager and serv- 
ice manager of each participating 
dealership would become mem- 
bers of the club. Throughout the 
year, he said, they will be hon- 
ored with special awards and 
merchandise prizes for following 
through on the safety program. 

At the end of the 12-month pro- 
gram, Huse said, top parts man- 
agers and service managers 
throughout the nation will receive 
an expenses- paid trip and will 
share in a list of awards and mer- 
chandise prizes. 

The program is being introduced 
to dealers by means of a 25-minute 
colored motion picture entitled 
“That’s for Sure.” 


Dealers Designate 
1954 Officers in 
4 Utah Chapters 


SALT LAKE CITY, Utah. — Of- 
ficers have been elected in four 
chapters of the Utah Automobile 
Dealers Assn. for the coming year. 
They are: 

Juab Sanpete chapter: Ervin J. 
Bingham (Chevrolet), Nephi, presi- 
dent; Everett Strate (Pontiac), 
Spring City, vice-president, and 
Max Orme (Ford), Nephi, secretary- 
treasurer. 

South 89 chapter: Marden D. 
Pearson (Cadillac - Pontiac), Rich- 
field, president; R. I. Anderson 
(Chevrolet), vice-president, and El- 
lis Axtel (Willys), Richfield, secre- 
tary-treasurer. 

Southern Utah chapter: Clarence 
E. Miller (International), Cedar 
City, president; Howard Judd 
(Chevrolet - Cadillac), St. George, 
first vice-president, and Boyd Shel- 
by (Chevrolet), Beaver, second vice- 
president. 

Utah County chapter: Paul L. 
Harmon (Pontiac), American Fork, 
president; P. E, Ashton (Chevro- 
let - Buick), Provo, vice - president, 
and Ralph W. Kitchen (Willys), 
Provo, secretary-treasurer. 


Tubeless Tires for Planes 


AKRON. — Tubeless tires for use 
on commercial airplanes now are 
being manufactured by B. F. Good- 
rich Co., according to E. F. Tomlin- 
son, vice-president of the tire divi- 
sion. Goodrich has been making 
tubeless tires for cars since 1947. 
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PREPARE NOW FOR 
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TO 11 PM 


MADISON SQ. GARDEN 
JAN. 23-31, 1954 


FOR EXHIBIT SPACE 
SEND INQUIRIES TO 


FRED PITTERA, Director 


527 5th Avenue, Suite 1009, New York 17 
Cable Address: ‘‘MOTORSHOW, N. Y.” 


You’re Kicking 


BUSINESS OUT THE DOOR 


When your salesmen fail to follow 
through. Your setting up a deal for 
your competition. WHY not keep it 
for yourself with a simplified inex- 


pensive follow up system. 


The SALESMAN’S SECRETARY 


Send for brochure. 


SYSTEMS CO. 


5549-304 ST., TOLEDO 11, OHIO 





AUTO SHOW MANAGERS 
CAR DEALERS 


Unique Auto Turntable 


Superior Features and Better Construction 
Fit Any Car — MG To Cadillac 
SEND FOR CATALOGUE AND PRICES 
Unique Turntable & Displa Compeny 
1895 Park Avenue New York 35, N. Y. 
(Phone TR. 6-2962) 





“LUXURIOUS OUTDOOR FUN 
AND THIS VILLA BY THE 
SEA FOR YOUR VACATION 


Enjoy fabulous Florida outdoor life 
in the sun—luxury style. New brick 
ground floor villas, tile bath, com- 
pletely furnished—$59.50 weekly. 2 
and 3 bedroom villas —— higher. 
Same rates year round. + at the 
Atlantic Ocean sandy beaches . . . 
resort amusements, shopping center, 
Crees for ees them 

parking. PRIVATE 
COUNTRY Cit CLUB "privileges for all 
er tennis, swimming pool, 

ining dancing. 


Free booklet. Write today. 
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Wider Use of Hydra-Matic ... 


New Styling Marks 
‘04. GMC Trucks 


PONTIAC. — With the introduc-| bodies have been redesigned for 


tion of a complete new truck line 
for 1954, GMC Truck & Coach has 
introduced the greatest number of 
major product developments ever 
announced by the company at one 
time. 

Among new features are the 
extension of Hydra-Matic avail- 
ability to all models in the line 
up to and including the 470-30 
series, engineered to handle gross 
combination weights up to 45,000 
pounds; a 125-horsepower engine 
in the light models; power steer- 
ing; five new heavy-duty models, 
all featuring a 72-inch bumper- 
to-back-of-cab dimension to meet 
the overall-length laws in all 
states, and the Silent Power muf- 
fler announced a few weeks ago. 


New styling, including liberal use 
of chrome trim, is featured in the 
light models. The purpose, accord- 
ing to R. C. Woodhouse, GMC gen- 
eral sales manager for trucks, is 
to give owners, especially those who 
use light trucks as their family car, 
added prestige and a modern ap- 
pearance. 

The new styling also is intended 
to give commercial firms an added 
advertising value for their delivery 
equipment, 

“We've made more than 100 en- 
gineering and styling changes in 
the new line,” said Philip J. Mon- 
aghan, GMC general manager. 
“Many of the developments come as 
a result of overwhelming demand 
upon the part of large fleet oper- 
ators. 

“Most important to the highway 
haulers, we believe, are the Hy- 
dra-Matic transmission and the 
new short-cab models, Both de- 
velopments solve a considerable 
number of their current head- 
aches.” 

While the 1954 models retain 
their distinctive GMC front-end ap- 
pearance, the line has received a 
styling treatment that in the past 
has been reserved for cars, Monag- 
han said. The grille has been ex- 
tended outward over the fenders 
producing a wider, lower effect. 


The new approach is especially 
evident in the light line, which has 
a deluxe model as well as the 
standard, It makes use of 12 new 
paint colors, two-tone upholstery 
and exteriors, more chrome, a “pan- 
oramic” one-piece curved windshield 
and a new streamlined instrument 
panel, with the instruments grouped 
for greater visibility. 

The 248-cubic-inch GMC engine, 
which will be standard equipment 
on all these models, succeeds the 
228 engine and boosts the light 
line to 125 horsepower, said to be 
the highest in the industry. Of- 
fered as an option is an “econ- 
omy” 248 engine achieved by a 
carburetor change which gives 
greater gasoline mileage while 
developing 115 horsepower, ac- 
cording to GMC. 

In the light line, pickup bodies 
have been redesigned to obtain in- 
creased load capacity, lower loading 
height and a grain-tight, sand-tight 
tail gate. Box capacity has been in- 
creased to hold from eight to 10 
extra cubic feet of cargo, depend- 
ing on wheelbase. 

Similarly, the platform and stake 








greater height, width and length, 
while loading heights have been 
dropped as much as three inches. 

The 100 series half-ton models 
will gain additional economy from 
a 3.9 axle ratio, GMC said, while 
for the same purpose the package 
delivery model PM150-24 will offer 
4.57 ratio as standard. Sixteen-inch 
dual tires for %-ton models pro- 
vide increased capacity with lower 
loading height. 

On two-ton 350-24 models, 9.00/20 
tires will be optional for increased 
carrying capacity. 

A new two-ton Model 350-27, with 
a gross vehicle weight of 16,000 
pounds, has been added to the line 
with a choice of conventional or 
cab-over-engine. This is powered by 
the 270 engine, which achieves 130 
horsepower. 

For the first time, the direc- 
tional signal will be a factory op- 
tion on all units. It has a new-type 
signal switch which provides self- 
canceling and a flashing light 
indicator. 


Hydra-Matic, which GMC intro-| 
;}duced for trucks in 1951 for the 


light line, is now extended,to five 
models of the medium and heavy- 
duty line. It is a new eight-speed 
truck Hydra-Matic transmission 
with a two-speed reduction unit, 


which is said to eliminate engine | 
lugging and overspeeding while as- | 


suring economy of operation and 
relief from driving fatigue. The 
unit is similar to that used in 
GMC’s six-by-six military trucks. 

The new GMC Hydra- Matic 
trucks are the M350-24 and M350- 
27 two-ton models; the M400-27, 
which hauls a gross combination 
weight of 30,000 pounds; the M450- 
30, with a 35,000-pound gross cargo 
weight, and the M470-30, capable of 
hauling 45,000 pounds. 

Another new Hydra-Matic model 
is the one-ton package delivery 
truck. 

The division has developed truck 
power steering as optional equip- 
ment on all two-ton and up models. 
It reduces steering effort by 75 per- 
cent, GMC said. 

The 1954 heavy-duty line offers 
such features for ease of mainte- 
nance as swinging front access 
doors on cab-over-engine models, 
overhead exposed individual wiper 
motors, and modified engine acces- 
sory location. 

GMC introduces a complete cab- 





GMC Line Gets Glamor Treatment— 

New styling with two-tone paint, two-tone upholstery and plenty of decorative 
chrome trim are features of the GMC truck models for 1954. The pickup jobs have a 
125-horsepower engine as standard. Throughout the entire line, new instrument panels 
provide more functional efficiency with spaces provided for extra equipment switches 


and controls. 
+ * * 

over-engine line offering a mini- 

mum dimension cab utilizing maxi- 

mum cubic and semitrailer space 

within the varying state length 

laws. 


This shorter, 72-inch cab dimen- 
| sion, for instance, will make possi- 
| ble on the west coast two 24-foot 
|trailers or a 22-foot van box with 
'a 28-foot trailer. In the 45 - foot 
states it makes possible all the 
flexibility of square-front 35-foot 
trailers and also permits sleeper 
cabs with a 35-foot square - front 
trailer. 


The heavy-duty line features a 
new cab-over-engine and conven- 
tional 660-50 four - wheeler, a 
lighter - weight, lower - priced re- 
placement for the 740 and 750 
series. It features a 200 - horse- 
power, 503-cubic-inch engine; 
five-speed transmissions, and two- 
speed or double - reduction rear 
| axles, 

Except for the 950 and 970 mod- 
els, all six-wheel conventional and 
cab-over-engine models will have 
eight and 10-speed Fuller Road 
Ranger transmissions as standard 
equipment for greater flexibility in 
tractor and truck wheelbases. Five- 
speed main and auxiliary transmis- 
sions will be optional on the longer 
wheelbases. 

Aimed particularly for 45 - foot 
states is the new gas FW620-42 and 
diesel DF'W620-47 to meet the de- 
mand for tandem-axle tractors and 
trucks in the cab-over-engine field. 
They have a gross combination rat- 
ing of 60,000 pounds and a new 
32,000-pound double-reduction axle 
with interaxle differential. 

The new Silent Power muffler, 
which reduces objectionable ex- 
haust noises, is said to make GMC 
the quietest truck on the road. 








Factory Pressure Called 
Road to Dealer Ruin 


HARRISBURG, Pa.— (UTPS) — 
The possibility of hundreds, even 
thousands, of dealer casualties and 
franchise cancellations next year 
was envisioned last week by Claude 
S. Klugh, of Harrisburg, general 
manager of the Pennsylvania Auto- 
motive Assn. 

“Unless factories soon see the 
‘ight of day,’” Klugh warned in 
a bulletin, “we are going to con- 
tinue to have the most demoral- 
ized retail auto selling market in 
the United States that has been 


That Pint-Sized Truck Is British— 

The small trailer truck shown here is a 1952 English-built Ford Consul. It is a stock| being forced to subscribe to pro- 
truck, except for modifications to the shock absorbers, a strengthened frame and| grams and to purchase unwanted 
removal of .06 inches from the cylinder head. The curb weight is nearly 4,000 pounds. 
The unit is used for publicity purposes, and usually is loaded with miniature|lessen their chances of making a 


furniture. 


in existence for many, many 
years and we sincerely trust that 

for the good of all concerned 
those responsible for this condi- 
tion take corrective measures at 

once.” 

Commenting that “many dealers 
who have been quite cooperative 
with their factories for years are 
alarmed at the situation presently 
existing in the retailing of new 
|motor vehicles,” Klugh said: 

“Some tell us quite frankly that 
they think that some factories have 
gone too far and that the pre- 
ponderance of new cars on some 
used-car dealer lots has the public 
wondering who holds the new-car 
franchise.” 

The PAA official said that since 
the issuance of a previous bulletin 
in which some dealers reported 
they were successful in resisting 
factory pressure and that there 
had been no threat of cancella- 
tion or punitive reprisal, “many 
dealers who have gone along with 
factory programs for years have 
told us that they are going to 
refuse to sign orders for addi- 
tional merchandise unless they 
can see a reasonable opportunity 
of selling at a profit.” 


“They indicate,” he continued, 
“that they are sick and tired of 





merchandise that does nothing but 


profit.” 





Hydra-Matic is now available on all light and medium-duty models. 





New Dimensions— 


New GMC heavy-duty cab-over-engine 
trucks and tractors feature easy accessi- 
bility with hinged doors on either side of 
the grille. The new bumper-to-back-of-cab 
dimension is said to enable over-the-road 
haulers to meet greater cubic trailer ca- 
pacities in 45 and 60-foot-limit states. The 
full 35-foot square-nose semi can now be 
contained in 45-foot overall length, it is 
said. 


Ex-Minn. Dealer | 
Fined $3,500 for 


Tax Violation 


ST. PAUL, Minn.—(UTPS)—E. M. 
Hagans, until November, 1949, a 
Chevrolet dealer in Hibbing, Minn., 
has been fined $3,500 and placed on 
probation for three years as an 
income tax violator in Federal 
District Court here. A prison term 
of a year and a day was suspended 
by Judge Robert C. Bell. 

Hagans’ attorney explained that 
Hagans had not reported the 
amount he received for cars over 
list price because he would have 
lost his franchise. He said new cars 
were sold to “used-car jockeys” 
after Hagans learned that some of 
his customers were doing the same. 

He claimed Hagans had declared 
$60,000 in income for the years 
1946 to 1949 and now owed the tax 
on an additional $12,000. 

Bell indicated the Government 
figured the additional tax at $28,- 
000, with penalties bringing the 
figure to $45,000. 

Jack Hamilton, a former Hagans 
salesman, is to be sentenced on 
similar charges. 


United Motors 
Zone Aides Meet 


DETROIT.—United Motors Serv- 
ice zone managers and assistant 
managers from the company’s 21 
sales districts across the country 
are in Detroit for a three-day man- 
agement conference opening todsy 
(Nov. 30), in the Park Shelton 
Hotel. 

W. N. Potter, United Motors gen- 
eral manager, and Vernon A. Dupy, 
general sales manager, will wel- 
come the 42 zone men, outline coin- 
pany policy and discuss plans for 
the 1954 sales year. 

In a series of daily meetings, the 
United Motors merchandising line 
managers will discuss their various 
sales programs and hear sugg:5s- 
tions and ideas advanced by te 
zone men. 

United Motors is the sales aid 
service organization in the repla< 2- 
ment market for 14 General Mot: -s 
parts and accessories divisions. 
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AUTOMOTIVE NEWS, NOVEMBER 30, 1953 
As ’°53-Model Cleanup Tapers Off .. . 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan. 1 
Ended Same Ended Nov. to to 
Nov. 28, Week, Nov. 21, 1953, Nov. 29, Nov. 28, 
1953 1952* 1953* To Date 1952* 1953* 
CHRYSLER . 14,408 22,647 23,966 86,400 819,481 1,160,059 
Chrysler ..... 1,793 3,012 2,907 10,724 102,796 148,502 
DeSoto 1,782 2,291 2,969 10,519 84,650 118,651 
Dodge ..... 3,000°/ 6,630 5,033 19,5382 222,165 279,440 
Plymouth . 7,833. 10,714 18,057 45,625 409,870 613,466 
FORD . 26,856 16,876 29,691 124,106 886,394 1,439,598 
Ford . 22,820' 11,755 28,072 105,893 685,565 1,115,726 
Lincoln } 880 641 916 2,036 28,730 37,201 
PE. sesstaitsssvcscrivenss SO 4,480 703 «16,177 172,099 286,671 
GENERAL MOTORS .. 5,080 34,582 17,970 103,170 1,686,080 2,605,968 
 — sae ay 5,177 671 17,600 301,605 471,983 
Cadillac .... 2,000 sdeoehltc 2,499 9,534 90,756 99,281 
Chevrolet 20 21,409 24 $3,833 831,074 1,344,811 
Oldsmobile 3,060% 3,069 8,313 24,199 213,347 309,510 
A eee 4,927 6,463 18,004 249,298 380,383 
KAISER MOTORS 355 2,680 345 1,244 118,619 61,231 
Kaiser 350 1,546 345 1,239 66,890 20,801 
Willys 5 1,134 5 51,729 40,430 
CROSLEY . ; ite iwi eee 
HUDSON . 1,050 1,230 1,461 5,315 69,802 72,869 
NASH ...... 1,760 3,580 2,355 8,535 137,246 126,905 
PACKARD . ibe 600 1,544 98 793 53,709 74,290 
STUDEBAKER ...... 2,305 3,264 3,824 12,999 152,422 175,877 
Total Cars, U. S. . 52,414 86,403 79,710 342,562 3,925,244 5,716,797 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Nov. to to 
Nov. 28, Week, Nov. 21, 1953, Nov. 29, Nov. 28, 
1953 1952* 1953* To Date 1952* 1953* 
CHEVROLET 5,300 8,209 8,719 17,758 298,974 326,448 
CROSLEY . Bie wed " : mee. auchen ‘ 
DIAMOND T . 100 141 140 551 7,315 7,458 
ME etericCveereicostiouies 64 36 80 180 2,670 2,776 
DODGE . 1,160 2,845 1,928 7,477 =150,510 95,750 
FEDERAL 50 27 74 265 1,499 2,168 
FORD ...... 5,333 4,577 6,541 24,521 206,518 296,834 
ES sosess = ... 41,100 2,448 1,538 3,481 106,657 99,847 
INTERNATIONAL .. 1,804 2,121 2,220 8,313 116,705 112,856 
MACK ....... ae 176 212 220 800 9,470 10,784 
I sssrsvenes. sche 286 287 897 15,730 14,459 
STUDEBAKER Wiselons 798 25 53,170 31,372 
WHITE ..... 145 195 155 721 11,138 13,051 
WILLYS . oe 2,369 2,380 5,648 99,192 80,209 
MISCELLANEOUS .... 172 228 215 839 13,614 12,968 
Total Trucks, U. S. .. 17,107 24,492 24,497 71,476 1,093,370 1,106,980 
Total Cars, Trucks 
we & .... ... 69,521 110,895 104,207 414,088 5,018,614 6,823,777 
Total Cars, Trucks 
MII vectsactécontsicavvids 4,550 7,122 3,920 17,175 351,889 451,104 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


74,071 118,017 108,127 431,213 5,370,503 7,274,881 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 


Nov. Car Output off 33%; 
Rise Due in December 


(Continued from Page 1) 
Day week of last year totaled | and Wayne (Mich.) plants were 


86,403 cars and 24,492 trucks, 


With Chevrolet due to boost op- 
erations this week, car output 
should soar. Chevrolet’s lines virtu- 
ally have been shut down for the 
past two weeks. 

Buick and Pontiac also are slated 
to resume output this week. 

* * x 
JUDSEON, which changed over 
two months ago, last week laid 
off some foremen because of a 
“seasonal change in production 
schedules.” The company refused 
to say how many men were affected. 
Lincoln - Mercury has resumed 

Saturday work after a five-week 

lapse. Last week its Los Angeles 


Ford Adds to Staff 


Of New Division 


DEARBORN. — Two promotions 
to the staff of the recently formed 
special product division of Ford 
Motor Co. were announced last 
week by William Clay Ford, gen- 
eral manager. 

Ray A. Hulce was named pur- 
chasing agent, and Charles P. 
DeVoss was named manufacturing 
manager. 

Hulce formerly was administra- 
tive assistant to the general man- 
ager of special product operations, 
forerunner of the new division. 
D2Voss was manager of manufac- 
turing planning of special product 
oO crations. 


slated to work Saturday. Its other 
plants are at St. Louis and Me- 
tuchen, N. J. 

Benson Ford, L-M general man- 
ager, recently announced an ex- 
pansion program of several million 
dollars for the Metuchen plant. 
Work is to start immediately to add 
120,000 square feet to the facility. 

* * * 


wus Chevrolet now building 
1954s, the division’s plants at 
Buffalo and Tonawanda, N. Y., are 
adding workers to hike production. 

The Buffalo factory makes axles 
and the Tonawanda unit turns 
out Powerglide engines. 

Chrysler Corp.’s plant in Kokomo, 
Ind., has laid off 200 employes for 
an unknown period. Fred Parker, 
manager of the plant which makes 
standard transmissions, said the 
layoff resulted from emphasis on 
Power-Flite transmissions. 





Auto Stocks 


Nov. Nov. 1953 

24 18 High Low 
Chrysler 61% 638% 96% 60% 
GM 59% 57% 693%, 58% 
Hudson 10% 10% 17 9% 
Kaiser 2% 2% 5% 2% 
Nash 17% 17% 25% 16% 
Packard 4 4% 6% 4 
Stude. 22% «22% 48% 21% 
Average 25.46 25.52 


Compiled from reports of trading on the 
American and New York Stock Exchanges. 
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Used-Car Price Index Dips $5 


(Continued from Page 1) 


prices of used-car prices were 
downward in all cases except 1953 
models, which eased upward $1 to 
an average of $1,937, highest figure 
for ’53s since Oct. 12. 

While the other models dipped, 
no decrease was more than $9—the 
smallest maximum decline in nearly 
four months. The $9 drop was sus- 
tained by 1950 and 1946 models. 
Other declines were: '49s, down $8; 
’*5ls, down $6; ’52s and ’47s, down 
$2, and ’48s, down $1. 

* * * 


MONG new-car dealers, the con- 

sensus is that the cleanup 
period is balancing out—with de- 
mand and supply falling off at just 
about the same time. Early in the 
month there had been some fears 
among new-car dealers that they 
would have trouble clearing show- 
rooms for ’54 models, They made 
extra efforts, more-generous efforts 
and longer deals. 

Dealers in some lines, and in 
some areas, have entirely cleaned 
out their “deluxe” lines. Others 
are just about down to the bare 
walls on all models. 

Cars which dealers expected 
would be hardest to move received 
most of the sales emphasis in 
cleanups, with the result that they 
were sold early. Now, most of the 
cars left are models which dealers 
feel will move in plenty of time 
without too much trouble. 


* * + 
NE Chevrolet dealer in the De- 
troit area said his November 
sales have dropped about 35 per- 
cent, but that nearly all of his deals 
this month have resulted in a 


greater unit profit. As a result, he 


said, he expects to make nearly as 


much money as he did in October, 
although his overall volume will 
probably be reduced. 

A Pontiac dealer in Detroit 
said the first two weeks of No- 
vember brought heavy sales, but 
that Nov. 14 was the last good 
day. Business has been slow since 
then, he said. He isn’t worrying, 
however, since he had only a 15- 
day supply, with more than three 
weeks to go until he shows his 
"54s, 

Ford dealers aren’t talking clean- 
up as yet, with the factory con- 
tinuing to pour out ’53s and the 
announcement date for ’54s still 
about six weeks away. They also 
deny noting any slump for Novem- 
ber sales. 

Observers believe, however, that 
Ford will be unable to surpass its 
October sales—which neared but 
did not surpass Chevrolet’s, ac- 
cording to registration figures so 
far available. 


* v . 
vas majority of dealers look for- 
ward to a definite pickup in 
business about the middle of De- 
cember—when most will have new 


Chevrolet Unveils 
Check-Tune Plan 
For Dealer Shops 


DETROIT. — A Chevrolet Check- 
Tune Program, based on improved 
and simplified electronic and vac- 
uum testing of engine performance, 
is being inaugurated through Chev- 
rolet dealers, according to E. L. 
Harrig, national service manager. 

Harrig announced a nationwide 
series of dealer meetings to intro- 
duce the Uni-Tuner, a_ portable 
electronic instrument, around 
which the new program is taking 
shape. 

With the Uni-Tuner, he explained, 
dealers’ service customers will be 
able to get more accurate pre- 
repair estimates, and service man- 
agers will be able to double-check 
all engine tuneup work before 
delivery and without a road test. 

The Uni-Tuner check takes only 
about 10 minutes, Harrig said. It is 
used to supplement existing engine- 
testing equipment, he said, and to 
save time by providing information 
that formerly would have required 
40 individual instrument tests. 

The seven check points, which 
Uni-Tuner dials show at a glance, 
include battery voltage, generator- 
regulator charging voltage, ignition 
output, high-tension resistance, ig- 
nition timing, distributor automatic 
advance and engine vacuum. 


models on display and Christmas 
shoppers will be on the prowl. 

One said that the two weeks 
before Christmas have tradition- 
ally been his best of the year. He 
sees no reason for that to change 
this year. 

Illustrating the tapering-off of 
the cleanup period are the sales 
figures for Akron. Three weeks ago, 
sales hit 633. Two weeks ago they 
skidded to 325 while last week the 
total was 253—the worst seven-day 
period since the week between last 
Christmas and New Year’s. 

* * * 
SED-CAR sales have likewise 
been hard-hit in Akron. From 
a figure of 867 three weeks ago, 
they dropped to 463, then crept up- 


in the second week of November 
totaled 1,320, and hung at 1,317 
last week. Used-car sales in the 
same periods were 1,702 and 1,638. 

Columbus also showed up well in 
the first half of November, with 826 
new cars moving, compared with 
903 sales for the first half of Oc- 
tober. Pittsburgh reported new-car 
sales up for the early part of No- 
vember. 


Need an Accountants 


WASHINGTON.—How a certified 
public accountant may be used by 
a small businessman is explained in 
a new Government booklet, Public 
Accounting Service for Small Man- 
ufacturers. It is available from the 





ward to 468 last week. 
In Cleveland, however, sales 


continued strong. New cars sold 

\ ' EXTRA WIDE BRAKE 

Safety Brake’ pepat extension 
FOR AUTOMATIC TRANSMISSION DRIVERS 


GREATER SAFETY WITH EXTRA WIDE PEDAL SURFACE 
CAR FACTORY APPROVED—FOR LEFT FOOT BRAKING 


U. S. Superintendent of Documents, 
Washington 25, D. C., for 15 cents 
a copy. 











@ A PART NOT A GADGET ® 


PREVENTS—CREEPING, STALLING, AWKWARDNESS, ACCIDENTS 
EASIER—PARKING, STARTING, STOPPING, HOLDING 


— Takes Only One Minute to Install — 


LIST $3.95 


PLUS TAX 


Bottomley Enterprises 


DEARBORN, MICHIGAN 









Going Places... 


“tll say we're going places— WITH AVIS”, 
says A. D. Maxwell, President of Fort Lee 
Motors, Inc. (Ford Dealership) and 
Maxwell Motors, Inc. (AVIS Franchise). 
“We have increased our daily rental 
fleet from 4 cars to 15 cars in less than 
ten months as an AVIS licensee. Our 
daily rental fleet has been supplemented 
by more than 20 units on long-term lease. 
We have maintained a pattern of 
constant expansion since joining the | . { 
AVIS System.” 5 e 


Mr. A. D. Maxwell, Ford Dealer, 
AVIS Licensee, Fort Lee, N. J. 
















Excellent dealer franchises are still available 
throughout the country. Write for full details. 


spearee eee a aE 


Paul A. Larson, Vice-president 
AVIS Rent-A-Car System 
10734 Fullerton Ave. 

Detroit 4, Michigan 


Company Name. 


Address_ 
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Packard Sales Plans Mapped in Midwest— 


Packard dealers of the Kansas City zone have met with factory marketing executives 
to lay plans for fall sales and merchandising programs. Speakers were Fred J. Wal- 
ters (second from left, foreground), marketing vice-president, and C. F. Sylvester 
(second from right, foreground), western regional manager. (Shown starting with the 
man nearest the camera) are H. G. Taylor, assistant zone manager, Sylvester; Walters; 
E. J. Waters, zone manager; Roe B. Vincent; Wayne Bales; Lyle Bryan; John H. Rob- 
bins; Earl Elledge; J. W. Coffey; Graham Schuske; Ben Franklin; Vern Dillon; Paul 
Maire; S$. A. Thompson; J. E. Beebe; Paul J. Hartsough; K. E. Coons; F. D. Hunefelt; 
Carl Gorley, and George Murray. 


NADA Issues Guide to Dealers... 


Tax-Savings Formula 
For Company Cars 


(Continued from Page 8) 


sponsored by the American caution in filing for a refund un- 
Legion, Shriners, etc. less: 

9. For transportation in locating; 41 The dealer's return for the 
and buying used cars at auctions |year for which the claim is filed 


in distant areas. has been examined by the bureau 
10. To participate in public school | ang the return either accepted as 
driver-training programs. filed or adjustments settled. 


According to NADA, dealers may| > ne dealer's return for the 


now: | 
: year for which the claim is filed 
1. Tan on an deat ons oi ae contains no controversial items, the 
cars which are in fac adjustment of which may result in 


business. bs 
a substantial increase in net in- 
2. Treat as long-term capital come for that year. 


gains, profits which are derived 


h held for Behiawe ie 
a — Bs Ron Aa ? LL dealers are cautioned to con- 
es @ sult their local tax counsel be- 


FILE claims for refunds all | fore filing for any claim for refund. 
* open taxable years in which| The recommended record on each 
they did not claim depreciation on | company-owned car should include 
their company cars and reported |the date of purchase, cost of the 
their profits from sales of these |car, the date it was placed in 
cars as ordinary income. company service, depreciation 
4, File claims for all open tax- (claimed on car while in service, 
able years in which they claimed | date car was sold, sales price, com- 
depreciation on their company (mission paid on sale, net gain or 
cars and reported their profits loss on sale, use made of car while 
from sales of these cars as capital (in company service and mileage 
gains and the bureau disallowed (placed on car while in company 
the depreciation and _ capital | service. 
treatment resulting in a When filing a claim, dealers are 
deficiency being assessed and | urged to cite the commissioner’s 
paid. acquiescence in the Latimer- 
NADA recommends extreme! Looney case as an authority. 
NADA said that if a dealer’s de- 
* | preciation and capital gains treat- 
Dealer Ss Quizzed iment of his cars is now being 
|questioned by the Bureau of In- 





On ‘Blitz’ Sales |ternal Revenue, he should im- 
2 mediately forward a copy of the 

| commissioner’s acquiescence in the 

In Minnesota | Latimer-Looney case to the BIR of- 


MINNEAPOLIS.—The pene ficials having his return. 
Automobile Dealers Assn. has| wana said court decisions be 
mailed out = ——— = |dicate that it is not necessary to 
members asking about oa -_ f record the information on compa- 
jects as “blitz” sales, forcing of | 1 5wned cars in the general ac- 
cars and ee eee” Pe count books. The data can be 
dealers, new-car “bootlegging” an ee 
cenihdietdieathan. recorded in a supplemental record. 

At a MADA board of directors’ 
meeting, many resolutions from 300 Produ cers 


other state associations were dis- 
cussed dealing with these subjects. 

Consensus was that MADA future B uy Up S pace 
actions should be based on the re- A A SI P 
sults of a questionnaire to dealers. t arley 
It was felt that resolutions backed # 
naire returns would carry far more |has been sold for the Automotive 
weight than those dreamed up and | Service Industries Executive Booth 
“resoluted” by the board. | Conference to be held at Navy Pier 


a . |here Dec. 8-9, according to Don H. 
St. Louis Limits | Teetor, chairman of the ASI joint 


operating committee. 
Show to Autos Approximately 300 manufacturers 
have contracted for 438 space units 
ST. ee of hibits totaling 43,800 square feet of space. 
meetiows, allied trade exh The conference will be the first 

have been barred from the St. 

Louis auto show, scheduled for Jan of its kind presented by the three 
: “| sponsoring associations, the Na- 


30 - Feb. 7 at Kiel Auditorium. tional Standard Parts Assn., Motor 


aoe aan a oe = & Equipment Wholesalers Assn. 


hibits. No booths will be permitted. | ®24 Motor & Equipment Manufac- 
C. F. McClure, chairman of the | ‘Urers Assn. 
executive show committee, said Of importance to wholesaler and 
most factories have promised spe- | manufacturer executives for whom 
cial displays and some have agreed | the conference was planned are the 
to show experimental models. NSPA, MEWA and MEWA conven- 
Show advertising will consist of | tions and meetings for association 
billboards, newspaper space, bus |members and guests which will be 
cards, radio and television spots | held in Chicago in conjunction with 
and window posters for dealerships. ‘the booth conference. 








AUTOMOTIVE NEWS, NOVEMBER 30, 1953 





CLASSIFIED WANT AD aaa a 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar ($1) per insertion for 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 


use of a box number, in care 


day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


OF PUBLICATION DATE. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are + 
respondents 
ants have been fulf 
and your 
maintain the pre 


ich this departmer 
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HELP WANTED 


SERVICE MANAGER. DeSoto - Plymouth 
dealer in South Georgia town of twenty- 
five thousand population wants capable 
man to operate shop on profit sharing 
basis. Must be sober, neat appearing, 
able to meet and handle customers, and 
build business in addition to turning 
out good work and supervising shop. 
Chrysler product experience and back- 
ground required, Good proposition for 
good man, Box 3245, c/o Automotive 
News, Detroit 26. 





MR. SALES MANAGER 


Do You Have Enough 
Experience For This ? ? ? 


Large suburban Ford Dealer, two miles South 
of Metropolitan Boston, offers an excellent 
opportunity for a volume minded man capa- 
ble of training and stimulating sales force 
of ten. Applicant must be willing and able 
to accept responsibility and possess the ‘'know 
how" to get things done. Outstanding com- 
pensation plan ‘keyed to results.'’ All replies 
held in strict confidence. Write giving full 
information to 


F. J. HARRINGTON, Gen. Mgr., 


Boughs Dedham Motors, Inc., 
945 Providence Highway, 
Dedham, Mass. 








GENERAL MANAGER 
RETAIL AUTOMOBILE DEALER: 


Must be able to take over the active manage- 
ment of the entire business of one of Miami's 
most progressive dealers. Must possess the 
ability, and leadership to develop and train 
a retail sales organization and direct de- 
partment heads in a successful and profitable 
parts and service operation. To this man, we 
offer an excellent salary and bonus, and when 
ability is proven, an opportunity to obtain an 
interest in this business. Please furnish com- 
plete background and information in first 
letter. All replies treated in strict confidence. 


Box 3250, c/o Automotive News, 
Detroit 26. 








SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 





HELP WANTED 


BUSINESS MANAGEMENT REPRE- 


SENTATIVES, The StudeWaker Corpora- 
tion has excellent opportunities for Busi- 
ness Administration or Accounting majors 
to train for positions in field. Knowledge 
of basic accounting necessary. A good 
salary, opportunity to progress. Travel 
expenses and company car furnished 
when assigned to field. Write Personnel 
Division, South Bend, Indiana. 





SALESMEN. Wonderful opportunity for 


ambitious men selling ‘‘precision Fit’’ 
seat covers to new car dealers. Beautiful, 

attractive line. Fabric seat covers offer 
very liberal commissions, steady income. 
Write for information, stating qualifica- 
tions. Fabric Mfg. Co., Inc., 205 Thomas 
t., Newark, N. J 


POSITION WANTED 


To ‘encourage this assification 


benefit of our empio readers 


Wanted Ads are a at haif r 





GENERAL OR SALES MANAGER. Inter- 


ested in working hard and long hours in 
these so-called competitive times. Col- 
lege graduate, 28 years old, married, 
veteraf World War II and Korean serv- 
ice. Seven years in auto industry, last 
four years in succession awarded out- 
standing sales honors, Experience with 
Hull-Dobbs and Chick Kensinger systems, 
handled all phases of dealer operation 
(including public relations and advertis- 
ing as a specialty) under the supervision 
of the largest volume Ford and Chevro- 
let dealerships in Noithern United States. 
Positions held: Used car Manager, As- 
sistant to the Vice President, General 
Manager. Will relocate. Box 3231, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER—with 29 years ex- 


perience in all phases of the automobile 
business. Ten years G.M.A.C. Nine years 
Chevrolet factory. Eight years General 
Manager - Partner Chevrolet dealership. 
Two years used car business. Thorough 
knowledge of business management. Cap- 
able of training organization to operate 
on profitable basis in buyers’ market. 
Excellent reputation as to ability and 
character. 47 years of age, married, no 
children. Willing to move to any part of 
the country. Box 3232, c/o Automotive 
News, Detroit 26. 


MR. SMALL DEALER — Do you need a 


young man you can trust to assist you 
in sales or management? Seven years 
successful management and sales experi- 
ence. Able, energetic, well recommended. 
Deal more important than immediate 
earnings. Ford preferred, southern loca- 
tion. Investment considered. Box 3214, 
c/o Automotive News, Detroit 26. 


AVAILABLE—MoPar parts wholesale man- 


ager, trained in administration, procure- 
ment, handling, and merchandising. I 
have resigned so that I would not be 
using an employer’s time to sell myself. 
Summary of quaiifications will be sent on 
request. Will move to the job. George 8. 
Gilbert, 17 Glenwood Ave., Buffalo, N. Y. 





AVAILABLE— AUTOMOTIVE PARTS 


MANAGER trained in wholesale opera- 
tion, administration, procurement, han- 
dling, and merchandising, Have resigned 
to make myself available to an opportu- 
nity worthy of my experience. Proof of 
qualifications will be sent on request. 
Will move to the job. Reply to Box 3230, 
c/o Automotive News, Detroit 26. 


with tep-rated national concerns for men|RENTAL MANAGER. Ambitious, young 


experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, 
INC. 


Room 500-K, 7 W. Madison, Chicago 2, Ill. 





BUSINESS MANAGER, Hull-Dobbs experi- 
ence preferably or one who can effect 
daily operating report. Excellent oppor- 
tunity, salary and bonus arranged. Bos- 
ton Motors, 241 Stuart St., Boston, Mass. 


DODGE DEALER IN LARGE CITY in 
Montana wants an experienced service 
manager. Old established dealership in 
expanding community. Good future possi- 
bilities. Salary plus incentives. Write Box 
3246, c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





man thoroughly experienced in sales, 
financing, rate computation and manage- 
ment of car and truck lease service. Also 
thoroughly experienced in car and truck 
¢aily rental operation. Interested in be- 
coming affiliated with established and 
progressive rental organization. Personal 
interview only. Box 3215, c/o Automotive 
News, Detroit 26. 


DISTRICT SALES 
REPRESENTATIVES WANTED 


To sell and supervise installation and operation of unusual 
merchandising material. No competition; franchise agreement 
available. Dealer contact experience or automotive background 
in sales or service required. Our sales representatives enjoy 
permanent, dignified, high income bracket positions. Product 
approved by major automotive manufacturers and sold inter- 
nationally. Expansion program provides immediate opening 
over the entire U. S. Our employees know of this ad. 


Write Box 3252, c/o Automotive News, Detroit 26, giving full 
details and recommendations; appointments will be arranged. 









POSITION WANTED 


GENERAL MANAGER. Twenty years Gen- 
eral Motors experience, business college, 
General Motors schools. Married, 45 
years of age, two children, own home, 
bFonest, sober, reliable, and in excellent 
health. Thoroughly familiar with all 
phases of automobile business, including 
parts, service, business management, | 
sales, merchandising and advertising used 
cars, supervising and management. En- 
tirely capable of taking charge, accepting 
responsibilities and operating profitably. 
Last ten years as General Manager of 
large volume operation. Excellent rea- J 
sons for making a change. Can invest 
$10,000 in business if desired. Prefer deal 
in or near Chicago. Can furnish excellent 
sales and personal references. Box 3240, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT-BUSINESS MANAGER. 
Sober, married, healthy. Accustomed to 
responsibility, experienced in volume 
operation. Can relieve dealer of details. 
Seeking connection with dealer in mid- 
west. Box 3192, c/o Automotive News, 
Detroit 26. 


MR. CAR DEALER—In the red again this 
month? Your problems are our business. 
We guarantee to cut overhead, rejuven- 
ate your sales force, increase service 
absorption, transform ‘‘weather reports’’ 
into profits. Guaranteed results, proven 
ability substantiated by excellent refer- 
ences. All personnel trained by volume 
operators: Hull-Dobbs, Rudy Fick, etc. 
All replies confidential DEMANCO 
(Dealers Management Consultants). Box 
3233, c/o Automotive News, Detroit 26. 


$8,000 YEAR SERVICE AND PARTS 
EXPERT desires permanent position with 
wholesaler or retailer in Texas or South- 
west. I can increase your business if 
you are profit minded. Reference ex- 
changed. Box 3244, c/o Automotive 
News, Detroit 26. 


EXPERIENCED GM ACCOUNTANT wants 
office position. 35, married, reliable. 
Prefer small dealer in No. Calif. or 
Oregon. Available Jan. ist. Box 3243, 
c/o Automotive News, Detroit 26. 


ASSISTANT TO OWNER, Selling and 
management experience, Western lo- 
cation. Box 3242, c/o Automotive News, 
Detroit 26. 


BUSINESS MANAGER — ACCOUNTANT. 
GM dealer, Florida only. Thoroughly ex- 
perienced. Age 46. Box 3251, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


OLD ESTABLISHED QUALITY and prof- 
itable dealership, handling 15 to 200 
Chrysler-Plymouth, North Central West 
Virginia town of 30,000 with diversified 
industries. 1953 volume approximately 
$650,000. Good building and equipment 
with high service absorption. With fac- 
tory approval, all or controlling interest 
available to qualified buyer. Without 
used cars or accounts receivable, worth 
$35,000. Box 3241, c/o Automotive News, 
Detroit 26. 


LOS ANGELES, CALIFORNIA dealership. 
One of the ‘‘Big 3’’ in the heart of Los 
Angeles. Volume deal, well established. 
New building — brick construction, lo- 
cated on corner lot 205’ x 150’ at stop 
street. No used cars, accounts receivable 
or blue sky to buy. Terms can be ar- 
tanged. Factory approval required. Wes- 
ley N. Taylor, Realtor, 4309 Leimert 
Blvd., Los Angeles 8, Calif. AXminister 
5191. 


DEALERSHIP, now handling Lincoln-Mer- 
cury, for sale, Central Indiana. City of 
18,000 and 10,000 two counties. Box 
3235, c/o Automotive News, Detroit 26. 











































































DEALERSHIP 


Now handling DeSoto-Plymouth, in the fastest 
growing area in S. California. Modern, well 
equipped shop at current cost, less 50%. 
Parts and accessories at dealers net less 
obsolescence. Approximately $30,000 wil! 
handle. Four year lease including large 
customer parking area. Box 3221, c/o Auto- 
motive News, Detroit 26. 
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pie DEALERSHIPS AVAILABLE 


Bes LeRsHiP AVAILABLE, one of Big 
_ Three, no trucks. City of 75,000 popula- 
~ tion, 100,000 in county. 65 miles from 
_ Chicago. Excellent lease. No receivables 
or used cars to buy. Will require $70,000 
which includes working capital. Reason 
for selling, dissolving partnership. Box 
3236, c/o Automotive News, Detroit 26. 


$50 CAR MICHIGAN DEALERSHIP, now 
handling Chrysler-Plymouth, Progressive 
community, excellent living conditions. 
Buy equipment and parts, lease modern 
building and lot. Other interests requires 
quick sale. Box 3239, c/o Automotive 
News, Detroit 26. 


‘RVAILABLE—Fine dealership handling 


Dodge - Plymouth in excellent southwest 
city of around 50,000 population with 
expanding payrolls and potential of 250 
new units profitably annually. Inventories 
clean, receivable current facilities good 
and used vehicle stock optional. Factory 
approval necessary. Excellent reason for 
selling. Box 3177, c/o Automotive News, 
Detroit 26. 


PEALERSHIP AVAILABLE handling 


Dodge and Plymouth in central Ohio. 85 
car potential contract. Almost new, 
modern building ee 


ership. 
, Mt. Gilead, Ohio. 


Piymouth, Midwestern city of 75,000. 


_ DEALERSHIP NOW “HANDLING Chrysler- 


fame location 20 years. Million Dollar 
300 car potential. Near 100% 


volume, 
by service department. $50,000 


absorption 
_ will handle. Box 3229, c/o Automotive 


eA 


Dy 


News, Detroit 26. 


Dealership Now 
Handling Chevrolet 


@ lexas Gulf Coast Area. Located in fastest 
| growing area of Texas adjacent to large 


d progressive city. Sells 250 units per 
ar. Annual gross sales $650,000. Owner 
shes to retire. Do not answer unless you 

qualify with factory. Will lease real 
ate. Box 3249, c/o Automotive News, 
roit 26. 


HIP HANDLING OLDSMOBILE 
rand GMC trucks in very progressive Ken- 
tucky county seat town of 5,500. Dealer- 
ship has body shop, paint shop, generator 
and starter rebuilding department. Last 


handled for very 

' little cash. Bad health, reason for selling. 

Box 3211, c/o Automotive News, De- 
' troit 26. 


"DEALERSHIP FOR SALE now handling 


Chevrolet, good North Missouri town 
_ farming area, ten months gross $400,000. 

Good building end lot. Box 3212, c/o 

Automotive News, Detroit 26. 


One of the really profitable ‘Big 3°' auto- 


F mobile agencies conveniently located in one 


of 


New England's most thriving cities. Popu- 


_ lation over 500,00). Modern facilities include 


office, parts and equipment. No accounts 
y receivable, no used cars. Leased property 
_ with 20,000 square feet of inside floorspace, 
20,000 square foot outside macadam lot 
adjacent to building. Buyer must have factory 
Box 3238, c/o Automotive News, 


"FOR SALE: DEALERSHIP now handling 


GM, good Nebraska town, agricultural 
area, large trade territory. Good service 
business, ideal building and lot location, 
good lease, low rent. Inventory value 
parts and equipment. Factory approval 
necessary, Box 3234, c/o Automotive 
News, Detroit 26. 


| FOR SALE — Well established dealership, 


now handling Nash. 120 car contract. 
Good service business. Desirable lease. 
Small investment required. Located in 
Southwest, good climate all year around. 
Box 3222, c/o Automotive News, De- 
troit 26. 





FIVE HUNDRED UNIT DEALERSHIP. 


es 


One of Big Three. City of 50.000. Trade 
area, 100,000. Midwestern location. Mod- 
ern well equipped building on lease. 
Verification financial responsibility and 
factory approval necessary prior negotia- 
tions. Reason for selling, other interests. 
Box 3225, c/o Automotive News, De- 
troit 26. 


WHEN BUYING or SELLING 


: 12 Fisher Bidg. 


AUTOMOBILE "DEALERSHIP 
Consult ao Specialist 


LEO J. KLEM 


Detroit 2, Mich. 


DEALERSHIP NOW HANDLING BUICK. 
Located in North Carolina. 100 plus car 


©" franchise. Will sell for inventory value 


of parts and equipment approximately 


AUTOMOTIVE NEWS, NOVEMBER 30, 1953 


DEALERSHIPS AVAILABLE 


DUAL DEALERSHIP FOR SALE: Now 
handling Chevrolet-Pontiac. 100 car po- 
tential. Have full staff of 
chanics, well up-to-date 
good parts business 
lot. Will lease 
sires, 6,500 sq. 
money maker in good 
lent opportunity for 
qualify for the franchise. 
years, reason for selling, poor 
cation, New York ‘state, Bai 
Automotive News, Detroit 


MIAMI, FLORIDA—The newest 
up to date automobile building 
with an outstanding showroom 
tion, formerly operated as 
dealer. Building and equipment 
Terms can be arranged. Write 
Gregg, 4036 El Prado, Miami 33, 


WANTED FORD OR CHEVROLET 
ERSHIP in Eastern - Midwest 
town of 15,000 or up. No real 
Will buy entirely or would consider 
ing an investment and operating for 
cent of profit with the of 

deal. 
3237, 
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buying entirely on a larger 
qualified in all respects. Box 
Automotive News, Detroit 26. 


idle Capital Wants To Buy 


Ford or GM Dealership 
With 400 or more units. 


Have factory approval. 
This is your chance te sell 
your assets. 


Replies confidential. 


Box 3138, c/o Automotive News, 
Detroit 26. 


siet 


WILL TRADE FLORIDA imeome property, 
5 acres, 6 room house, 4 new duplex 
for auto dealership in Ex-dealer 
and can assure factory —_ 1350 
Wakalla Way, Ovtanan 


CHEVROLET — TOWN 15,000 up. Prefer 
old, established, quality dealership. ney 
in strictest confidence. Am qualified indi 
vidual with cash. Box 3148, ¢/o ‘Auto- 
motive News, Detroit 26. 


BUSINESS OPPORTUNITIES 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 
you like to sell your auto leas- 
ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 3080 
c/o Automotive News 
Detroit 26 


ARE YOU A DEALER aes Buick 
Cadillac, Chevrolet, Ford, Lincoln, Mer- 
cury, Plymouth, Pontiae, or Olds? A 
nationally - advertised fleet ae com- 
pany invites you to participate in this 
growing field. Submit factory invoice 
prices and your complete over-invoice 
charge on all models; serviced and ready 
for delivery. Write to Box 3224, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 8. W Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


INVENTORY SERVICE 
Parts and Accessories ee 


Full-time experts. No pickup, part-time help; 
meee J amines Certified reports. 
so special buy-sell serv Experienced 
organization — in business since 1939. — 
booklet on Parts Department operation sent 


CARS FOR SALE 


ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoin §-1100 
“Home of Michigan's Finest Automobiles” 


VACATION & BUY 
IN FLORIDA 


AT THE SAME TIME! 


Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy — We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 


MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


1948 LINCOLN CONTINENTAL CON- 
VERTIBLE. Practically as new. Seagull 
gray blue leather upholstery, black top, 
fully equipped. None better anywhere. 
Also personal agent (non-profit) for sale 
of Olds Fiesta absolutely like new (2,900 
miles) to sectle deceased doctor’s estate. 
**Tip’’ Chisholm, Asheboro, N. C. 


AUTO AUCTION 


TIM ANSPACH 


"“Midwa Stop 
Abenrtcimnestety t Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


PARTS FOR SALE 
a ga @& & 


vor FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


Largest Wholesale Stocks 
of GM Parts For 

© Buick 

® Cadillac 

© Oldsmobile 

© Pontiac 

© Chevrolet 
One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 
Chicago 5, Illinois WAbash 2-1030 
ae es = = 


Attention Dealers 


PARTS FOR SALE 


BUICK 
WHOLESALE 
PARTS 


ONE OF THE EAST'S 
LARGEST INVENTORIES 


Same Day Service on Mail Orders or 
Phone Calis — Ali Shipments C.O.D. 


Phone Parts Department 
Circle 5-5910 
521 W. S7th St. 


MONARCH BUICK CO., INC. 
“Buick's Largest Dealership" 
NEW YORK 19, NEW YORK 


TRUCKS FOR SALE 


1981 Ford F-8' with W45 Holmes wrecker. 
1948 Dodge with W45 Holmes wrecker. 
1943 Diamond T 6x6 with W45 Holmes 
wrecker, 1943 Biederman 7%-ton 6x6 
Tandem. 1948 International KB8-F1 tan- 
dem, 1949 International KB6F tandem 
dump. We buy and sell all makes, % to 
10-ton trucks. Write or call Bill Fishel, 
Vandeventer Auto Sales, 717 South Van- 
deventer, St. Louis, Mo. Phone Frank- 
lin 1750. 

WRECKER, DEMONSTRATOR, 1953 Ford 
F-500. -7 ton heavy duty extension boom 
wrecker, less than 1,000 miles. Wrecker, 
demonstrator, 1953 Ford F-350 pickup 
with Canfield XH-305 extension boom 
wrecker, less than 3,000 miles. Canfield 


Tow Bar Co., Inc., 6033 E. MecNichols, 
Detroit 12, Mich. 


AUTO TRANSPORT 
FOR SALE 


1946 Mechanical Car Trailer 
Model 414 with 1948 GMC trac- 
tor, 1953 GMC Motor Al condi- 
tion. For More Information, Call: 


STI-ROD MOTORS 


TUlane 0101 


ENGINE REBUILDING — 


New Orleans, La. 


SHOP EQUIPMENT FOR SALE 


ONE BEAR HEAVY DUTY frame 


front end machine No. 900 with an axle 
press No. 830, wheel aligning 
turning radius gauge, wheel 

gauge, towing gauge, tire scriber, 
centering gauge, Caster Camber king 
gauge, pedal depressor. One Bear hea 
duty front end machine No. 3840, 
Bear Dynamic wheel balancer, 

No. 33, 

duty vehicles, 

power air com 

jacks, heavy duty models, If interested, 
phone us collect at 4-4661 Jacksonville, 
Duval Motor Ccmpany. 


SHOP EQUIPMENT WANTED 


D, USED 
in good condition. 
complete crating and freight delivered to 
Boston. Write or wire The Seymour 
Chevrolet, Inc., 844 Main Street, Cam- 
bridge, Mass., Attention of Mr. Harris. 


ME EOUs 


rankshaft 
grinding and metalizing. J: Hughes 
Motor Co., Ine., 
Lynchburg, ’ Virginia. 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 
Write Today For 
illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders In The Industry” 
Since 1939 


BROOK PARK 
AUTO AUCTION 


Sd 


a 


CLEVELAND, OHIO 
Every Tuesday at Noon 


5 


Sd 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from oirport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 


> 
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New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill [_] 


$30,000. Sell — ree. 7 used | on request. Cali or write for service 
cars or receivables. ust have factory Automoti 

tos rl oe Freeland Detroit 27” Mich. "WE 3.4409 
ews, Detroit 26. 


‘CALIFORNIA DEALERSHIP 


Former Dodge-Plymouth Dealer will sacri- 
fice $15,000 inventory at 50 cents on the 
doliar (wholesale) also $15,000 inventory 
of shop equipment at 50 cents on the dol- 
lar. 56 late model parts bins. One outdoor 
neon Dodge-Plymouth electric sign. 


J. R. RICK MOTOR CO. 
470 Eust Washington St. New Castle, Pa. 


AVAIL- 

ABLE. One of the Big Three located in 

California’s richest agricultural belt, 168 

car contract. Excellent parts and 

| ‘service business running to over $80,000 

annually. No real estate to buy, at- 

| tractive lease available. Factory ap- 

Proval will be necessary. Box 3248 c/o 
Automotive News, Detroit 26. 


RAGE having good GM agency. 
Kentucky city of 12,000. No real estate. 
| 100% shop absorption. Will take about 
| $27,500. Davis T. Bohon, Broker, 505-06 
Central Bank Bldg., Lexington, Ky. 


CARS FOR SALE 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


1950 
Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 SHERWOOD #1700 


[ 


) 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Heaters 


Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 
GREBE OLDS 


3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


AUTO AGENCIES 
. medium and small “Big Three’ auto 
cles located eeeugnasr the United 
. Write for brochure 


DAVID JARET CO. 


3 Established Over 29 Years 
W Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 


TRADE CONNECTION: 
Truck Dealer [) 
Insurance (J Financial [] 


Manufacturer (1) 
Supplier F 


Car Dealer [) 
Jobber [] 


Make of Car 
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BUILDERS 


Sealed Power 


chrome rings! 


FULL-FLOW RING SETS 


] Top compression ring is chrome-alloy cast iron with SOLID 
CHROME face, factory-lapped to a light-tight finish. 


Side rails of MD-50 oil ring have SOLID CHROME faces, Grano- 
sealed sides for flexibility. Hundreds of thousands of cars have 
proved this ring best for oil control even in badly tapered and out- 


of-round bores. 


All rings are beveled or tapered to thread-line contact for quick 


~ seating and blow-by control. 


Sealed Power Piston Rings 


SEALED POWER CORPORATION ° MUSKEGON, MICHIGAN 


Sole manufacturers of KromeX Ring Sets, MD-50 Steel Oil Ring, Full-Flow Spring, Flex-S Flexible Oil Ring, and GI-60 Groove Inserts. 
Leading producer of Automatic Transmission Rings, Power Steering Rings, and Non-Spin Oil Rings. 








